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*25.20 LESS THAN YOU’D THINK! 





How Air Control’s LARGE CAPACITY Ceiling Diffusers save 


Figure it this way: Every time you use a ceiling diffuser larger than the pipe 
on which it’s installed, you waste money two ways. First, you pay more for 


the larger diffuser and damper. Second, you have to buy an adapter or 
transition piping. 


With ordinary ceiling diffusers you may fave to take this loss to get the 
free area you need. But not with Air Control's new Large Capacity dif- 
fusers. Their advanced design gives you 30°, to 50°, more free area. You 
use a 10” diffuser on a 10” pipe —no oversize diffuser and damper — no 
adapter. 

On the job above you would save: 


$1.40 per outlet by mot buying oversize diffuser and damper 
2.80 per outlet by not buying adapter 
$4.20 per outlet 


That’s $25.20 saved on just six diffusers, without including anything for 
the extra labor it would have taken to install the adapters. 


Start now to save with Air Control's new Large Capacity Ceiling Diffusers. 
Call your wholesaler today. 


Write for catalog 
159 Center Street e 


PRODUCTS, INC. 


, LEIGH METAL PRODUCTS LTD., 72 York St., London, Ontario 
IN CANADA: LEIGH-TORNEL DISTRIBUTORS LTD., 549 Archibald St., St. Boniface, Manitoba 





HOW SUNDSTRAND FUEL UNITS BACK UP YOUR BURNERS 


Unending Attention 
to Detail 


OW ~ 


Even though pramenyses-mshd 9: oer Rota-Roll pumping 
assembly has long enjoyed the oil heat industry's un- 
qualified approval as being head and shoulders above all 
others—the search for ways to improve it never ends. 
One important factor should be noted—changes are 
made in production models only after rigorous labora- 
tory and field tests. Most recent of these developments 
is the use of a steel key securely welded in a slot in the 
small gear of the Rota-Roll pumping element and en- 
gaged in a slot in the drive shaft. Pa increases bearing 
surface and shear resistance which is particularly impor- 
tant when pumping fuels with minimum hiksloning 
qualities. Constant, practical product improvement is 
another reason why Sundstrand remains first in fuel units. 


SUNDSTRAND HYDRAULICS 


DIVISION SUNDSTRAND CORPORATION 
(formerly Sundstrand ane Division, Sundstrand Machine Tool Co.) 


2210 Harrison Ave., Rockford, Il|.—Eastern Sales Office; 88 Summit Ave., Summit, N. J. 
Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic AB 
Stockholm; in France by R. S. Stockvis, et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris. 
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PENN “RIMSET”’ 
handles 12 different 
heating and cooling jobs. 


Why carry a large inventory of room thermostats 
when ONE unit... the Penn “RIMSET” .. . will 
control any heating-cooling function desired? You 
just stock variables of the subbase... the 

same thermostat simply plugs onto any 


one of these subbases! 


And, here’s another extra... . the Penn 





“RIMSET” is today’s easiest-to-set, easiest-to-read 
thermostat. When setting temperature, simply 
dial the rim . . . the extra large dial face remains 
stationary! Once you use this better thermostat, 
you'll want it on all of your heating and 


cooling installations. 


Try Penn on your next job! 


SYSTEM 
APPLICATION SELECTOR SELECTOR 
SWITCH SWITCH 





—EEEE 


AUTO-OFF 





AUTO-OFF 
AUTO-ON AUTO-OFF 
AUTO-ON —-— 














—— HEAT-OFF-COOL 





AUTO-ON HEAT-OFF-COOL 








HEAT-COOL 
Hr AT-COOL 
HEAT-OFF-COOL 
HEAT-OFF-COOL 














just dial the rim... 
easiest to set...easiest to read 


PENN CONTROLS, UC. ssc isn 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Thumbing Through 
This Month's Artisan 


.. We try out 
some productive merchandis- 
ing techniques in a ready- 
made market with a dealer- 
contractor whose 


Files Hold Wealth of Sales 


Service | 


Here’s why 


hy 
AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 


Promotion Leads. We find a | ~ 


utopia for 


an up-to-date file containing | 
names and job data for 120,- | 
installation | 


000 and 
customers accumulated 
many years; 


service 


and we 
some successful 
for selling these 


summer air conditioning and 


modernization, such as con- | 


centrated mailings of intrigu- 


ing promotion pieces, and in- | 


viting prospects to visit the 


showroom and inspect an in- | 


teresting collection of 


diate and future sales. 


Terne 


. and we welcome | 
a well-known industrial roof- | 
ing material into the residen- 


tial field when an architect 
that Terne Roof 
Stylized Homes 
owners demand dis- 


practical metal 


recognizes 
Sets Off 
whose 


tinctive yet 


roofs to harmonize with mod- | 
ern architectural features. We | 


fabrication 
the terne metal 
panels, arranged so flat seams 


study the 
erection of 


were staggered to form a de- | 


sign and note the care ex- 
erted to make sure all seams, 
flashing, etc. are as weather- 


proof as they are distinctive. 


Comfort 


we review the 
processes by which the hu- 


man body gives up heat to | 
determine limitations of good | 


practice when we Design Air 
Conditioning to Control Fac- 
which Affect 
Comfort. We study the fac- 
tors which led to the origin 


tors 


merchandisers in | 


over | 
learn | 
techniques | 
pr pects 


con- 
trols, which produce imme- | 


and | 


Human | 


seeeeey 


Fastest selling in the industry, Sentry AT-A-GLANCE 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 
Brochures and Counter Displays available. 





SENTRY Superior Quality THERMA-GAUGE 


Similar to the standard AT-A-GLANCE gouge above, 
but feotures a solid red thermometer type indicator 
and a two-piece die cast plug-nut assembly which 
permits simplified tank installation 








STOVE AND SPACE 

HEATER GAUGES 

Several models with accurate, 
easy-to-read indicators to fit 
all tanks. Also models for 
smoll tanks such os power 
mowers and outboord motors. 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
at delivery fill pipe 


KRUEGER, SenZey GAUGES 


GREEN BAY +» WISCONSIN 
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and development of humidity 
control and cooling, and we 
relate the functions of air 
conditioning to the heat dis- 
sipation processes of the 
body, observing the condi- 
tions which produce comfort 
so we can duplicate them me- 
chanically with well-designed 
and installed air conditioning 
systems. 


| Apartments 








. and we meet 
another dealer-contractor 
who has his eye on the mul- 
tiple-dwelling market and 
note that Warm Air Wins in 
Walk for Year Round Com- 
fort Systems in 38 Apartment 
Units when he showed the 
architect how his individual 
warm air furnaces and sum- 
mer air conditioners would 
cost less to install and oper- 


| ate as well as provide better 


indoor comfort than the radi- 
ant electric baseboard heating 
and through-wall packaged 
air conditioning arrangement 
already specified in the plans. 
We also look over the high 
sidewall supply system and 
the baseboard and embedded 
return systems with the idea 
of using this account as a pat- 
ern for future similar jobs. 


What's Today’s 

Weather Index? 

YOU'VE 
weather 


PERHAPS noticed 
that many reports 
made during June included a 
“Discomfort Index.” This is 
a term the Weather Bureau 
of the United States Depart- 
ment of Commerce adopted 
to represent a combination of 
dry bulb and wet bulb tem- 
peratures so outdoor tem- 
perature and humidity could 
be expressed as one figure. 
The bureau hoped this term 
would provide a better defi- 
nition of daily requirements 
and regional relationships, 
and would help people deter- 


AMERICAN ARTISAN, JuLY 1959 





pri 
om mr ih 
eb 
‘ , | ist 
; ia 
a 4 A. q r “a 


* 


fe 
% 

> 
s 














NSTANT STEEL 


A CALL TO YOUR LOCAL STEEL DISTRIBUTOR ENDS IN-PLANT SHORTAGES FAST! 


Emergency? Your steel service center can end it in a hurry with practically any amount, WeinToM 
quality, size or shape of steel you may need. No more in-plant steel shortages—no more | STEEL | 
plant shutdowns—no more lost contracts. cud 


Or you may choose to use his facilities, stocks and fast delivery service on a regular 
basis. Whatever your production needs, your local steel distributor is on hand ready to 
give instant service. All you have to do is phone. 


WEIRTON STEEL 
COM PANY 
WEIRTON, WEST VIRGINIA 

Call him for any quantity of Weirkote continuous-process zinc-coated sheets, Weirzin @ division of 


electrolytic zinc-coated sheets, hot- or cold-rolled sheets or any type of steel you may NATIONAL STEEL aie CORPORATION 
need for any type of production job. on 
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mine what clothing to wear | 
and their air conditioning 
The bureau also ex- 
pected to use the Discomfort 
Index (D1) as a basis for 
establishing a cooling degree 
day system for determining 
summer air conditioning load | 


needs. 


conditions, as is now possible | 
with heating degree charts | 
for winter load conditions. 
The busi- | 
nessmen and tourist centers 
to the term Discomfort Index 
was so strong against its use | 
because “it tended to keep| 
people at home and out of 
stores and hotels,’ that the 
weather bureau has ceased us 
ing the term and is now call 
ing it ‘“Temperature-Humid- | 
ity Index.” 


reaction from 


To figure the temperature- | 
humidity index, the dry bulb 


and bulb 


wet temperatures 
added together, multi 
plied by 0.4 and added to the 
constant, 15, as follows: 
T.H.. 0.4 (DB WB) | 
15 
Here's how it works in an 


are 


actual case. Suppose the dry | 
bulb temperature is 84 F| 
and wet bulb temperature is 
71 F. The T.HLI. is 77. 
Here's how it is to be ap- 
plied to calculating cooling | 
degree days (sample city is | 
New York BS | 
DB WB T.H.1.| 
1:20 am a 68 71 
7:20 am 75 67 72 
1:20 pm 87 77 
7:20 pm 80 / 


Average for the day 14 


Cooling degree day value 
will be based on an average 
temperature-humidity index 
of 60. Thus the average for 
the day illustrated above is 


14 cooling degree days 


How Much Does Labor 
Turnover Cost You? 


THE AMERICAN Management 
Association has released its 


third issue of the Supervisory | 





Be MODERN- 


with all your gas fired 
appliances...for safety, 
dependability and 
convenience use... 








with the 


lighter 
tube 


@ Just push the button and the 
Modern Lighter Tube does the 


rest safely, conveniently. 
Engineered and fabricated to 
fit any gas fired unit and become 
a component of your equipment 
at a surprisingly low cost. The 
Modern Lighter Tube is widely 
accepted by manufacturers and 
utilities in areas where “outside 
lighting” is a requirement... 
be MODERN, investigate the ad- 
vantages of this advancement in 
gas fired equipment. 

(U.S. Pat. No. 2728384, Con. Pat. No. 676802). 


MODERN 
LIGHTERS 


INCORPORATED 
NORTHVILLE, MICHIGAN 
ORMERLY 


Write for literature. 
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Fiihncansicnt Newsletter. 
'This bulletin presents some 
interesting facts on labor 
|turnover costs. The cost of 
| replacing a salesman, the 
| newsletter says, runs to about 
| $6684, whereas the replace- 
|ment of an aircraft assembly 
'worker costs approximately 
| $1000, and replacing a dic- 
|tating machine operator costs 
| around $700. These of course 
|would vary with different 
| businesses, but the amounts 
'shown surely point out the 
| high cost of replacement. Re- 
| placement costs are incurred 
|in six broad categories—re- 
| cruitment, selection and hir- 
|ing, indoctrination and job 
training, on-the-job costs, 
separation and intangibles. 

Dealer-contractors with 
high rates of employee turn- 
| over would do well to review 
their procedures and attempt 
|to reduce the number of turn- 
lovers, at the same time cut- 
|ting the cost of locating and 
training new and inexperi- 
enced employees. 


Collection Hopes Dim 
As Accounts Get Older 


| RECENTLY Wib Bull, execu- 
| tive director of Northameri- 
| can Heating & Aircondition- 
| ing Wholesalers, sent the fol- 
| lowing information: “The 
| older an account becomes the 
less chance there is of collect- 
ing it. Of accounts overdue 
60 to 70 days, 89 percent are 
| collectible; 90 days, 93 per- 
cent collectible; six months, 
67 percent; one year, 45 per- 
cent; two years, 23 percent; 
three years, 15 percent; five 
years and over, zero. 





What's Salesman’s 
Actual Effective Time? 


Dip you KNOw that a sales- 
man’s time is likely to be the 
| least productive of any? This 
of course is not the fault of 
| the salesman but of the en- 
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new... 
OCKFORMER 


Button-Punch 
Snap Lock Machine 
Is Now a Standard, 
Stock Model! 


No longer in the “custom” or “special order” class, 

the new Lockformer Button-Punch Snap Lock Machine 
is now a standardized, mass-produced piece of 
equipment... and it’s priced at a small fraction of 

what the former, special order machines cost. 

It makes both the receiver lock and the button-punched 
right angle flange—makes them both with the same 
speed, simplicity and dependability for which 

all Lockformer equipment is famous. 


here’s why this lock is so popular: 


I. No hammer-over-edge, no hand tools needed 
for assembly. Just insert the flange and press home. 
That’s all there is to it. 


2. Equally good for either square or round duct.* 
Unlike conventional snap-locks, lock is at corner of 
square duct rather than in middle of one side. 


3. Both round and square duct can be nested for 
storage or delivery, completely assembled on the job. 


4, It’s fast, neat, fool-proof and permanent. 


Write for complete details and prices... 
and ask for new Lockformer Catalog 


*Auxiliary rolls for offset with button punch available upon request. 


t/] Manufactured by 





time saving, THE LOCKFORMER COMPANY 


money making equipment Dept. A, 4615 W. Roosevelt Rd., Chicago SO, Ill. 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont. 
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3 GOOD REASONS 


why Heating Dealers 


vironment in which he must 
work. 

Wib Bull, executive direc- 
tor, Northamerican Heating 
& Airconditioning Wholesal- 
ers Association, reports these 
facts: Actual effective sales 
time of a salesinan in an 
eight hour day varies from 
two hours to approximately 
three and a half hours a day, 
for an average of approxi- 
mately 3.2 hours per day. 
This is broken down to ap- 
proximately 16 hours per 
week, or 800 hours per year. 
Actual working time of a 
salesman, figured at approxi- 


But some of the points made 
by the author, Gilbert Faye, 
are well worth considering. 
One of them is, ‘Could it be 
that a prospective member 
might have the opinion that 
he can expect very little from 
his association membership 
because the dues rate implies 
cheapness? Some people be- 
lieve—and they have a right 
to—that you get just what 

3. Superior quality construction you pay for.” 
The concluding paragraph 
of the article summarizes the 


The New Model m Counter- points brought out as fol- 
Balanced Humidifier . lows: “In order to advance 


Here’s a sure bet to increase your to bigger things and to great- 
sales and profits. The new Skuttle er accomplishments, we must 
Model 711 is installed in vertical spend more money. If we 


everywhere like to Sell 


E2ykurtle propucts 


« The only complete line of humidifiers 
for warm air heating systems 


2. More profitable sales due to greater 
product demand 





Carrying this figure fur- 
ther, if a salesman’s income 
is $8000 annually, his time 
is worth $10 per hour. At 
$12,000 per year, his time 
is worth $15 per hour. At 
these rates, salesmen must 
seek a method whereby they 
can improve their produc- 


Why Do People 


Subtracting the 800 hours 
no complex mechanism, operates 
The logical source for more 
year non-productive sales| bled for do-it-yourself installation 
Write for further details on all models of Skuttle Humidifiers. our various industries we 
our members.” 
need replacing annually. Increase your 
of humidifiers. Skuttle Vapoglas Plates | Join Associations? 


mately 40 hours per week, 
> ? > EX 
equals 2000 hours per year. plenums of any warm air heating 
system easily and quickly. There’s spend more money, then we 
sroductive sales time leaves need to obtain more money. 
: figure of 1200 hours per with a single orifice. The Model d 
é P 711 is shipped completely assem- BIC 1 
money is increased dues from 
time if desired. Complete instructions our members. As leaders in 
: and template included in package. ~~ . 
must have the courage to in- 
Sakuttle Patented Vapoglas Plates sist on adequate financing by 
“oe AY Millions of humidifier evaporating plates 
4 
\S NY rofits by using Skuttle No. 489 Universal 
one wd Plates, designed to fit all makes 
have been satisfying customers for years. 
Get the best, install Skuttle Vapoglas 


tivity per call. This means 
better organizing of their 
time between calls or setting 
up appointments that pre- 
vent the necessity of making 
callbacks. A third method 
would be to prepare the way 
for calls through advertising 
and correspondence, thus 
making it possible for a sales- 
man to spend less time with 
each prospect and to work in 
more calls per day. 


Tells New Way to Get 
Association Members 


Not LONG aco the “‘Insti- 
tute News,” the monthly 
bulletin of the Roofing & 
Sheet Metal Crafts Institute, 


Pee «ss 


Your customers will save; you 
will profit with Skuttle-Aire per- 
manent, washable air filters for 
furnaces, central air conditioning 
systems and room coolers. Re- 
placement costs are completely 
eliminated. Easy to install, easy 
to remove for cleaning. Skuttle- 
Aire light weight filters are avail- 
able in all sizes. And they never 





carried an article with the 
heading: “Want New Mem- | 
bers? Raise Your Dues!” | 
This is certainly a new ap- 
proach to getting members. 


10 


need oiling. 


You can be sure your customers are getting maximum efficiency 
from any installation where Skuttle-Aire Electrostatic, Perma- 


copied but never equalled. 


Chitin Electrostatic, Permanent, 
Washable, Lifetime Air Filte 


nent, Washable, Lifetime Air Filters are used. 


fom ari ile MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE 


HUMIDIFIERS 


, ONT. 


PERMANENT FILTERS 





ASSOCIATIONS are important 
to our industry and each year 
are becoming more impor- 
tant. Membership in an as- 
sociation should be sold on 
the value received. These are 
some points that can be used 
in selling membership. Most 
people join associations be- 
cause: 

1) They believe in the as- 
sociation and its objectives. 

2) They want to use the 
services of the organization. 

3) They like to attend 
meetings. 

4) Their friends belong. 

5) They appreciate con- 
tacts and companionship. 

6) They want to keep in- 
formed on business matters. 

7) They are “good fel- 
lows.” 

8) They want to improve 
their businesses. 

9) They want to be part 
of a group that will take ac- 
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DEALERS PROHT 


PRODUCTS THAT MATCH TODAY'S MARKET! 








Gas Fired or Oil Fired Horizontal Furnaces. A complete 
line of both types. Low and compact for the “tight” 
spaces. The excellent qualities of Luxaire design and 
construction throughout! 





Compact Gas Fired and Oil Fired Gas Fired and Oil Fired Counterflow Units. Assembled 
Winter Air Conditioning Units. and wired at the factory. The same compact design, trim 
Completely Assembled and styling and heavy construction as the upflow models! 
wired. Heavily constructed and Cooling can be added any timel 

smartly styled. Equally adapt- 

able for the basement, utility 

room or a closet. 


TODAY'S SLicqcacne IS YOUR MOST COMPETITIVE VALUE! 


Today’s “lush” market is highly competitive — regardless of whether you are 
appealing to the new-home builder or the old-home owner. 


If you are interested in profits, check these outstanding Luxaire advantages: 
(1.) The Complete Line of Heating and Air (4.) Easy, Speedy Installation. 


passer, Mace Unit Heaters and (5.) Satisfying, Trouble-Free Performance. 


(2.) Durable, Heavy Construction. (6.) Consistently Competitive Prices you 
(3.) Uncomplicated, Advanced Design. can depend on, year after year. 


With Luxaire, you do not choose between a low price and excellence — for 
Luxaire gives you both! See your Luxaire jobber, today! 


2,3 or 5H.P. Air hy Basement Type 
Cooled Condenser- Upflow Winter Air Winter Air 


Compressor Unit. Conditioning Unit gery om Unit Cane 
. +) gs Underwriters’ with Circular with Circular Unit wit 
Gas Fired and Oil . Fired Base- Listed for Outdoor- (Plenum-Type) (Plenum Type) Counterflow 
ment Type Winter Air Condition- Installation. Cooling Coil. Cooling Coil. Cooling Coil. 
ing Units. Burn either Gas or Oil 


with equal efficiency. Assem- ‘ ‘ : ‘ , : 
Cc ’ 
Sted eat eee G0 conde totem Horizontal Furnace Air Handlin Gas Fired Unit Gas Conversion 


with Duct Type Blower an Heater. 5 Sizes. Burner. 
84,000 to 112,000 Btu Output! Cooling Coil. Cooling Coil Unit. a) 








ccs) 7 


OLSEN MANUFACTURING COMPANY « « evyria, on1o 
4 


' 


HEATING & AIR CONDITIONING UNITS 
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tion against unfair legislation 
and taxation. 

10) They enjoy the social 
and recreational features 

11) They want to work 
with competitors on mutual 
problems. 

12) They want to improve 
the and 
efficiency of their establish 


business methods 


ments. 


Where fo Find ideas 
To Improve Manugement 


HERE'S ANOTHER SBA “rule 
to manage by’: 
Small Business 
Administration 
Washington, D. ¢ 
Dear Mr. Barnes 
This I'd to 
cover briefly the importance 
of searching for 
ments, which dealer-contrac 
tors should make one of their 
As 
they 
with 


month like 


impr VC 


small 
will 
the 
an 


habits. 
If 
day 


business 
businessmen, 
begin each 
thought: “Today can be 
important day in my business 
career,’ they will be looking 
for little that will 


into ideas that in turn 


things 
grow 
will enable them to perform 
their management tasks a 
little better. 

One good way to obtain 
ideas to attend 
If sometime 
meeting ends, a 


iS meetings 


before such a 
dealer-con 
tractor picks up an idea, the 
day will have been a signifi- 
cant one, he 
doesn't apply that idea to his 


business until week 


even though 


next or 
next month 

A business is conceived as 
an idea, is built upon ideas, 
and will move forward 
those 


well 


on 


ideas of its 
ager of others 
which may pick up at 


meetings. Every speaker on 


man 
as as 


he 


a program hopes that he can 
provide each person in the 
room with one or more ideas. 
Perhaps someone in the audi 

ence will ask a question and | 
the dealer-contractor will get | 
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POINT BY POINT 
AIR-EASE units meet all these needs 


COMPLETE: — Shipped complete in one 
carton no mixed up shipments or 


short parts. 


DESIGN:* -- Round to square combus- 
tion chamber—uniform air passages — 
2asy air flow. 
[tA 7] 
‘ 
COMPACT: — All component parts de- aad 
signed and assembled in a minimum Lhe ig | 
| t 
of space. iy 194 


SOLID BASE: 
easy to level 


~Rigid construction — 
no grouting is necessary. 


© 
f 


SERVICE: — Burner and 
mounted in vestibule 


all 
large blower, 
filter door for easy servicing. 


controls 


INSULATION: — Foil faced glass fiber 
insulation assures a cool casing —no 
air baffles necessary. 


STYLE: — Smart styling to compliment 
a good layout and installation. 


PRICE: A competitive price is an 
absolute necessity in today’s heating 
market. 

*Patents applied for. 

WRITE FOR 

Information pie 

and name 


of nearest 
distributor 


THE JOHNSON FURNACE COMPANY 


2129 WEST 117th STREET, CLEVELAND 11, OHIO 


| the editor’s 
| notebook 
| 


(Continued ) 





an idea either from the ques- 
tion or from the answer. Each 
| day has great possibilities for 
| idea collecting. 

In developing ideas, the 
| small 


businessman should 
have three major objectives 
mind: 1) To establish 
| policies and procedures for 
|the business; 2) to learn to 


in 


distinguish between operation 
and administration and to al- 
| locate some of his time every 
week to administration; and 
3) to learn to look outside 
his own experience for aid 
in solving management prob- 
|lems. If the manager can 
achieve these objectives by 
the end of 1959, he will find 
that he improving 
management efficiency. 
Sincerely, 
Wilford White, Director 
Office of Management 
and Research Assistance 
Look for Mr. White's let- 


in this the 


is his 


| ter column in 


August issue. 


Door Opener May Lead 
To Other Sales 


WHEN you learn that a per- 
son has recently purchased a 
new home or is planning to 
buy one, advise him to check 
the roof drainage. This point 
well taken because it 
awakens prospective home 
buyers to the fact that what 
may appear to be an economy 
on the part of the contractor 
is not always so. The Roof 
Drainage Manufacturers In- 
| stitute points out that prop- 
lerly installed roof drainage 
equipment helps prevent wet 
| basements, the undermining 
|of foundations, and damage 
|to border plantings and 
shrubbery because adequate 
| roof drainage directs the rain 
| from the proper 
| disposal point. 


1S 


roof to a 


EDITOR 
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Smooth, <4 Silent, Controlled Ignition 
= WITH THE 
NEW THERMAL CONTROL 
N ] fp 





THERMAC 
SLS 
400 SERIES 





Here is the completely automatic gas control valve that provides tip-toe 
quiet ignition of gas appliances—Thermac’s new, exclusive control. It 
gives absolute control of ignition, regardless of supply input. A special 
small valve opens first to admit the required volume of gas for proper 
ignition, followed by balanced opening of a second valve for normal 


full flow. 





This new “step-flow” design is important. It eliminates flame roll-out, 
can simplify and save on fire-box construction, does away with need 

for shielding. There is no ignition noise, making the unit ideal for closet 
installations and similar applications. Thermocouple operated safety 
with 100% shut-off feature is employed. An exclusive patented precision 
gas regulator is utilized in this combination. 


Make Thermac’s silent control a strong selling feature for your 
appliances. It is thoroughly tested and approved, comes to you factory 
adjusted, ready to install. No further adjustments are required. Full 
details—including test samples—are available. Write Thermac today! 


B AR “27 years’ experience building gas controls” 
Certified 


by A.G.A. Distributed in Canada by Ontor, Limited. 


COMPANY 


14296 EAST SIXTH STREET * CORONA, CALIFORNIA * REdwood 7-3511 
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where 
was my boss 
when 
that 70b 
came up? 





Be on the spot when opportunity 
knocks—use DODGE REPORTS 


Your pup can sniff out his opportunities, but you can’t. 
If you want the opportunity to bid on new construc- 
tion projects, you must get advance information. 

It’s easy when you use Dodge Reports! They’re 
mailed to you daily. They tell who’s going to build 
what and where — in your area ... in the types of con- 
struction you're interested in. You know at a glance if 


any given project is right for you. You know when 
bids (and re-bids) are wanted — and who you're com- 
peting with. 

If you do business anywhere within the 37 eastern 
states, let us show you how Dodge Reports can improve 
your operation and increase your profits... keep you 
ahead of competition. 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. AA79 


Send me the book “Dodge Reports — How to Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


in the general markets checked below. 
[] House Construction [] General Building 
[] Engineering Projects (Heavy Construction) 


Area 
Name 
Company 
Address 


City 


Dodge Reports 
For Timed Selling 


the Construction industry 
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Abbe 





The famous 

McQuay-Norris 
spring-loaded soft-seat valves 
soft-seat were originated 


Solenoid valve ' Wi-a by McQUAY-NORRIS 


NOTE 
Spring-loaded 


McQuay-Norris spring-loaded soft-seat valves are AGA and UL listed for natural, 
manufactured, and LP gas. Stainless steel working parts. Aluminum die-cast 


valve body. Special formula Buna N soft seat. Use McQuay-Norris valves 
with confidence. 


NORRIS 


MANUFACTURING CO. 


ELECTRIC PRODUCTS DIVISION, ST.LOUIS 10, MO. 
49 years in the manufacture of precision products 
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Tequmseh engineeW4 SION 


NP 


37 MILLION COMPRESSORS IN THE FIELD 


FULL CAPACITY 
HIGHER BTU PEt 


WATT 


WIDER OPERATING RANBI 


LOWER NOISE LEME 
GREATER PROTEGE 


ai 


The Tecumseh line of Heat Pump Compressors 
shown on these pages has been carefully designed 
and thoroughly field tested to assure the best 
operating characteristics available today in this 
popular application. The combination of high 
capacity, high BTU per watt and ability to ‘stay 
on the line’ under extreme operating conditions 
are all of prime importance. They provide the 
customer with a truly job-designed compressor 
to meet the specific conditions imposed on heat 
pump applications. This compressor operation 
provides a marketing advantage since it will 
allow your system to deliver adequate heating or 


hy 


cooling with the lowest possible operating cost. 
Further, it will continue to operate under the 
difficult or adverse conditions of extreme ambi- 
ents or low voltage. Tecumseh Heat Pump Com- 
pressors feature built-in suction-and discharge 
mufflers, direct suction cooling to controlmotor 
heat, provisions to eliminate slugging and are 
better protected than any on the market. And, 
of course, these compressors are all hermetically 
sealed in oil for a tamper-proof service life. 
Write for further information on job-designed 
Tecumseh Heat Pumps. . . we're sure it will 
profit you. 


AMERICAN 
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jency 


Tecumseh twin cylird ; 
; ing from 2 to 2 H.P 
from FRQO to 24,000 BTU. 


\ 
P| 


The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH PRODUCTS COMPANY 
MARION, OHIO TECUMSEH, MICHIGAN 


EXPORT DEPT: P. O. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
CANADA: Tecumseh Products of Canada Limited, 1667 Dundas St., London, Ontario. 
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Ca// your jobber for prices, or write the nearest branch listed below. 


ILCO 


® 


Rain-carrying Equipment 


INLAND STEEL PRODUCTS COMPANY 
pert. &- 4022 west BURNHAM STREET + MILWAUKEE 1, WISCONSIN 


ATLANTA @ GALTIMORE © BUFFALO © CHICAGO © CINCINNATI @ CLEVELAND e DALLAS @ DENVER © DETROIT 


KANGAS CITY © LOS ANGELES © MILWAUKEE © MINNEAPOLIS © NEW ORLEANS ® NEWYORK @ ST. LOUIS. 





WHAT'S HAPPENING... 





Gas Furnace Sales Top 


Shipments a Year Ago 
New York City — April shipments 
of gas-fired furnaces by manufac- 
turers were 51.9 percent ahead of the 
number marketed the same month 
last year, according to the Gas Ap- 
pliance Manufacturers Association. 
The total number shipped in April 
1959 was 74,600 furnaces, compared 
to last April’s 49,100. The total 
shipped for the first four months of 
this year was 270,200 units com- 
pared to 192,100 shipped in the same 
period last year. 


New Policy Would Permit Inclusion 
Of Air Conditioning in FHA Mortgages 


WasHincTon — A new policy which 
would permit home owners to in- 
clude such permanent, built-in equip- 
ment as air conditioning in mort- 
gages backed by government agen- 
cies was adopted by the Chamber of 
Commerce of the United States at its 
recent annual meeting. The policy 
would 


“encourage the re-examina- 


tion, particularly by government 
agencies (Federal Housing Adminis- 
tration and 


Veterans Administra- 


tion) of credit standards in home 


Winning Apprentices, Joint Committees 
Receive Awards in Tenth Annual Contest 


CoLorapo Sprincs, Coto. — The 
National Joint Apprenticeship and 
Training Committee for the Sheet 
Metal Industry has announced the 
winners in its tenth annual National 
Joint 


Each winner received a certificate of 


Apprentice Award Contest. 
award as well as a cash prize. Ac- 
cording to Joseph J. Kaberlein, secre- 
tary of the committee, some 2000 sets 
of problems were distributed to local 
committees in all parts of the United 
States and Canada for re-distribution 
to apprentices in the first, second, 
third and fourth year phases of their 
training. Each committee conducted 
a local contest and entered first place 
winners for each category to compete 
in the national contest. Winners are 
as follows: 

First Year First award, Larry 
A. Cramer, Canton, O. Employer: 
Cramer Heating and Ventilating Co., 
Canton, O. award: Jack 
Barnes, St. Joseph, Mo. Employer: 
Seaman & Schuske Metal Works Co.., 
St. Joseph, Mo. Third award: Garry 
G. Spilman, Woodinville, Wash. Em- 
ployer: Allied Sheet Metal, Seattle, 
Wash. 

Second Y ear — First award, Robert 


L. Young, Idaho Falls, Ida. Em- 


Second 
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ployer: First Street Plumbing & 
Heating Co., Idaho Falls, Ida. Sec- 
ond award: Jim McDonnell, Free- 
land, Mich. Employer: George F. 
Dent Co., Bay City, Mich. Third 
award: Ted A. Bidwell Jr., Racine, 
Wis. Employer: Martin M. Petersen, 
Inc., Kenosha, Wis. 

Third Year — First award, Frank 
J. Bertuglia, Brooklyn, N. Y. Em- 
ployer: Air-O-Duct Corp., Brooklyn, 
N. Y.; Second award: John J. Lavole, 
Franklin, Mass. Employer: Boston 
Naval Shipyard, Boston, Mass. Third 
award, Allen R. Racine, Modesto, 
Calif. Employer: Brown Sheet Metal 
Co., Oakdale, Calif. 

Fourth Year - First award, 
David Ten Brink, Allendale, Mich. 
Employer: Service Metal Co., Grand 
Rapids, Mich. Second award, Fred 
Eggold, Milwaukee, Wis. Employer: 
A. E. Winkler & Sons, Milwaukee, 
Wis. Third award, Tommy Partain, 
Atlanta, Ga. Employer: Air & Re- 
frigeration Corp., Atlanta, Ga. 

The Louisville Sheet Metal Joint 
Apprenticeship Committee of Louis- 
ville, Ky. was selected winner of the 
plaque award for the greatest contri- 
bution to the training and guidance 


(Continued on page 24) 


mortgage financing in the light of 
the changed characteristics of modern 
homes as to style, maintenance and 
equipment costs.” Today’s homes, 
the chamber pointed out, include 
much built-in mechanical equipment 
sufficiently durable to merit long- 
term financing along with the house 
itself. Air conditioning equipment 
was cited as an example. In con- 
sidering such credit guides as the 
ratio of mortgage payment to family 
income, the chamber said, recogni- 
tion should be given to the fact that 
the higher mortgage payment is fre- 
quently in lieu of time payment plans 
for the purchase of the same equip- 
ment. 


Sales Prospects Good 
For Year's 3rd Quarter 


New York City — Sales and profits 
prospects for the third quarter of 
1959 are bright, according to a large 
majority of business executives re- 
cently interviewed by Dun & Brad- 
street. Year-to-year sales gains were 
anticipated by 74 percent of the 1513 
respondents, while 24 percent fore- 
saw no change and only 2 percent 
expected declines. 


Construction Hits 
All-Time High 


Wasuincton, D.C. New con- 
struction activity increased seasonal- 
ly in May, and the $4.6 billion total 
of work put in place was 15 percent 
above May 1958, setting a new rec- 
ord for the month, according to pre- 
liminary estimates prepared jointly 
by the Departments of Commerce 
and Labor. On a cumulative basis, 
expenditures of $19.7 billion for the 
first five months of 1959 also set a 
new high for this period that was 
13 percent above the comparable 


period of 1958. 

















An open and shut case of good design 


If you’re looking for a better furnace, there’s no need to put them all on trial. Perfection pleads guilty 
of good design on every count! At last all objections have been overruled in this brilliant new line 
packed with features that furnace men have wanted for years. Examine the case: 


EXHIBIT “A (Styling) The same smart styling that won world fame at the Brussels Fair, where Perfection 
was the only furnace chosen:to represent “residential heating of the future”. 


EXHIBIT “B" 


(Regulaire) Only Perfection gives you the even heat circulation of famous Regulaire, the 
patented electro-magic blower control that matches heat supply to heat loss like no other furnace 
can. 

EXHIBIT ““C"’ (3-Stage Fire) This important Perfection feature, offered exclusively on all Perfection Reg- 
ulaire furnaces, burns only the amount of fuel required to heat your home comfortably. With 
3-Stage Fire, Perfection’s lint-free pilot starts the moderate flame for mild weather; high flame 
comes on for extreme weather . . . result lower operating costs. 

EXHIBIT “D" (instatiation) All controls are factory-wired and mounted. There's nothing to assemble, no 
internal wiring. Upflow models accept return air from either side, back or bottom 


EXHIBIT “E” 


(Efficiency) Perfection’s new Heat Bank exchanger extracts every measure of usable heat 


before it escapes up the vent. Double protection against heat loss through furnace walls is pro- 
vided by an aluminized radiation shield that forms an inner cabinet. 


EXHIBIT “F" 


(Model Range) Perfection gas furnaces are available in a wide range of upflow and counter- 
flow models from 75,000 to 200,000 BTU input. Three distinct series include the low-priced 


TRIMLINE: the STYLIST for top furnace quality at a medium price; and the famous REG- 
ULAIRE, ultimate in gas furnace design. 


The evidence is overwhelming. The verdict is Guilty . . . of Good Design. Now you be the judge. 
See why it won’t pay to compete against Perfection, when it’s so easy to compete with it. 


THE FORWARD TREND IN HOME COMFORT 
Be a PERFECTIONist this year — 


WRITE TODAY FOR FULL DETAILS AND NAME OF fi ® 
YOUR PERFECTION DISTRIBUTOR y oe INDUSTRIES 


* 
CF perme DIVISION OF HUPP 


1135 Ivanhoe Rd. Cleveland 10, Ohio 
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New styling for 
greater sales appeal 


Re-engineered to avoid 
troublesome “callbacks” 


Tested and proved for longer service- 
free performance 


New type diaphragm seat 


Adjustable to water pressure level 


Complete stainless construction 


@ Water leveling type 
@ Shipped completely assembled 
for easy, fast installation 
Competitively priced 
Guaranteed 


Full length 
non -break- 
able evapo- 


rating plates 
(optional equipment) 


WRITE TODAY FOR FREE ILLUSTRATED LITERATURE 
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A Were D\ercveonromy(vam ALS SZ Eel. 


Lo-Boy Model 
with Air Conditioning 


GASAVER AND OILSAVER UNITS 


DELUXE AND SUPER SERIES UNITS 


e AGA Seal of approval on gas units e 20 year 
guaranty ek r Oil e Hi-Boy, .o-Boy and 
¢ $ 


(Ofeltiahd-laeaie), mals 


NEW SPECIAL SERIES UNITS 


e Factory assembled and wired e Factory tested 
for perfect operation e 10 year guaranty e Inter 
changeable for use with gas or oil e Hi-Boy, Lo-Boy 


and Counter-Flow styles 


AIR CONDITIONING UNITS 


4, 5, 7%, 10 H.P. units e Duct Coil, 
alelaraelane-l ma amie) male m @elat-ie)i-) 


+ 


sed e D year warranty 


NEW AIR CONDITIONING UNITS 


ad OXolaler-lia-Mame-1-1) mrovelale-lial-1emr-lale me Ole lsaley-lalle)aMame-38 10-5 


COMPLETE LINE OF SEAL-TITE 
DUCT, PIPE & FITTINGS for heating 


{ictrit aleta 
18) g aif a DUO 


CONSUMER PROMOTION 


Most ymplete nd aggressive consumer promo 
dal-mlalelel-jaa’ sales aids, radio 
newspaper advertising, and a complete 


ht-10)a @nal-1ah me) Mmaa-1-Mibd-1e-ba0la-me lam] | Mmelaelele lone) 


“wee: 
CONDAIRE = 
Self-Contained Cooling Unit 
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Seal-Tite* Line Offers You Everything! 


Gasaver Lo-Boy 
(G0celiel(-melatia) 


Seal-Tite* is an 
exclusive WILLIAMSON 
design which insures a dust 
id}:4ap @nor-1 0) lal-)ar- fale Mmeleh daalelel-1-) 
everything but low-cost com 
ifola amr Tale Mme (-t-1ollial-1-t-mm comm dal) 
alelaal-10), 181-10 @-1-1e-m- hal -t- 10 in| 
eye appeal and decorator 
Jesigned to blend into any 


fore} fe) ae-ietal-iaal-) 


THE WILLIAMSON COMPANY 
3310-0-7 Madison Road «+ Cincinnati 9, Ohio 


Gentlemen: 
Please send me information on the following: 
( Heating Equipmeat ["] Cooling Equipment 

(C) Duct, Pipe and Fittings 
Name 
Olli celelelay.Viaiaeleli-te Neger sian ge Firm 
\OfeT ale l-tal-t-17 

Address 


City Zone___State 
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WHAT'S HAPPENING... 





Average Home Can Have Year ‘Round 
AC For $8.44 to $14.60 a Month 


ToLepo, O. The average Amer- 
ican home, if properly insulated and 
designed, can be heated and air con- 
ditioned for $8.44 per month in the 
south to $14.60 in the north, accord- 
ing to Owens-Corning 


which 


sults of a test study it has been con- 


Fiberglas 
Corp. recently released re- 
ducting over a three year period. 
These figures are based on 1200 sq 
ft of living space and are actual 
average one-year costs of heating and 
cooling 70 houses used in the test 
program. It was also demonstrated 
that the 70 air 
houses, built in 49 cities in various 


conditioned _ test 


climatic zones, saved their builders 
an average of $20 each despite the 
additional insulation, shading devices 
and improved attic ventilation not 
included in the FHA 


property requirements. This saving 


minimum 


was possible, the company says, be- 


OHI Pension Plan. 
Now in Effect 


New York City The Oil-Heat 
Institute’s group pension plan _be- 
came operative on May 1. The pen- 
sion plan is available to oil heating 
dealer-contractors and 
other members of OHI who employ a 
minimum of one person. 


equipment 


Committee Receives 
Training Award 


(Continued from page 19) 
of apprentices during the past year. 
The plaque was accepted by J. C. 
Snyder, secretary, Louisville Sheet 
Metal Contractors’ Association. 
Honorable mention went to the 
Parkersburg-Clarksburg Area Sheet 
Metal Works Joint Apprenticeship 
Committee of Parkersburg, W. Va. 
for its achievements in apprentice 
training during 1958. 
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cause the builder could use smaller 
heating and air conditioning equip- 
ment. The tests also showed that full 
insulation and other design improve- 
ments cut monthly housing expenses. 

Of the 70 homes, 21 are in the 
north, 30 in the central area and 
19 in the south. They vary in size 
from 900 to 2600 sq ft of living 
space and in style from traditional 
to contemporary, one and two stories 
and split level arrangements. The in- 
sulation requirement was set at 6 
in. of regular or 3 in. of foil-enclosed 
insulation blankets in ceilings, 3 in. 
in sidewalls and 3 in. in floors over 
crawl spaces or 2 in. of perimeter 
insulation for slabs. 


Sees 50% Rise 
In Sales of 


Central AC Systems 


Amana, lowa David Ruthstrom, 
national manager of central air con- 
ditioning sales for Amana Refrigera- 
tion, Inc., predicts that 1959 sales of 
central air conditioning systems will 
exceed last year’s total by 50 percent. 
By 1965, Mr. Ruthstrom predicts, 
one million central air conditioning 
systems for residential use will be 
sold annually in this country. 


(Continued from page 19) 


Survey of Heating 
Codes Shows Gain 
At Local Level 


GREENVILLE, Pa. — A recent survey 
covering 210 cities located through- 
out the country has been conducted 
by Bernard chairman, 
Warm Air Heating and Cooling Code 
Sheet Metal and Air 

Contractors National 
Association. Returns indicate that 56 


Lawrence, 


Committee, 
Conditioning 


per cent of the cities have heating 
codes of some sort. Forty-four per- 
cent have no codes at present, but of 
this number 23 per cent (48) in- 
dicate that plans are being made to 
enact legislation that will result in a 
heating code becoming part of the 
city building code with adequate en- 
forcement. Thirty-six of the cities 
replying to the survey indicate they 
operate under a licensing ordinance. 

The survey also indicates that ini- 
tial registration or license fees range 
from $10.00 to $100.00 with the 
average being $50.00. 

In correspondence with cities hav- 
ing heating codes (or planning to put 
codes into effect in the near future) 
Mr. Lawrence recommends that heat- 
ing codes be made more effective by 
including the requirement that per- 
formance bonds be part of the code. 
Of the cities with heating codes now 
in effect, it appears that 10 percent 
require such a bond. 


Sees 4 Million More Homes Heated 
With Gas by End of 1961-62 Season 


New York City The number of 
gas heated homes in the United States 
rose by 6 percent during 1958, mak- 
ing a total of 19,003,000, according 
to the American Gas Association. A 
recent AGA study indicates that ap- 
proximately 4,000,000 additional 
homes will be heated with gas by the 
end of the 1961-62 heating season. 
More than a quarter of the heating 
customers the gas industry expects to 
add during the next three years will 


be located in the East North Central 
area, where 1.1 million new installa- 
tions are anticipated. The West Coast 
should have 628.000 additions. Other 
estimated additions are as follows: 
Middle Atlantic, 526,000; South At- 
lantic, 431,000; West South Central, 
388,000; West North Central, 340,- 
000; East South Central, 155.000: 
Mountain, 236,000: New 
135,000. 


England, 
(More association news on page 28) 
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JOIN THE 


BROHI 
PARADE 


It’s ready for you! It’s the most complete 
line of year ‘round air conditioning equip- 
ment on the market! Here are furnaces for 
every type of installation—to burn any 
type of fuel. Completely packaged. 


Get all the facts about how you can join 
the Crane ‘Profit Parade” from your Crane 
Representative. Let him show you the 
completeness, versatility and big-profit fea- 
tures of Crane’s heating and cooling equip- 
ment. 


SELL THE COMPLETE 
, NN | 
HEATING AND COOLING LINE! 


joa twin the page to nee the wide election 











UPFLOW-TYPE gas-fired fur- 
nace with cooling coil for base- 
ment installation. Completely 
assembled and wired. Heavy- 
gauge, welded heat exchanger 
assures extra long life. Eleven 
sizes: 65,000 to 200,000 
BTUH input. 


COUNTERFLOW-TYPE 
gas-fired furnace with 
cooling coil, designed 
especially for home air 
conditioning. Ten sizes: 
70,000 to 200,000 BTUH 
input capacities. 


BASEMENT-TYPE oil- 
fired furnace. For win- 
ter heating and adapt- 
able to summer cooling 

. can be easily con- 
verted to gas firing. 
Five sizes: 84,000 to 
224,000 BTUH net at 
bonnet. 


UPFLOW OR COUNTER- 
FLOW. Oil- or gas-fired year 
’round air conditioner. 
Automatic temperature 
control. Air-cooled or water- 
cooled. Three sizes: 84,000 
to 140,000 BTUH—BON- 
NET (OIL), 80,000 to 
140,000 BTUH—BONNET 


(GAS), 2-, 3- and 5-h.p. 
cooling capacities. 


BASEMENT-TYPE UPFLOW furnace, gas-fired. Provides com- 
plete winter heating and adaptable to summer cooling. 
Ideal for homes of any size, as well as many commercial 
installations. Five sizes: 80,000 to 160,000 AGA net BTUH 


~~" input. 


BASEMENT-TYPE GRAVITY furnace, gas-fired. Pressed steel 
construction; standardized units keep the cost down, giv- 
ing you more value per dollar. Four sizes: 60,000 to 120,000 


AGA net BTUH input. ~ 2 


BASEMENT-TYPE all-fuels, forced air unit for coal (hand- 
or stoker-fired); easily converted to oil or gas. Gas- 
tight, welded all-steel construction for heavy-duty use. 
Three sizes: 81,045 to 127,633 BTUH register capacity 
(hard coal or coke); 95,424 to 127,633 BTUH register 
“Sy” = capacity (soft coal or oil). 


HORIZONTAL, Oil-Fired Unit. 
For customers with a space 
problem! Easily fits in attic or 
“crawl space’’; for residential, 
commercial and industrial use. 
Three sizes: 85,000 to 125,000 
BTUH capacities. 
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COMPLETE CRANE LINE! 


CONDENSING UNITS 


PROPELLER-TYPE CONDENSING UNIT. Ideal for remote air- 
cooling. Equipped with an efficient, quiet fan for silent oper- 
ation. Provides big cooling capacity in a minimum of space. 
Fully weather-protected. 2-, 3- and 4-ton models. 


BLOWER-TYPE CONDENSING UNIT. 
This remote air-cooled unit can ac- 
tually be installed outdoors without 
additional shelter. Ideal for small 
offices, stores, and ——w room cool- 
ing. Three sizes: 2-, 3- and 5- h.p. 


SELF-CONTAINED CENTRAL COOL- 
ING UNIT. Completely self-sufficient 

. may be added to any existing 
heating system using conventional 
duct work or may be installed with 
special Fiberglas duct system of- 
fered as a package. Ideal for attics, 
offices or stores. Two sizes: 22,000 
and 36,000 BTU per hour capacities. 


SEE YOUR CRANE REPRESENTATIVE TODAY 
FOR ALL YOUR HEATING NEEDS 


® 
step YUP youR SALES WITH { RAN = 


CRANE CO., 836 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILL. © VALVES ® FITTINGS © PIPE © PLUMBING ® HEATING ® AIR CONDITIONING 
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WHAT'S HAPPENING... 





Oil Burner Research Study 
Gets Under Way at Battelle 


Des Moines, Ia. A report on a 
study aimed at improving oil burn- 
ing equipment was presented at the 
recent midyear meeting of the Amer- 
ican Petroleum Institute’s Division of 
Marketing by C. M. Blickensderfer, 
Sinclair Refining Co., who is also 
chairman of API's fuel oil commit- 
tee. The study, initiated by API, is 
being conducted at Battelle Memorial 
Institute, Columbus. According to 
J. L. Minner, Shell Oil Co.. one ob- 
jective of the program is to coordi- 
nate findings resulting from research 
now being carried on independently 
by many organizations within the in- 
dustry and elsewhere. Mr. Minner, 


Business Shows 
Strong Upsurge 


Wasuincton, D.C. Business ac- 
tivity is at a new high, according to 
figures recently released by the 
United States Department of Com- 
merce. Gross national product 
reached an annual rate in the first 
quarter of $467 billion, and indica- 
tions are that the second quarter 
figure will be even higher. 

The advance is being felt through- 
out the economy — in manufacturing, 
trade and services. Backlogs of un- 


filled 


widespread rebuilding of inventories 


orders are accumulating, a 
is under way, and interest in capital 
spending has been renewed. Espe- 
cially encouraging have been the 
marked contraction in unemployment 
and the rise in incomes which have 
stimulated consumer confidence and 
buying power. Employment in April 
totalled 65.0 million persons — a rise 
of 2.3 million in two months and the 
highest for any April on record. At 
the same time, unemployment de- 
clined to 3.6 million, a drop of about 
one fourth in two months. The em- 


(Continued on page 34) 


who is chairman of the research sub- 
committee of API’s fuel oil commit- 
tee, said that the study reflects the 
industry’s growing interest in the 
place of oil burner equipment in the 
highly competitive market for home 
heating units. D. W. Locklin of Bat- 
telle’s mechanical engineering depart- 
ment is serving as full-time coordi- 
nator of the study and is acting as 
research consultant to the fuel oil 
Battelle 


now engaged in a survey of recent 


committee. engineers are 
and current research activities based 
upon visits to laboratories of oil com- 
panies, burner manufacturers, com- 
ponent manufacturers and research 
organizations. 


Kick Off ‘Silver 
Shield’ Program 
In Lansing Area 


LaNsINnG, MicH. Warm air heat- 
ing and air conditioning dealer-con- 
tractors—members of the Lansing 
Indoor Comfort Bureau—recently 
launched a Silver Shield program in 
their area. Over 300 people from 
Lansing, including bankers, builders, 
real estate men, architects, city of- 
ficials and contractors, as well as 
representatives of various manufac- 
turers of heating and summer air 
conditioning equipment, attended a 
dinner meeting held by the bureau 
to mark the launching of the pro- 
gram. Tom Byrd, president of the 
National Warm Air Heating and 
Air Conditioning Association, pre- 
sented the Lansing bureau with an 
official license to operate an Indoor 
Comfort Bureau and to sell Silver 
Shield systems. “This is a positive 
step,” stated Roland Lewis, president 
of the Lansing Indoor Comfort Bu- 


“ 


reau, “to bring to the greater Lan- 


(Continued from page 24) 


NAHB Working 
On Modernization 
Of Building Codes 


Wasnincton, D. C. — The National 
Association of Home Builders is 
working with more than 300 state 
and local associations in an effort to 
modernize obsolete and _ unrealistic 
building codes still in use in many 
parts of the country, according to 
John M. Dickerman, executive vice 
president of NAHB. Mr. Dickerman 
points out that the development of 
new building materials and improved 
construction techniques has _ out- 
moded many existing codes which 
“hamper the industry’s efforts to pro- 
duce a better value home at a lower 
cost for the home buyer.” Mr. Dick- 
erman said that NAHB will also work 
with recognized standard code bodies 
throughout the country in their 
efforts to encourage and promote the 
adoption of codes based generally on 
performance rather than specifica- 
tions. 

These efforts to 
building codes should result in re- 
quirements for better insulation 


improve local 


methods, adequate space for equip- 
ment, and other structural improve- 
ments that will facilitate the installa- 
tion and servicing of heating and air 
conditioning systems. 


sing area the reliability, guarantees 
and standards of a new method of 
installing winter or summer air con- 
ditioning systems that will meet the 
finest performance standards avail- 
able.” 

Members of the Lansing group 
are: Titus the Tinner, Gross Plumb- 
ing and Heating, Cedarway Heating 
& Air Conditioning, Hendee Plumb- 
ing & Heating, Wayne Jackson Heat- 
ing & Air Conditioning, Lewis Heat- 
ing Co., Porter Heating & Air Condi- 
tioning, Sloane Heating & Air Condi- 
tioning, Central Michigan Heating, 
and Lawrence M. Fish Plumbing & 
Heating. 
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TODAY’S ONLY PERIMETER 

DIFFUSER THAT’S ADJUSTABLE TO 
RIGHT AIR PATTERN FOR HEATING.. 
RIGHT AIR PATTERN FOR COOLING 





| FOR WINTER HEATING 























MODEL P-125 

@ ONLY BASEBOARD DIFFUSER MADE THAT MEETS 
NEEDS OF MODERN AIR CONDITIONING SYTEMS 
Let’s not kid ourselves (or our customers)! Cheap, 
one-air-pattern diffusers simply CAN’T DO THE 
JOB. it takes a fully adjustable diffuser like the 
Titus Model P-125 to obtain maximum performance 
from both heating & cooling systems. 


© ELIMINATES CUSTOMER COMPLAINTS— 
COSTLY CALL-BACKS 
Because these new Titus diffusers adjust to handle 
air correctly for both heating and cooling — cus- 
tomers get maximum comfort from their air condi- 
tioning systems. THIS MEANS HAPPY, SATISFIED 
CUSTOMERS, MORE MONEY IN YOUR POCKETS. 


e DISTINCTIVE SWEPT-LINE STYLING 
Today’s “best-looking” baseboard diffusers —yet are 
ruggedly built to take rough, tough, floor level 
abuse. Beautiful Neutra-tone finish harmonizes 
with any interior. 


@ FAST, EASY INSTALLATION SAVES MONEY 


New type base quickly, easily attached to boot. Face 
comes off so diffuser easily fastened to wall. 


® CHOICE OF 2 MODELS 


Model P-125 with heating and cooling adjustment 
feature and ECONOMY Model P-75 with damper 
adjustment only. Both have large, 32 sq. in. of 
free area. 24 inches in length. 
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FOR SUMMER COOLING 





TITUS MFG. CORP., WATERLOO, IOWA 


(C) Rush new free illustrated Titus Perimeter 
Diffuser Catalog. 


(1 Send name of jobber nearest me. 


NAME 





COMPANY 





ADDRESS 








CITY 














The formulation of a stainless steel alloy requires 
as much precision as any chemical compound. 
All the care exercised in the selection of a 
particular alloy can be nullified by variations 

in the analysis specified. 


During fabrication, for example, slight 
differences in chromium-nickel: carbon ratios 
can cause changes in microstructure which lead 
to early failure. 


That’s why it is safer to specify J&L Consistent 
Quality Stainless Steel. J&L leads the industry 
in melt shop standards for stainless steel— 
the point where quality starts, and longer 
service life begins. 


KY Plants and Service Centers: STAI R LE SS 


Los Angeles + Kenilworth (N. J.) « Youngstown * Louisville (Ohio) * Indianapolis + Detroit SHEET + STRIP + BAR > WIRE 


Jones & Laughlin Steel Corporation + STAINLESS and STRIP DIVISION «+ Box 4606, Detroit 34 





This advertisement, first published in July, 1958, is reprinted, without change, by popular request. 


So you wanna 


a? 


You’re dollars ahead in every way with a Distributor 


behind you. He offers you 7 unparalleled services 
you can get nowhere else: 


COMPLETE STOCKS 


Heating, cooling, fittings, controls, repair parts, etc. 


ENGINEERING and LAYOUT 


Technical assistance for difficult installations. 


REGULAR SALES CALLS 
Personalized help by an expert. 
SCHEDULED DELIVERIES 
Material you want when you want it. 
FINANCING 
Your capital is not tied up in inventory. 
SHOW ROOMS 
4 Best sales-clincher for your prospects. 
PROMOTIONAL PROGRAM 
. Financial and material help in your advertising. 
Your distributor can be your best friend. 
Call on him — convince yourself! 


OF UTICA 


INTERNATIONAL For the name of the international Wholesaler nearest you 
: and a complete International catalog, write 
NP i International Heater Company, Utica 2, New York 


Associate Member: NATIONAL HEATING AND AIRCONDITIONING WHOLESALERS, INC. 
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How complete is a complete register line? 
The New Char-Gale Catalog Tells You! 


Gi. 


AR-GALE has 





Played © vital part in the 
end ip naruthalesines 


LE 
tor heating and air 
(urng techniques 


RESIDENTIAL 


HEATING & COOLING 


SECTION 





It would take a whole catalog to tell you of 
the truly complete line of registers now be- 
ing produced by Char-Gale. From a sound 
foundation of Conventional Registers for 
home heating and cooling, to the finest in 
Perimeter Registers, and the ultimate in 
Commercial Registers of extruded alumi- 
num, nothing has been spared to give 
Char-Gale Jobbers, Distributors and Deal- 
ers exactly what they need for every type 
of installation. It’s all covered in grand 
style in the brand new Char-Gale Register 
Catalog, including descriptions, illustra- 
tions, ENGINEERING DATA and prices. 


Ask your jobber or distributor for your copy. 


COMMERCIAL 


HEATING & COOLING Char-Gele MANUFACTURING COMPANY 


S E CTl @) N ANOKA, MINNESOTA 
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New Redmond Motor Is 


Quietest For Direct Drive Blowers 








OSCILLOSCOPE SHOWS THAT NEW REDMOND DESIGN 
REDUCES BLOWER VIBRATION TO ONE-FIFTH THAT OF 
UNITS USING CONVENTIONAL SHADED-POLE MOTORS 


You can see for yourself on the oscilloscope screen that 
the Redmond Type AY MicroMotor reduces blower 
vibration to only one-fifth that of competitive motors 
running in the blower. Whether you test with vibration 
testing equipment, a mechanic's stethoscope, or an oscil- 
loscope, you will conclude that the AY is the quietest 
direct-drive blower motor available. Use it to solve the 
problem of vibration in your blowers. 


The AY Tri-Flux motor is designed and manufactured 
in every way to give years of trouble-free service and 
whisper-quiet operation. The Tri-Flux design adds a 
third flux path, making possible a larger diameter 
shaded-pole motor that is more efficient and has higher 
starting and running torque than conventional shaded- 
pole motors. The positive oil system provides force-feed 


NAW aner-Vy-Vnelem 


New 12-page catalog describes and 
illustrates basic line of Redmond fractional 
horsepower electric motors, blowers, and 
special products. Send request for your 
free copy to Redmond Company, Inc., 
Owosso, Michigan. 
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These photographs of the oscilloscope screen show the reduction 
of vibration in the blower when the Redmond Type AY Micro- 
Motor is used. The photo at the left shows blower vibration with 
the Redmond AY; the one at the right shows vibration with a 
competitive motor. 


lubrication. Recirculating the oil assures maximum bear- 
ing life. 

The new AY is ideal for a wide variety of applications 
requiring a quiet, economical, quality motor. Redmond 
sales engineers are skilled technicians whose primary 
function is applying a motor to your product. Contact 
us at Owosso, Michigan, and we will have the Redmond 
sales engineer in your district call you at once. See your 
telephone book for locations of sales offices in Cincinnati; 
Cleveland; Dallas; Newark; El Segundo, California; and 
Oak Park, Illinois. 


The Standard of Dependability 


COMPANY, Inc. 


Subsidiary of CONTROLS COMPANY of AMERICA 


Owosso, MICHIGAN 


THE BIG NAME IN SMALL MOTORS 





WHAT'S HAPPENING... 





NWAHACA Names 
1959 Convention 
Committeemen 


CLEVELAND — Tom Byrd, president 
of the National Warm Air Heating 
and Air Conditioning Association, 
has appointed Charles H. Franke to 
serve as chairman of the association’s 
1959 convention committee. Mr. 
Franke is a trustee of the associa- 
tion and president of the American 
Furnace Co., St. Louis. Assisting 
him is Walter Weiss, also of the 
American Furnace Co. Members of 
the committee, all from the St. Louis 
area where the convention will be 
held, are: S. M. Ramsey, Minnea- 
polis-Honeywell Regulator Co.; 
Lloyd Miller, General Controls Co.; 
J. L. Bauer, The Williamson Co.; 
John H. Nolin, Lennox Furnace Co.; 
M. K. Nichols, Carrier Corp.; W. H. 


VanLanen, Owens-Corning Fiberglas 


Hours Worked By 
Employees Up 


(Continued from page 28) 
ployment increase, much greater than 
usual in March and April, was ac- 
companied also by an increase in 
regular hours of work and in over- 
time operations. 

Consumers, while discriminating, 


have been spending more freely. 


Corp.; E. A. Raithel, White-Rodgers 
Electric Co.; E. C. Kuntz, Ahrens & 
McCarron, Inc.; Oscar Brauer, 
Brauer Supply Co.; W. L. Dulle, 
E. E. Souther Iron Co.; Ray Neise, 
Maplewood Sheet Metal Co.; Harold 
Spellmeyer, Arrow Heating and Air 
Conditioning; W. R. Connelley, Con- 
nelley Heating & Air Conditioning 
Co., Inc.; L. Droste, Droste Heating 
& Sheet Metal Co.; Harry E. Gaines, 
Heating Co.; and H. E. 
Owens, H. E. Owens & Co. 


Gaines 


(Continued from page 28) 


AGA Launches Gas 
Air Conditioning 
Promotion Program 


New York City — The American 
Gas Association has launched a sales 
promotion drive to win a bigger share 
of the residential market for gas cen- 
tral air conditioning. AGA points out 
that cooling is but one advantage of 
well-designed and properly installed 
systems. Other benefits, it says, are 
better health, controlled humidity, re- 
duced noise and greater cleanliness. 
includes the 
“Mother Knows 
Best,” produced by the Minneapolis- 
Honeywell Regulator Co. in coopera- 
tion with AGA, and a consumer bro- 
chure entitled “Milady’s Climate.” 
also produced by Minneapolis-Honey- 
well in cooperation with AGA. The 


brochure stresses the year ‘round air 


Promotional material 


sound color film 


conditioning story. 


GENERAL HUMIDIFIER puts moisture in... 
GENERAL FILTER takes harmful dirt out! 


Here’s your 1-2 sales punch for boosting service 
volume and profits. For a very small investment 
your customers can enjoy the twin benefits of in- 
creased home humidity and steady, more economical 
heating. 


General Humidifier has no float or other trouble- 
some parts—requires no tricky mounting. Fits any 
updraft warm air furnace. Parfocmense is fully 
automatic. 


General Fuel Oil Filters trap both moisture and P 
solids which clog burner nozzles and lower heating 

efficiency. Oil filtered through General’s wool felt 

cartridge burns cleaner, hotter and more evenly— 

saves you call-backs! 





General 
Fuel Oil Filter 


e Iron and steel construction 
protected with rust-resistant 
plastic coating 


* Wool felt cartridge, cleaned 
and bonded to center core, 
won't flake or crumble. Small 
pieces can’t plug nozzles. 


* 1A-25A, 2A-700A, 2A-300 


Model 800 
“Moisture-Matic”’ 
Corrosion-proof molded pan 
Lifetime neoprene diaphragm 
Chrome plated valve 
Removable nameplate for 
inspection 
Holds up to 15 ‘Porous 
Weave’’ plates 


® 1-year parts guarantee 


CLOG-FREE . . . AUTOMATIC! 





Member of the Humidifier Association 


GENERAL FILTERS, 


INC. 


43800 GRAND RIVER AVE., NOVI, MICHIGAN 
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the quality tells ...the quality sells 
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: If you’re looking for big, new profit opportunities without 
= dd to 4 Our —p fr of) AS eee installation and service headaches, Janitrol ADD-ON 


, waterless cooling is made to order for you. 
add fo your prestige ... With the complete Janitrol ADD-ON Cooling line, you 
wit A can adapt most any forced air furnace for really efficient central 
cooling . . . cash in on the booming market for summer comfort. 
sooty Soot ae + egw yo neti Sera 
for easy installation with quiet, powerful performance that 
a AMET FOL makes one job sell another. Evaporator coil fits in supply 

outlet duct in either upflow or downflow systems. The 
beautiful Janitrol PRIDE O’ YARD Compressor-condenser 
unit—styled by a leading designer—is specially engineered 
for cooling with outside temperatures to 125° F. And 
waterless operation eliminates plumbing, sewage and water 
supply problems—lets you install cooling for less, and 
appeal to more prospects.. 

Janitrol evaporator coil and PRIDE O’ YARD units are 
available in sizes to handle the heat gain on most any 
residential cooling job. Get the good word on Janitrol waterless 
ADD-ON Cooling from your Janitrol representative, or mail 

en the coupon to us right away. Sell and grow with Janitrol! 





Exclusive JANITROL 
PRIDE O’ YARD Compres- 
sor-condenser Unit 


adds distinctive beauty to any yard 

completely outmodes all other units of 

its type. Exclusive louvered design al- 

lows air circulation from all sides while 

shading condenser from sun at all times 

. .. boosts cooling efficiency and results 

in lower current drain. Air exhausts out 
Exclusive JANITROL Evaporator top, instead of sides . . . no damage to 
Coll design allows installation in either hori- peg a agen — _ hae 
zontal or vertical position. Features fast drain-off with ‘am ‘Sauey alan for 
of condensate to minimize re-evaporation into children and pets. Compressor-motor is 
circulating air during compressor “‘off’’ cycle. No 


1 j f hermetically sealed for years of trouble- 
floor space needed, no noise or vibration because free performance — warranted in writing 
there are no moving parts inside the house! for five years! 


¥ - 22,000 btu A-403 45,000 btu 
install Janitrol Add-on cooling in homes with or CAPACITIES : 35,000 btu SRA-11. 58500 btu 
without a basement... provide full central cooling A-401.... 45,000 btu A-603*... 76,000 btu 


with big savings by using existing ducts! — penn A po ke gg 


fe 


H ne 























To adapt a low-boy When warm air ducts In adapting a high- Here, the cooling If space permits, the In this installation, a For a Janitrol down- An auxiliary blower 
furnace for summer are placed in crawl boy furnace (up- coil adapts a hori- cooling coil can be horizontal. furnace flow furnace, used is available for in- 
cooling, the cooling space, the coolin flow) for summer zontal furnace in the used with a high-boy and the cooling coil with perimeter heat- stallation where ex- 
coil section is in- coil supplies efficien cooling, the cooling garage for summer furnace, as shown in the attic are the ing, simply raise the isting blower capac- 
stalled in supply air cooling. coil section can be cooling. here. key to summer cool- furnace and install ity is inadequate. 
duct. mounted in the sup- ing. the cooling coil be- Here is a cooling coil 
ply air duct as shown. neath it. plus auxiliary blower 
in attic. 


























Youll fo better by Fat 26 9... 


HARRY C. GURNEY, General Sales Manager a sa Fi i om = | a8 | & SELEC if DEALER 


Janitrol Division, Surface Combustion Corp. 
Columbus 16, Ohio (In Canada: Wire Moffat’s Ltd., Toronto 15) 


Address Your Collect Wire to 


WIRE COLLECT NOW for pr f and a preview fe} an dal) 
JUST SAY—*‘Rush me full details on Janitrol Select Dealer Program" profit 


able future that’s yours to enjoy! 





There’s a 3M Brand Adhesive or Sealer 
for every insulation need! 


High heat resistance! Adhesive EC-1128 holds tight despite 
temperatures as high as 300°F; resists moisture so that steam 
can’t loosen the bond. Even keeps its grip at —20°F. And EC-1128 
provides both instant grip and long open time to let you do the 
job right! EC-1128 bonds foil-to-foil lapped seams, too. 


Nonflammability! Solvent-free Adhesive EC-321 won’t burn 
during application—even near an open flame. You can apply 
insulation anywhere without fear of fire. EC-321 supplies a 
durable bond that resists high heat, moisture and vibration. 
It even bonds through thin oil films. Roll, brush or spray it on! 


Good coverage! Adhesive EC-104 provides unusually high 
coverage .. . quickly and easily . . . for greater economy. One pint 
covers up to 25 square feet when brushed on. If spray-applied, 
one pint covers 44 square feet. EC-104 gives you fast grip even 
when wet. And still . . . you get the convenience of long open time. 


High velocity systems! Flexible Sealer EC-800 can be stretched 
twice its length before fracturing. It sets up firmly at duct joints, 
won’t flow out of seams under pressure, yet it flexes with duct 
expansion and contraction. Actually adds structural strength to 
duct work. Apply with brush, flow gun or putty knife. 


SEE WHAT 3M ADHESIVES CAN DO FoR YOou—Contact your 3M Field Engineer. 
Or, for more information and free literature telling how time-tested 3M 
Brand Insulation Adhesives and Sealers can help solve virtually all your 
insulation problems, write on your company letterhead to: A., C. & S. 
Division, 3M, Dept. ¥J-79,900 Bush Avenue, St. Paul 6, Minnesota. 


ADHESIVES, COATINGS AND SEALERS DIVISION 


iianesora Miinine AND TVanuracrurineG COMPANY 


«++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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ROBERTSHAW UNITROL 400R provides a new, 


selling feature you never had before... 


Serr. 
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DEMONSTRATE the most DEMONSTRATE 


DEMONSTRATE 
beautiful control in the world! 


the exclusive new slip-top cover! the exclusive new flip-top lid! 


Show customers the Unitrol 400R with the slip-top cover 
and the flip-top lid... for greater water heater sales 


Equip your water heater with the control which will help sell it...the new Robertshaw Unitrol 
400R! The lid flips up, and the whole cover slips off for easy pilot lighting. Here is a control 
your sales people can demonstrate to customers ...here is a control which will enhance your 
water heater’s ability, utility, recovery capability (the Robertshaw Unitrol 400R features a 
built-in pressure regulator) and reliability! 


The Robertshaw Unitrol 400R will help you sell your top line 
water heaters or raise the sales of lower priced heaters! 


FOR MORE INFORMATION CONTACT: 


Kohortshour ei GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA 
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The steel you need is here... in stock 


CHECK THIS SIX-WAY RYERSON SERVICE 





. One sure source for all requirements—whether steel is plentiful or scarce, 
nobody approaches the size and variety of Ryerson stocks. 

. Exact length on net weight basis—when your order is cut from stock METALWORKING 
width coils, we furnish 4’ to 16’ lengthsin '4” increments. MACHINERY 
Correct weight—: air prices year in ¢ yet ; , , 

. Correct weight—and fair prices ye rin ind year out a, a 

4. Absolutely dependable delivery—a priceless assurance when delays could 

cause idle manpower or even lost business. 
. Ryerson Certified Quality—all Ryerson steels are backed by rigid 
quality controls to protect you fully on every purchase. 
. Good packaging—tightly banded steel, skidded with sound lumber, : : 
a - ing and welding. 
cuts labor costs, protects steel, makes handling easier. -_ ; 
Also a specialized line of 


single source, including equip- 
ment for bending, braking, drill- 
ing, forming, pressing, punching, 


rolling, sawing, shearing, thread- 


For steel—any kind, any quantity—call Ryerson and save. ‘ ; 
material handling equipment. 











— 


I-v-B:- gm ® 
Increased Value in Buying Metals coo RYE a 3 G be STE a L 
Ask about this Ryerson Plan for 1959 . 
— Member of the <)> Stee! Family 


STEEL « ALUMINUM «+ PLASTICS »« METALWORKING MACHINERY 
NATION'S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
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Want to Market Your Sheet Metal Specialty ? 


MANY SHEET METAL CONTRACTORS fabricate specialty items during 
slow periods to smooth out their annual work loads. Some of today’s manu- 
facturers started out as sheet metal contractors who found such a demand 
for their specialties that they gradually converted their operations to full- 
time manufacture of the products. Two of the largest manufacturers of 
furnace blowers started this way. A sheet metal contractor in the middle 
west sells gutter fasteners on a national scale. Another sheet metal contrac- 
tor fabricates blast gates for blowpipe systems during his off-season periods 
and sells them throughout the United States and Canada. 


At the 1959 Sheet Metal and Air Conditioning Contractors National 
Association convention at Colorado Springs we talked with several sheet 
metal contractors who would like to obtain wider distribution of specialty 
items they fabricate and sell locally. 


This can be accomplished in several ways but in general, turning the 
sales responsibilities over to local representatives and organizing an inten- 
sive advertising program have proved most effective. Careful investigation 
and screening will turn up skilled manufacturers’ agents who can promote 
the sheet metal specialty product among those who can use it. To work 
successfully with manufacturers’ agents, it’s necessary to know how they 
operate, what their problems are and what to expect from them in return for 
the commissions they receive. 


First of all, remember that a manufacturers’ agent or representative is 
in business for himself. He sells one manufacturer’s product along with 
those of other non-competitive manufacturers. However, most manufac- 
turers’ representatives confine their sales efforts to relatively narrow product 
lines in order to maintain competency in their own areas of specialization. 


Typically, an agent solicits orders on a commission basis. The manu- 
facturer ships the orders and bills the purchaser direct. Thus the manufac- 
turer retains control over prices, terms, credit and other conditions of the 
sale, at the same time benefiting from the advice and assistance of the agents 
who are experienced in these matters. 


An agent usually has an established territory which he covers regularly. 
He normally expects exclusive rights to the sale of a product in his area. 


Commissions should be large enough to attract high caliber agents and 
to encourage aggressive representation. The type of product, markup and 
repeat sales possibilities are considered in determining the commission rate 
requested by a manufacturers’ representative. 


Among the advantages of agent representation are: 1) economy, 2) 
ease of sales administration, 3) immediate entry into a market, 4) quality 
sales representation, 5) accessibility to the market; 6) territory coverage, 
7) predetermined selling expense. 


The two main disadvantages are: 1) representation is only part time 
(this is often desirable for a small specialty manufacturer) ; and 2) limited 
control over selling techniques. 


An additional expense that must be taken on by the sheet metal con- 
tractor-manufacturer is the necessarily aggressive advertising to back up 
the representative’s personal selling efforts. Remember that advertising is 
accepted by all successful manufacturers as the most economical means of 
creating a market and pre-selling the product. 





MASTER FILE provides complete in- 
formation on each installation serviced 
or installed by the Payne company since 
1915. This record keeping system also 
helps firm determine the types of sales 
promotion material to be sent and re- 
cords customer response @ 


BANK OF REFERENCE files provides 
quick picture of 120,000 jobs. Detailed 
and historical data on the installations is 
obtained from master file system > 


Service Files Hold 
Wealth of Sales 
Promotion Leads 
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Summer air conditioning prospects aren’t hard to find 


in a file containing 120,000 service and installation job records 


accumulated over many years, and this dealer-contractor 


sees to it that every one hears his modernization story via 


THE COMBINATION of modern mer- 
chandising techniques and a complete 
service file on more than 120,000 in- 
stallations has built a highly success- 
ful heating and air conditioning busi- 
ness for E. L. Payne Heating Co., 
Beverly Hills, Calif. 

“Our business creed is simple, says 
Gordon Payne, general manager of 
the firm. “Give careful consideration 
customer's then 


to each problem, 
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render courteous and prompt service. 


The objective is to prevent small 


problems from becoming big ones. 
Service has been and still is the foun- 
dation of our business.” 


Sell Need First 


Service customers’ confidence in 
the company’s recommendations 


against attempting to extend the use- 


an aggressive direct mail promotion campaign 


ful life of long-outdated equipment 
has brought in an enviable percent- 
The 


company lays the groundwork for its 


age of non-competitive sales. 
recommendations by following a care- 
fully detailed sales approach based on 
the tested theory that the need for 
new equipment must be established 
first, saving the enumeration of bene- 
fits offered by the new products to 
clinch the sale. 
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DIRECT MAIL PROMOTION is conducted 
on a big scale. Recently 15,000 copies of 
"Answers on Residential Air Conditioning” 
booklet were mailed to a list of prospects 
selected from the company's list of 120,000 


service customers 


While many sales leads come from 
servicemen’s reports, the majority are 
obtained through the company’s sales 
promotional activities which are con- 
centrated on the 120,000 names in the 
service file. This file holds case his- 
tories dating back 40 years when 
Gordon Payne’s father, E. L. Payne, 
and grandfather, D. W. Payne, were 
new in the business. E. L. Payne, 
president of the firm, is still as active 
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as any of the other 90 employees, 
some of whom have also been witb 
the firm since its founding. 


Files Show All Data Needed 


The filing system on which the 
company’s direct sales promotion ac 
tivities are based consists of: 1) a 
master file of all work done in each 
home, showing the name of the pres- 


HISTORY OF HEATING controls is 
traced on this 15 X 5 ft panel. 
Service customers visiting company 
showroom are asked to pick out con- 
trols similar to those on their heating 
or air conditioning equipment. Age 
of customers’ controls is then es- 
tablished and advantages of more 
modern controls which can provide 
them with better comfort and serv- 
iceability are explained 


ent home owner, all previous owners, 
dates of service and charges, credit 
information, installation data, types 
of controls, manufacturer of the 
equipment and other pertinent infor- 
mation; and 2) reference cards list- 
ing by address only all residences and 
commercial where 
work has been done and showing 
where to locate any work record in 
the master file. 


establishments 





“ 


In most cases,” Gordon Payne 
says, “our men can know the history 
of a heating or air conditioning sys- 
tem in a house before they arrive for 
a service call. This familiarity with 
the system impresses the customer 
and contributes to our company’s 
prestige.” 


Master File Is Prospect List 


The master file serves as a direct 
mail prospect list and is used con- 
stantly as such. The theme of most 
advertising direct mail pieces is mod- 
ernization of existing heating systems 
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by replacing central units and rede- 
signing air distribution systems, or 
by adding summer air conditioning to 
existing heating installations. 

Each mailing consists of a letter on 
the company’s letterhead, a printed 
brochure supplied by the manufac- 
turer of the equipment promoted and 
a postpaid card to be returned to the 
office by the prospect for more in- 
formation or an appointment with a 
sales engineer. 

One recent mailing to 15,000 pros- 
pects, for example, included an in- 
formative booklet entitled, “Answers 
on Residential Air Conditioning.” 


This booklet, prepared by a con- 
trols manufacturer, defines the objec- 
tives of air conditioning and dispels 
some mistaken impressions. It em- 
phasizes the benefits of complete air 
conditioning, such as: improved com- 
fort, better sleep, less housework, less 
noise, fresh air, fewer allergy prob- 
lems, better health, better appetites 
and comfortable cooking conditions, 


better dispositions, increased family 
activities in the home, less laundry 


and cleaning, elimination of exces- 
sive or insufficient humidity problems 
and attractiveness of the air condi- 
tioned home to domestic help, visitors, 
etc. Easy-reading copy discusses siz- 
ing of equipment for different types 
of buildings and advises readers to 
weigh anticipated installation and op- 
erating costs before selecting equip- 
ment to fit certain applications. Four- 
teen tips on minimizing operating 
costs are presented. Near the end of 
the 24-page booklet is a specification 
form. Readers are asked to examine 
it, then call the Payne engineering 
office for additional information 
about summer or winter air condi- 
tioning or modernization. 


Draw Prospects to Showroom 


When a prospect calls or returns a 
reply card, an appointment with a 
salesman at the prospect’s home is ar- 
ranged. The prospect is strongly 
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EACH PIECE OF EQUIPMENT is in- 
stalled according to manufacturer's rec- 
ommendations and checked against 
packaged instruction sheets before the 
serviceman releases the job to the cus- 
tomer 


urged to visit the company showroom 
to see the actual equipment he is con- 
sidering. Salesmen have found that 
if the prospect inspects the equipment 
before the salesman attempts to close 
the sale or quote a price, he is more 
receptive to discussion of quality in- 
stead of price. When the prospect 
visits the display room, the salesman 
goes over the “Answers on Residen- 
booklet with 
him, demonstrating the points pre- 


tial Air Conditioning” 


sented on the actual equipment. 

To accommodate the growing list 
of service customers the firm operates 
trucks 
and employs an office staff of 11 
clerks, telephone operators, bookkeep- 


45 service and _ installation 


ers and stenographers to handle or- 
ders and record the information ob- 
tained. 

The all-important service file is 
housed in a special cabinet which 
keeps the cards arranged for quick 


location and withdrawal. 


Strange Cases on Record 


Many of the names on file are well 
known in the entertainment field and 
many recall strange stories related by 
servicemen. One employee, for ex- 
ample, reported an unusual service 
call at an old Hollywood mansion to 
repair a gas-fired furnace. The owner 
forgot to tell the serviceman that one 
of his favorite pets liked to “hang 
around” the warm air ducts. The pet 
was “Old Charlie,” a giant boa con- 
strictor which was comfortably curled 
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around the duct system. The service- 
man confessed that one look into 
Charlie’s beady eyes shining in the 
dark severely tested his belief in the 
company’s first rule of doing busi- 
ness: “get to the source of the trouble 
quickly.” 

E. L. Payne also recalls the time a 
well known entertainment figure 
called for service. When the service- 
man arrived, he found servants lining 
up a number of furnaces on the back 
lawn. It seemed the owner felt that if 
the furnace was outside it could be 
repaired much faster, and not know- 
ing which of the furnaces in the huge 
building was in trouble, he had all of 
them placed outside for the service- 
man to look over. The mansion had 
been heated by 15 small gravity fur- 
naces serving as many zones in the 
rambling structure. 

The serviceman reported the con- 
dition to the office. A sales engineer 
responded and sold the owner on 
modernizing the complete system. 


Ever since the company began 
business in 1915, management and 
employees have made a hobby of col- 
lecting old controls and valves used 
in heating and air conditioning; and 
this collection has proved one of the 
company’s most effective sales tools 
for promoting new controls. Many of 
the old controls are mounted on a 
15 X 5 ft upright display board. 
When a visitor stops at the panel he 
is asked if he can find equipment 
similar to the controls on his heating 
system. If he can, he is told the year 
the units were manufactured, then he 
is shown the differences between his 
controls and the quieter, more effi- 
cient models made today. This usual- 
ly impresses the visitor and often pro- 
duces a control system sale if not 
complete modernization. 


The editors acknowledge the coop- 
eration of Duane Andrews, Minneap- 
olis-Honeywell Regulator Co., in pro- 
viding information and photographs 
for this article. 





PRACTICAL APPLICATIONS 
for ee installing and servicing 
residential cooling systems 


By S. W. Reid 
Air Conditioning Engineer 





Gilbert Associates, Inc. 





Design Air Conditioning to Control 
Factors which Affect Human Comfort 


A review of the processes by which the human body gives 
up heat will help establish limitations of good practice 
in designing comfort conditioning systems to fit the needs 


of the space and occupants 


THE TERM air conditioning has been 
applied to many different concepts 
since it was first used about 50 years 
ago. The air conditioning industry 
was born out of a need — not to pro- 
vide better comfort conditions for hu- 
man beings, but to solve an industrial 
problem. The textile industry of that 
day was having difficulty operating 
in cold weather. When the air was 
heated and dry, charges of static elec- 
tricity generated by dry 
threads caused trouble in the looms, 
and the dry threads became brittle 
and broke easily. The difficulty was 
largely eliminated by adding mois- 
ture to the air. 


moving 
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The successful solution to the dry 
winter air problem led the textile in- 
dustry and others to seek better con- 
trol of moisture during other seasons 
when the air was too moist. In the 
printing industry, for example, paper 
stock shrank and expanded due to 
varying moisture content. This prob- 
lem was eventually solved by using 
mechanical refrigeration to reduce 
the moisture level of the air. 

Comfort air conditioning was a 
natural and inevitable by-product of 
industrial air conditioning. Perhaps 
the earliest systems were installed in 
plants which were already using 
chilled water for their manufacturing 


processes. Some of this water was di- 
rected to a spray chamber in the duct 
of the office ventilating system. Al- 
though it materially improved the 
comfort of the office occupants, this 
type of system was extremely crude 
by today’s standards. 

The public became acquainted with 
comfort air conditioning largely 
through attendance at movie theaters, 
the owners of which were among the 
first to recognize and promote the 
benefits of air conditioning. Having 
sampled summer comfort in theaters, 
the public began to demand it in 
restaurants, stores, offices and finally 
in their own homes. 


Must Control Many Factors 


Complete air conditioning requires 
the simultaneous control, within re- 
quired limits, of the factors which 
affect both the physical and chemical 
conditions of the atmosphere within 
any structure — temperature, hu- 
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How does he exist in this climate? 


midity, air motion, air distribution, 
dust, bacteria, odors and toxic gases. 
To establish required limits for such 
control, it was necessary to study 
many human responses to changes in 
these factors. some of 
these conditions which affect the lim- 
itations of good practice in the appli- 


cation of air conditioning. 


Let’s consider 


Body Must Give Up Heat 


One of the first facts to be remem- 
bered is that under all circumstances 
and the 


This heat is pro- 


at all times, human body 
must give up heat. 
duced internally by the food combus- 
tion processes at a rate which usually 
keeps the normal body temperature 
above the atmospheric temperature. 
One objective of comfort air condi- 
tioning, therefore, is to create an at- 
mosphere with characteristics which 
enable people surrounded by it to lose 
heat at approximately the same rate 
If the body tem- 
perature moves above or below the 
normal 98.6 F 


grees, 


as it is produced. 


more than a few de- 
life cannot long be sustained. 


Three Transfer Processes 


Three heat transfer processes are 
associated with the dissipation of heat 
from the human body. These are con- 


vection, radiation and evaporation. 
The body can give up heat by con- 
vection only when the air tempera- 


ture lower than 


surrounding it is 
body temperature. If the air tempera- 
ture is above 98.6 F, convected heat 
will be absorbed by the body. 

The body can give up heat by ra- 
diation only when there are surfaces 
such as walls nearby which are colder 
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than body temperature. If the walls 
are warmer than 98.6 F, there will be 
a net gain of heat radiated to the 
body. 

The third process of heat transfer, 
evaporation, is unlike the other two 


in that it is always a heat loss process 


the 
circumstances, 
Without 


this unique process, we should not be 


with respect to the body, i.e... 


body can, under no 


gain heat by evaporation. 


able to exist at ambient temperatures 
even approaching our body tempera- 
As it is, however, 


tures. our ability to 





AIR MOVEMENT OR TURBULENCE 
15 TO 25 FT PER MIN 
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1 EFFECTS OF VARIOUS COMBINATIONS of dry | bulb temperature and rela- 
tive humidity in test room established effective temperature and comfort zone, which 


must be recognized in air conditioning 


from ASHRAE Heating, Ventilating, Air Conditioning Guide, 


design. Chart is reproduced by permission 
1959, chapter 6 












































contaminant free air 
* When minimum ie used, take the larger of the two. 
4 Nee loeal codes which may govern” 
* May be goversed by exhaust. 
' May be governed by eprcial sources of contamination or local codes. 
All cuterde air recommended wo overcome explomoe hasard of amesthetios 
Bee Natsonal Board of Fire Underwriiers’ Pamphlet No. 4. 


2 MINIMUM and recommended 


outdoor air requirements for vari- 

“ous applications are established 
from general practice. Table is re- 
produced by permission from Heat- 
ing, Ventilating, Air Conditioning 
Guide, 1959, chapter 13 


give up body heat through evapora- 
tion enables us to exist, though not 
necessarily in comfort, under circum- 
stances when our bodies are actually 
gaining heat by convection and ra- 
diation. 

Within a temperature 
range, our bodies can adjust their 
rate of heat loss to compensate for 
changes in environmental conditions. 
When more heat is lost following a 
fall in temperature or a rise in air 
motion, the flow of blood through the 
skin decreases automatically. Al- 
though this process allows some cool- 
ing of the outer layers of flesh, the 


certain 
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temperature of vital inner tissues is 
preserved. Further cooling causes ad- 
ditional reactions which increase the 
body’s heat production. Shivering is 
such a reaction; so is the subcon- 
scious desire to manipulate the limbs 
or exercise to keep warm. So long as 
such means of maintaining inner tem- 
perature are effective, the body can 
survive. Once the inner body tem- 
perature starts to drop, life functions 
are seriously affected. 


Evaporation Cools Skin 


The body’s first reaction to rising 
temperature is the opposite of its 
first step to guard against over-cool- 
ing — the flow of blood through out- 
er tissues increases. If the first step is 
not sufficient, the very effective proc- 
ess of perspiration begins, accom- 
panied by a disinclination toward ex- 
ertion. This, of course, tends to mini- 
mize the generation of heat. Perspira- 
tion allows evaporation to occur and 
the skin surface is cooled by giving 
up heat to convert liquid water into 
water vapor. If the body’s self-reg- 
ulating measures to prevent overheat- 
ing are not effective, body tempera- 
ture starts to rise. If it rises more 
than 


functions are again in danger. 


about 4 degrees, many vital 


Discover ‘Comfort Zone’ 


Between the combinations of exter- 
nal conditions which cause the body 
to protect itself from overcooling and 
the counterpart conditions that cause 
protective reactions to prevent over- 
heating, there are conditions which 
comprise what has been termed the 
comfort zone. Under these conditions, 


the body has no awareness of either 
warmth or cold. 

In attempting to define the comfort 
zone, researchers had to consider the 
variables of dry bulb temperature, 
relative humidity and air motion with 
respect to indoor climate. They had to 
consider the type of activity, the type 
of clothing, geographical location, age 
and sex of the test subjects. They 
found that numerous combinations of 
the three variables of air produced 
no distinguishable change in the com- 
fort level of the test subjects. For ex- 
ample, the same degree of comfort 
was experienced at a high dry bulb 
temperature and low relative humidity 
as was experienced at a lower dry bulb 
temperature accompanied by a high- 
er relative humidity. In the first case, 
the body would dissipate most of its 
heat by evaporation of perspiration. 
In the second case, the heat would be 
lost largely by convection to the low- 
er temperature air. In either case, an 
increase in air motion over the body 
would produce a sensation of cooling. 


Seek Effective Temperature 


To evaluate the composite effect of 
the three variables of air on comfort, 
the term “effective temperature” is 
employed. This was established as fol- 
lows: Two adjoining test rooms were 
set up. One room was supplied with 
saturated air (100 percent relative 
humidity) moving at 15 to 25 fpm 
at, say 70 F. The other room was 
supplied with air at the same veloc- 
ity but at different combinations of 
dry bulb temperature and relative 
humidity. Trained subjects passed 
back and forth from one room to the 


other and 


compared the relative 





True air conditioning pro- 
vides comfort in all sea- 
sons, according to the 
American Society of Heat- 
ing, Refrigerating, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 





What Is ‘Air Conditioning’? 


“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.”’ 
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warmth of the two rooms. Each com- 
bination of dry bulb temperature and 
relative humidity in the second room 
that produced the same sensation ex- 
perienced in the first room was said 
to produce an effective temperature of 
70 F. This procedure was repeated 
over a range of saturated tempera- 
tures to obtain the ASHRAE “Com- 
fort Chart” (Fig. 1). 

In all the work involving human 
reactions to environment 
there are always individual differ- 
ences that show up even though as 
many variables as possible have been 
eliminated. In addition, people who 
are acclimatized to warmer sections 
of the country find comfort at higher 
effective temperatures than those who 
reside in cooler areas. As mentioned 
previously, the type of clothing, age 
and sex also have a bearing upon in- 


climatic 


dividual opinions of what constitutes 
comfort conditions. Any data relative 
to comfort, therefore, must not be 
used beyond the specific conditions 


upon which it is based. 


Find No Health Hazard 


When a person enters or leaves a 
cooled space in the summer, the body 
is subjected to a sudden chilling or 
heating. This condition was rather 
severe, in some cases, in the early 
days of air conditioning when the in- 
side temperature was maintained con- 
siderably lower than is generally con- 
sidered necessary today. Because of 
this, people became concerned about 
the effect of these shocks on health. 
These two conditions have been thor- 
oughly studied, and the conclusion is 
that no demonstrable harm can be 
detected in either case to a healthy 
person. This is not to say, however. 
that a person’s health is not affected 
by air conditioning. There are, un- 
fortunately, some air conditioning 
systems with such poor distribution 
that people must sit where cold drafts 
strike their bodies. This type of sus- 
tained chill is certainly a health haz- 
ard. 


Air Impurities Are Diluted 


So far we have discussed human 


responses to changes in temperature, 
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+ + « on subjects of interest to 


sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


... with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 


SPECIFIC PROBLEMS 


..» treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW 
PRACTICAL APPLICATIONS 


+ « « to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 
amples. 


humidity and air motion. Now what 
are the human requirements with re- 
spect to air purity? Air exhaled by an 
adult at rest normally contains 3.5 to 
1.1 percent by volume of carbon diox- 
ide (CO,). If this were not diluted, the 
CO, level in a closed space would rise. 
If it reached 200 parts in 10,000 
(2 percent), breathing would become 
more rapid. At 6 percent CO, breath- 
ing would become very difficult and 
at 10 percent the individual would 
probably lose consciousness. Ordinary 
atmospheric air contains only 3 to 
| parts of CO, in 10,000 (0.03 to 
0.04 percent), whereas air inside an 


occupied but ventilated space may 


average 6 to 14 parts in 10,000 (0.06 
to 0.14 percent). Although as little 
as 5 cfm of outside air per person 
constitutes a livable dilution of CO,, 
certain minimum and recommended 
outside air quantities have been es- 
tablished by general practice for a 
variety of types of occupancy. Fig. 2 
from the ASHRAE Guide lists these 
values. Proper ventilation is essential 
to any air conditioning system. Since 
outside air can represent a substantial 
part of the load for a cooling system 
in any type of space where many 
people gather, some designers might 
be tempted to s':imp in this area. 
Such practice is, of course, irrespon- 
sible and invariably results in an un- 
satisfactory system. 


Adsorption Controls Gases 


Chemical impurities in air can be 
controlled not only by dilution as de- 
scribed above, but also by certain 
specialized methods such as sorption 
or washing. Charcoal prepared from 
coconut shells, for example, can ad- 
sorb about 50 percent of its own 
weight of many types of organic 
gases, including those emanating 
from people. It is not effective, how- 
ever, in adsorbing CO,. 


Developments Keep Pace 


Physical impurities in air consist 
of dust, pollen, airborne bacteria and, 
more recently, radioactive contami- 
nants. These can all have undesir- 
able effects on human health either 
by directly irritating mucous mem- 
branes of the nose and throat or by 
causing insidious internal damage 
over a long time. Human tolerances 
for most of these impurities are well 
established and methods of controlling 
them through proper air conditioning 
are being developed. For example, 
filters have been developed for re- 
moving almost any type or size par- 
ticle from the 


lamps and sprays are now in use to 


air, and germicidal 


control bacteria. As our atmosphere 
becomes more impure due to the dis- 
charge of industrial wastes, our abil- 
ity to purify air through the process 
of air conditioning will become more 
and more important. 





Sell the 





SET THE STAGE FOR SELLING BENEFITS 
areas add credence to demonstrations and 


THE BUYING PUBLIC does not choose 
its diet strictly on nutritional values 
nor its clothing on protective fea- 
tures. Spinach and long handled un- 
derwear are not the sought-after 
items that their usefulness would sug- 
gest. Thorsten Veblen. early twentieth 
century economist and social critic, 
demonstrated the fickleness of con- 
sumers’ values with an allegory on 
spoons. Writing in “The Theory of 
the Leisure Class.” Veblen pointed 
out that a hand wrought silver spoon 
may have a commercial value of $10 
to $20 and yet may not have the 
serviceability of a base metal ma- 
chine-made spoon costing 10 or 20 
cents. The hand wrought spoon will 
command the exorbitant price be- 
cause it gratifies aesthetic, irrational 
needs while the machine-made spoon 
has only brute efficiency to offer. 
Adam Smith, in “The Wealth of Na- 
tions,” grappled with the same para- 


“should 


water, which is absolutely essential 


dox. “Why.” he reasoned. 


to life, have such a low price while 
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diamonds which gratify only aesthet- 
ic desires command fantastically high 


prices?” 


Develop Aesthetic Picture 


In short, consumer expenditures 
for items of utility value only are 
painful while outlays for objects that 
satisfy psychological and sociological 
needs are pleasurable. Gaining in- 
sight on this blind side of the market, 
the air conditioning industry is be- 
ginning to realize that it must offer 
the user more than guaranteed tem- 
peratures and humidity. With time, 
these functional capabilities will be 
highlighted and enhanced with values 
which conjure pleasant scenes of 
modernity, sophistication, and aes- 
thetic living. 

With skillful deployment of con- 
sumer-oriented values, possession of 
air conditioning can become a mark 
of social distinction as well as social 
acceptance. In this light, the industry 


bugaboo price and price cutting 








of summer air conditioning in an atmosphere of comfort. Air conditioned display 
illustrations which play up the luxuries of complete comfort in prospects’ homes 


diminishes in importance as a 
sales factor. Even the luxury label. 
which causes industry members to 
wince, can be a fortifying factor in 
the sales program. The rewarding fea- 
ture of a mass production economy 
is that it places luxury products with- 
in the grasp of all who desire them. 


Consumers’ Tastes Upgraded 


The great mass of middle class 
families are not working for bread 
alone; they are ready and able to 
work for and to buy luxury products. 
This is understandable when we con- 
sider that discretionary income — in- 
come above subsistence level has 
increased sixfold in 


recent years. 


Consumers’ tastes have been up- 
graded and quality is basically their 


guiding light. 


Establish Buying Mood First 


The luxury label in itself is not al- 
ways the hallmark of acceptance; in 
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The obvious upgrading of consumers’ 


tastes calls for a review of the methods 
traditionally employed to build a buying 
climate ... if the public wants and is will- 
ing to pay for quality, it’s time to practice 
and sell the quality story to beat price- 


cutting competition 


By Ivan C. Stepnich 


District Manager 
Penn Controls, Inc. 


fact, premature purchase of a luxury 
can be more embarrassing than non- 
possession if promoters fail to estab- 
lish a favorable public relations cli- 
mate. Perhaps an important step to- 
ward establishing a national buying 
mood is effective demonstration by 
the industry that social leaders and 
molders of community opinion have 
accepied air conditioning and have 
adopted it as their “new dimension 
for graceful living.” With this prec- 
edent, members of any group are at 
liberty to buy with the knowledge that 
the light of social acceptance has 
changed from caution to green. 


Leisure Class Sets Standards 


Before the turn of the century this 
human frailty was articulately “fin- 
gered” by Thorsten Veblen who 
stated, “The leisure class stands at the 
head of the social structure in point 
of reputability, and its manner of life 
and its standards of worth therefore 
afford the norm of reputability for 
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SELLER-OWNER-USER can emphasize his own en- 
thusiasm for the products he sells by demonstrating 
them in his own home 


the community. The observance of 
these standards, in some degree of 
approximation, 


becomes incumbent 


upon all classes lower in scale.” 


People Follow Leaders 


These thoughts are expressed more 
bluntly by modern sociologists who 
concede that most people are like a 
band of sheep - 
the leader expressing loud 
bleatings of individuality. 


- willing followers of 
while 
Despite 
good-natured spoofing about “keep- 
ing up with the Joneses,” marketing 
experts generally agree it is an estab- 
lished American institution, certainly 
one to be reckoned with in consumer 
sales promotion. Therefore, it would 
do no harm for the industry to make 


certain the “Jones” home is air con- 


2 OE Ne Oe 


Who fo fell 


Cn ee dae 


ditioned and the “Jones” neighbors 


never forget it. 


Switch to Beauty Theme 


Some companies have already 
started to diversify their sales mes- 
sages to the consumer. One manufac- 
turer has completely departed from 
the “air conditioning for comfort” 
theme, aiming its message directly at 
women with an “air condition for 
beauty” theme. Utilizing scientific 
knowledge that women’s complexions 
are adversely affected by humidity 
variation, their ads tell the story of 
“beauty in the air” with air condi- 
tioned living. Specifically, the adver- 
tisements capably develop the image 
of milady’s appearance taking on a 
new radiance or her personality de- 


te de all 


how fo sell 


the quality story... 





SELL THE LADIES luxury living. 
American housewife, who controls 
nation's purse-strings, has become 
more conscious of social distinction 
and quality products. She's the one 
to reach, via... 


HOME SHOW DISPLAYS emphasiz- 
ing and demonstrating comfort at- 
tainable in the home .. . 


MODEL HOME demonstrations of 
latest air conditioning equipment in 
builder-created atmosphere of mod- 
ern luxury living . . . 


TIE-IN PROMOTIONS _ identifying 
dealer-contractor with local and na- 
tional associations, manufacturer and 
other programs acquainting public 
with benefits of air conditioning 
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SELL FUTURE air conditioning to every 
heating customer by recommending that 
heating equipment be designed and _ in- 
stalled to accommodate add-on air condi- 
tioning later on 


veloping a new glow with the aid of 


controlled environment. 


Ice Is Broken 


Although this approach did not 
have coordinated industry support to 
give it full impact, it proved that 
someone was willing to break into the 
realm of creative advertising, and 
this should prove to be a stimulating 
challenge for the future. 


Play Up Other Fertile Areas 


Other marketing veins are worthy 
of exploration. Women’s hair, for ex- 
ample, is more susceptible to humid- 
ity change than any other organic 
substance. The air conditioning in- 
dustry, in fact, uses women’s hair 
technically, as the sensing element 
for humidity controls and_ instru- 
ments. Women, on the other hand, 
need no technical knowledge to real- 
ize the detrimental effect of humidity 
on hairdos and permanents. Market- 


ing knowledge of these facts, it would 
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seem, could produce a_ penetrating 
sales message based on the fact that 
air conditioning enhances hair beau- 
ty. 


Reach the Decision-Makers 


Women spend an_ esti- 
mated $4 billion yearly on beauty 


eagerly 


aids and services and willingly toler- 
ate many miserable hours under hair 
driers and exposure to messy facial 
preparations. If air conditioning can 
promise greater value for this in- 
vested time and money, it might be 
scrutinized and evaluated more close- 
ly than ever before, by a tremendous 
audience of acknowledged decision- 
makers. 


Practice What You Preach 


Another encouraging sign is the 
serious effort industry manufacturers 
are exerting to get their wholesalers 
and dealer-contractors off the bench 
and into the game of this personal 
type of selling. Another manufactur- 


er has developed an organized cam- 
paign to encourage all wholesalers 
and dealer-contractors to air condi- 
tion both their homes and places of 
business. A former sales executive 
for this company stated upon initiat- 
ing the campaign, “There is too 
much tendency on the part of many 
in the industry to extoll the virtues 
and blessings of air conditioning 
second-hand. Only by living with it 
intimately can its benefits be sold 
to others.” 

There are indications that other 
thinking 


the same lines and initiating similar 


manufacturers are along 


campaigns. 


Future Looks Good 


The future for year ‘round resi- 
dential air conditioning is looking 
brighter each year. 

(Editor’s note: the material in this 
article was extracted from the au- 
thor’s manuscript, “Air Conditioning 


—Industry of 


Promise, Problems 


and Progress.”’) 





Demand Puts Contractor's 


Quail Feeder Specialty 


On Production Line Basis 


a 


arp ppd 


Sheet metal quail and turkey feeders 
fabricated to order for a customer 
went over so big in his market area 
that this contractor now produces 80 
to 140 daily to fill the requests 


SOMETIMES A SHEET METAL specialty product fabricated 
to order for a customer catches on in the market area 
and becomes enough in demand to warrant developing 
it into a production item and promoting it throughout a 
large region. Such has been the case in Tampa, Fila., 
where Scruggs Quail Feeders Co. began with a specialty 
order for the parent firm and now produces about 80 
to 140 quail or turkey feeders a day to fill the orders 
which come in. One of the firm’s customers is President 
Eisenhower who uses the feeders on his Gettysburg 
farm. 

The feeders are 24 ga galvanized cone-shaped hoods 
hinged to 12 qt galvanized buckets on 30 in. steel pipes 
which hold the feeders the prope! distance above the 
ground. The feeders are designed to prevent other grain 
feeding animals or poultry from reaching the food supply. 
In fact, turkeys can’t get food from quail feeders and 
vice versa, because of variations in the size and shape of 
feeding openings near the bottoms of the feeders and 
their height above ground. 


Joints, Attachments Are Machine Stitched 


Feeders can be mass-produced economically because 
the cone hood does not have to be watertight, eliminating 
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1 FEEDER TOP IS CUT from square sheet to 24 in. dia. 
round shape on circle cutting machine. This size is proper 
for most applications 


4 ROLL-CRIMPED TOP is punched and fluted for nail lock. 
Brass chain is stitched to top and nail is inserted to secure 
top to bucket 








the necessity for seam soldering or welding where the 
cone is formed. This joint and the hinge and hasp ar- 
rangement are made with a metal stitching machine. 

The quail or turkey feeder is formed from a 24 X 24 
in. section of 24 ga galvanized steel sheet which is 
formed in a circle cutting machine to the basic round 
shape of the cone. 


Wedge Thickness Determines Cone Pitch 


A pie-shaped wedge is cut from the round sheet. The 
width of the wedge depends on the desired pitch of cone 
sides and the amount of overlap required to make the 
stitched seam. 

The cone is formed and held in position by hand 
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2WEDGE |S CUT in round sheet and hood is ham- 
mered and bent into cone, then clamped in proper 
position 


S GALVANIZED FEED BUCKET is attached to top with sheet 
metal hinge stitched to top and to bucket. Stitching replaces 
spot welding, hand punching and riveting 


3 CONE IS FASTENED at seams with 16-18 stitches and at 
overlap with eight stitches. One man turns out 80 feeders 
per day 


D 


6 TOP EDGES are serrated and 30 in. length of 
pipe is attached to bucket with lock nuts. Tube 
is driven into ground. 





clamps, then stitched along the seam. About 16 to 18 
stitches usually make a secure joint. 

Then the cone is placed in a roll crimping machine 
where it receives two circular crimps for strength. 

The hinge, also fabricated from sheet metal, is stitched 
first to a standard 12 qt galvanized bucket and then to 
the cone-shaped hood. The hasp is a looped strip of 1 in. 
sheet metal which extends through an opening punched 
in the conical hood. A nail locks the hood and prevents 
animals from forcing it or the wind from blowing it open. 


Serrate Opening and Dome Edge 


Around the sides of the bucket and slightly above the 
bottom are four openings made with a punch and stake 
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setup. The cuts are bent inward after punching. The 
straight edge of the opening and the edge of the dome 
are serrated to prevent other animals or poultry from 
reaching the food supply in the bucket. 


Height Is Adjustable 


A 34 in. steel pipe 30 in. long is fastened into a re- 
ceptacle in the bottom of the galvanized bucket. Lowering 
or raising the depth of the pipe in the ground adjusts 
the height of the feeders. The recommended height above 
the ground for most applications is about 12 in. 

The editors appreciate the cooperation of Jack Sexton, 
Scruggs Quail Feeders Co., and Bostitch, Inc., in provid- 
ing information and photographs used in this article, 
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STYLE-MINDED ARCHITECT CALLED ON TERNE METAL to add distinctive appearance to fashionable new Pittsburgh residence 


Terne Roof Sets Off Stylized Home 


An old standby for commercial and 
industrial roofing applications meets architect's 


demands for a distinctive and practical 


cover as the finishing touch on a modern residence 


ARCHITECTS OF MODERN homes, 
much concerned with beauty and in- 
dividuality, are finding metal roofs 
the answer to many of their design 
problems. They also are finding more 
customers demanding this feature on 
their new homes. 

Recently, for example, Miller and 


Meyer, Pittsburgh sheet metal and 


roofing contractor, was called on to 
install a 40 |b terne metal roof on a 
hillside residence for one of Pitts- 
burgh’s leading engineers who 
wanted a distinctive roof that would 
be noticed by motorists on the road 


which passed directly above his 


house. 


Roof specifications called for ver- 


tical standing seam construction with 
soldered flat seams where flashing 


and horizontal seams were required. 


Flat Seams Staggered 


The roof was constructed of 8 ft 
panels arranged so flat seams were 


staggered to form an architectural 
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CHANGES IN ROOF SLANT were achieved by forming flat seam at joint between pans. Flat seam was soldered 


where standing seams were joined 


Ce 


Se 


Le ese 
4 


wa 


GOOD by building 
sloping frame to provide a | to 12 in. pitch toward both 
ends of chimney 


ee eee ear 


- - Te eaeeel 


a i 


ss ; o> «cgeetys : f 
SKYLIGHT IS FLASHED and joined to roof panels with flat 
soldered seams. Flashing was applied to prevent water run- 
ning down the roof from forcing its way into the skylight 
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STEP TYPE CHIMNEY FLASHING was sealed with plastic 
compound to form tight joints between roof and chimney 


%. 


ROOF VENT FLASHING was soldered to lead-covered pipe 
and to terne metal roofing panels to form tight joint be- 
tween panels and vent pipe 





PANELS WERE JOINED at peak of the roof with a double flat seam, then soldered. Standing seams were over- 


lapped and also soldered 


Terne metal roof with flat and standing seams 
plays dual role as design feature and trouble-free cover 


design. The undersides of the panels 
were painted before being formed for 


the standing seam. 


Seams Are Soldered 


Standing seams were made by 
forming vertical bends along the long 
dimension of the sheets with a 114 in. 
bend on one side and a ]1 j in. bend 
on the opposite end. Terne metal 
cleats were nailed every 8 in. along 
the 114 in. upturned edges. Each pan- 
el was laid with the 11% in. edge 
against the 114 in. edge of the adjoin- 
ing sheet, and the extra 14 in. was 
bent over the lly, in. cleated edge to 
form a single lock standing seam 114, 
in. high. Next, an additional quarter 
inch of the standing seam was turned 
to form a double lock standing seam 
1 in. Each new 


high. seam was 
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pressed tightly. All cross seams were 
flat, formed on the down-side of the 
pan. Except for those left open pur- 
posely as expansion joints, each flat 
seam was soldered to make a water- 
proof joint. 

Where pans met at the roof peak, 
flat seams were formed and soldered 
at the bends. Overlapping standing 
seams were inserted into each other 
and soldered to form watertight 
joints. 

Skylights, vent pipes, chimneys and 
other protrusions through the roof 
were flashed and again flat seams 
were soldered to form weathertight 
joints. 

Where the roof was pitched in two 
directions, flat seams joined the pans 
at the peak and standing seams were 
joined at 45 deg angles and soldered 


on the high side of the joint to pre- 


vent water from leaking into the 


joints, 


Chimney Frame Sheds Water 


To prevent water from accumulat- 
ing behind chimneys and soaking into 
brickwork, a slanting frame was con- 
structed with its highest point at the 
center of the chimney and _ sloping 
downward to the edges at a pitch of 
about 1 in. per ft. This wood frame 
was covered with terne metal and 
joined to the roof panels by soldered 
seam joints. Step type flashing was 
employed for the chimney. The metal 
was inserted into the brick mortar 
and plastic compound was applied 
on both sides of the flashing to form 
a tight joint. 

The architect who designed the 
house is Peter Berndston. 
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HUGH REID'S SHEET METAL ’'PATTERN 


How to Make a Two-Way Offset Riser 


Here’s a short-cut—the simplified method—for 
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developing a fitting often required to 


bypass obstructions or align ducts with registers 


THE TWO-WAY OFFSET riser fitting 
has many practical applications in 
industrial and residential heating 
and ventilation systems where serv- 
ice piping must be circumvented or 
a duct run aligned with a wall or 
floor register. 

In the simplified method of devel- 
oping a two-way riser pattern, the 
sides shown in Fig. 3 and Fig. 4 

are laid out first, to produce the 

true lengths of lines RQ and R’Q’; 

14-13 and 14’-13’; and rise lengths 

A and B, all of which are required 

to develop Figs. 5 and 6. 

Should Figs. 5 and 6 be devel- 
oped first, it would be necessary to 
triangulate eight lines instead of 
four as shown on the pattern prob- 
lem layout. This would add to the 
time and to the cost of the fitting. 

The layout time for an average 
size fitting of this type by the simpli- 
fied method should not exceed one 

* hour. 


Given the front and end views of 


a double offset transition, the fol- 
lowing is a step-by-step analysis of 
the pattern problem solution. 

Patterns are developed from Fig. 
1 only, but both views are drawn 
for clarification. 


Front View, Fig. 1 — 


a) Draw a 11% in. horizontal line 
5-1. Bisect the line and label the 
center point E. Draw the vertical 
center line CL through point E. 
From line CL measure to the right 
the given offset length which is 34 
in. and draw a second vertical cen- 
ter line above and parallel to the 
first. Label this line CL also. 

b) From point E on line 5-1, 
measure up 5 in. and locate point 
F. Above point F measure distances 
114 in. and 5 in. Draw horizontal 
work lines through these points and 
point F. Draw a diagonal line from 
point F to the intersection of the 
horizontal work line 14 in. above 





out bench 





Can you develop this 
pattern in one hour? 


Here’s a new and accurate ap- 
proach to the development of 
sheet metal patterns that will cut 
costly layout time. The method 
applied to this month’s fitting can 
be used as a guide to develop re- 
lated patterns and solve other 
problems encountered at the lay- 
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point F and the second center line, 
as shown. Label this point G. Locate 
point H where the top horizontal 
work line intersects the second cen- 
ter line 54 in. above point G. 
Through point H draw a line per- 
pendicular to and extending on both 
sides of point H. Measure 14 in. to 
the right and left of point H and lo- 
cate the points 8 and 4. 

c) From points 5 and 1 draw 
lines upward and perpendicular to 
line 5-1. From point 1 measure 14 
in. up the perpendicular line and 
establish point 2. From point 2, 
draw a line through point F to in- 
tersect the perpendicular line drawn 
from point 5. Label this point 6. 

d) From points 4 and 8 draw 
lines downward and _ perpendicular 
to line 4-8. From point 8 measure 
down 1% in. and mark the point 7. 
From point 7 draw a line through 
point G to intersect the perpendicu- 
lar line drawn from point 4. Label 
this point 3. 

e) Draw lines connecting points 
6 and 7, and points 2 and 3. Draw 
the work lines 2-7, 6-3, and 3-8. 


End View Drawing, Fig 2 — 


a) Draw a 13, in. horizontal line 
to the right and on the same level as 
line 5-1 (Fig. 1); label it VV’. 
From both points 1’ draw lines 
above and perpendicular to line 
1’1’. From points 2 and 6 (Fig. 1) 
project lines into Fig. 2. Where the 
line from point 2 (Fig. 1) intersects 
the vertical lines above points 1’ 
(Fig. 2) locate the points 2’. Where 
the line from point 6 (Fig. 1) in- 
tersects the vertical lines above 
points 1’ (Fig. 2) locate the points 
6’. Bisect line 1/1’ and draw a ver- 
tical line CL. 

b) From the center line measure 
left 34 in. and draw a second center 
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| Front view 
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NOTE: THESE PATTERN di- 
mensions should be multiplied 
by the predetermined ratio 
figure to produce the actual 
size of the fitting needed 
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line. From point 4 (Fig. 1) project 
a line to the right and parallel to 
line 1’)’ (Fig. 2). Measure 34 in. 
to the right and left of the second 
(upper) center line (Fig. 2) and 
label both points 4’. From both 
points 4’ draw lines downward and 
perpendicular to line 4’4’. 

c) From points 7 and 3 (Fig. 1) 
project lines to the right and paral- 
lel to line 1/1’ (Fig. 2). Where the 
line from point 7 (Fig. 1) intersects 
the perpendicular lines below 44’, 
label the intersections as points 7’. 
Where the line from point 3 (Fig. 
1) intersects the perpendicular line 
below 4’4’, label the intersections as 
points 3’. Draw lines from both 
points 2’ to points 3’ and from both 
points 6’ to points 7’. Label the right 
side offset as distance B and the left 
side offset as distance A, as shown. 


Pattern for Side Z, Fig. 3 — 


a) Draw the vertical center line 
marked locate 
point J at the base. From Fig. 1, 
measure lengths 1-2, 2-3 and 3-4. 
Working from point J (Fig. 3) 
transfer these lengths to the work 
line and mark the points K, L and 
M. Through the points draw lines 
perpendicular to and extending on 
both sides of the vertical work line. 

6b) From vertical work line JM, 
measure %¢ in. 


“work line” and 


to the right and 
draw a second center line CL. Iden- 
tify the intersection points of this 
center line and the lines through 
points K and J as N and O. 

c) From points M and L measure 
3/, in. to the right and left and lo- 
cate points P and P’, Q and Q. 
From points N and O measure 7% 
in. to the right and left and locate 
points R and R’, S and S’. ‘Draw 
the lines QR and Q’R’. 


Pattern for Side Y, Fig. 4 — 


a) Draw a vertical work line and 
establish point T at its base. From 
Fig. 1 transfer lengths 5-6, 6-7 and 
7-8 above point T (Fig. 4) and de- 
note the points U, V and 9. Through 
points T, U, V and 9 draw lines per- 
pendicular to and extending on both 
sides of the work line. 
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b) From the vertical work line, 
measure 3¢ in. to the right and 
draw a second vertical center line 
CL. Label the intersection points of 
the parallel lines drawn through 
points T and U and the second cen- 
ter line with the numbers 10 and 11. 

c) From points 9 and V measure 
34, in. to the right and left and lo- 
cate points 12 and 12’, 13 and 13’. 
From points 11 and 10 measure 7% 
in. to the right and left and locate 
points 14 and 14’, 15 and 15’. Draw 
the lines 13-14 and 13’-14’. 


Pattern for Side W, Fig. 5 — 


a) Draw the 11% in. horizontal 
line 16-16. From both points draw 
lines perpendicular to line 16-16. 
From Fig. 1 transfer lines 5-6 and 
1-2 to the corresponding lines on 
Fig. 5 and label the points 17 and 
18. Draw line 17-18. 

b) Draw a right angle. From Fig. 
1 transfer length 2-7 to the vertical 
leg and rise distance A from Fig. 
2 to the horizontal leg. The hypote- 
nuse line 2-7-A is the developed line. 
With point 18 (Fig. 5) as center 
and radius 2-7-A draw an arc above 
and to the left of point 18. With a 
compass measure line 14-13 (Fig. 
4) and with point 17 (Fig. 5) as 
center, cut arc 2-7-A and label the 
intersection 19. Draw line 17-19. 

c) On a right angle transfer line 
6-3 from Fig. 1 to the vertical leg 
and rise distance A (Fig. 2) to the 
horizontal leg. The hypotenuse 6-3- 
A is the developed line. With point 
17 (Fig. 5) as center and radius 
6-3-A draw an are above and to the 
right of point 17. With a compass 
measure line RQ (Fig. 3) and with 
point 18 (Fig. 5) as center, cut are 
6-3-A and designate the point 20. 
Draw lines 18-20 and 19-20. 

d) Set a compass at line length 
3-8 (Fig. 1) and with point 20 
(Fig. 5) as center, draw an arc 
above and to the left of point 20. 
Measure line 7-8 (Fig. 1) and with 
point 19 (Fig. 5) as center cut are 
3-8 and label the point 21. 

e) With a compass, measure line 
3-4 (Fig. 1) and with point 20 
(Fig. 5) as center, draw an arc 
above point 20. With line length 8- 


4 (Fig. 1) as radius and point 21 
(Fig. 5) as center, cut arc 3-4 and 
establish point 22. Draw the lines 
19-21; 21-22 and 20-22. 


Pattern for Side X, Fig. 6 — 


a) Draw a 11% in. horizontal line 
23-24. From both points draw lines 
perpendicular to line 23-24. From 
Fig. 1 transfer distance 5-6 to the 
perpendicular line above point 23 
(Fig. 6) and distance 1-2 (Fig. 1) 
to the perpendicular line above 
point 24 (Fig. 6). Designate the 
points 25 and 26. Draw a line con- 
necting points 25 and 26. 

b) Draw a right angle. From Fig. 
1, transfer line 2-7 to the vertical leg 
and fall distance B (Fig. 2) to the 
horizontal leg. The hypotenuse line 
2-7-B is the developed line. With 
point 26 (Fig. 6) as center and ra- 
dius 2-7-B, draw an arc above and 
to the left of point 26. With a com- 
pass, measure line 14’-13’ (Fig. 4) 
and with point 25 (Fig. 6) as center 
cut arc 2-7-B. Label the point 27. 

c) Transfer line 6-3 from Fig. 1 
to the vertical leg of a right angle 
and fall distance B from Fig. 2 to 
the horizontal leg. The hypotenuse 
line 6-3-B is the developed line. 
With point 25 (Fig. 6) as center 
and radius 6-3-B draw an arc above 
and to the right of point 25. With 
a compass measure line R’Q’ (Fig. 
3) and with point 26 (Fig. 6) as 
center, cut arc 6-3-B and label the 
point 28. Draw lines 25-27, 27-28 
and 26-28. 

d) Set a compass at line length 
3-8 (Fig. 1) and with point 28 
(Fig. 6) as center, draw an arc 
above and to the left of point 28. 
Set a compass at line length 7-8 
(Fig. 1) and with point 27 (Fig. 6) 
as center, cut arc 3-8 and label the 
point 29. 

e) Measure line 3-4 (Fig. 1) and 
with point 28 (Fig. 6) as center, 
draw an arc above point 28. Set a 
compass at line length 8-4 (Fig. 1) 
and with point 29 (Fig. 6) as cen- 
ter, cut arc 3-4 and establish point 
30. Draw lines 27-29; 29-30; 28- 
30. 

Through the developed lines draw 
the pattern outline. 





SMACNA Charts 
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tm ian ood 1! is. ‘ 
NEW OFFICERS Dion E. Mannen, Mannen and Roth Co., Cleveland, 
treasurer (left); R. K. de l'Etoile, Delbrook Engineering, Inc., Cambridge, 
Mass., president (center); and D. E. Shytle, Combustioneer Corp., Ar- 
lington, Va., vice president, plan program for next 12 months. New di- 
rectors elected to serve for four years are: Roy M. Burk, Olympia, Wash.; 
Marlowe C. Hodge, Los Angeles; John A. Nyland, Indianapolis, Andrew 
Stuart, Providence, R.I., Rogers Toy, Atlanta. Elected for 2 years to re- 
place director who resigned is M. Waldinger, Des Moines, lowa. Direc- 
tors completing unexpired terms are: L. Ray Brooks, Chattanooga, Tenn.; 
M. T. Buckley, Wichita, Kan.; Robert E. Peterson, Kansas City, Mo.; C. 

"A. Pfahl, Akron, O.; Charles W. Schmitt, Rochester, N. Y.; Robert L. 
Bayless Jr., Phoenix, Ariz.; Harvey E. Anderson, Hillside, Ill.; Gilbert G. 
Dorsett, Dallas; Clovis Hendry, Baton Rouge, La.; L. B. McConnell, 
Lansing, Mich.; and A. B. Osgood, Minneapolis. Walter F. Limbach, who 
has just completed his term as president, will also serve on the board of 
directors 


Routes to Profit 





Retiring president sums up industry’s needs, 
offers pointers to guide contractors in their quest 
for bigger, more lucrative markets, at 


association’s annual meeting in Colorado Springs 


A PATH TO PROFIT for troubled sheet 


metal contractors was plotted by 


seven years deeply involved in the 
re affairs of the association, first as a 
y 


Walter F. Limbach, retiring presi- member of its committees, then as a 


NEW MANUAL on duct and sheet 
metal construction practices for ventila- 
ting and air conditioning systems, in- 
troduced at the Ventilation and Air 
Conditioning Forum, is examined by 
panelists (| to r) Henry J. Couch, 
Angelo Hoffmann and Gilbert G. Dorsett. 
Eight man committee representing each 
section of the country worked over three 
years to complete the manual. The 
forum also described plans for another 
manual on high velocity air distribution 
systems 


dent of the Sheet Metal and Air Con- 
ditioning Contractors’ National Asso- 
ciation in his message to delegates at 
the association’s 16th annual conven- 
tion at Colorado Springs, Colo. Mr. 
Limbach traced 10 paths currently 
being taken by sheet metal contrac- 
tors in major communities across the 
nation to the solution of some of their 
problems. He said, “This occasion 
makes me realize that I have spent 


director and a vice president, and 
now as president. 

“My association duties took me to 
many of the major cities in our coun- 
try where I have participated in sec- 
tion meetings and other gatherings. 
[ have spoken with many members 
and had conversations that have 
made me keenly aware of the 
achievements as well as the problems 
of the sheet metal contractor. 
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FABRICATION OF PLASTIC materials into 


duct systems for handling corrosive fumes 
was described by this panel of three ex- 
perienced sheet metal contractors and 
consulting engineer Henry M. Richardson 
of Hazardville, Conn. (standing). Seated 
(1 to r) are Richard E. Hepper, moder- 
ator; E. B. Brown Jr. and R. K. de I'Etoile 


“In city after city complaints have 
been the same: reduced volumes of 
work; profitless work; poor quality 
of standards of completion; en- 
croachment of industrial workers on 
the building trades market; labor 
and material cost squeezes; and: out- 
of-town competition. 

“Many of our members appear 
troubled by these economic chal- 
lenges and seem unable to plot a 


course that assure them a 


would 
prosperous future. 
“Since I have taken it on myself 
to report to you on the troubles of 
our industry, let me assure you that 
I do not believe they are unsolvable. 
All across the country there are con- 


tractors in each major community 


who see these issues as opportunities 
and who are attacking them boldly. 
Here are 10 different ways by which 
they are meeting their problems: 


They have 
7 abandoned reliance on 
‘protectionism’ 


“No single action has contributed 
more to weakening our industry than 
the iron curtains we have erected to 
protect ourselves. These iron curtains 
take a variety of forms. For exam- 
ple, we encourage local building 
codes and then use them to discrimi- 
nate against out-of-town competition. 
There are many who discriminate 


against competition because of fear 


and unwillingness to compete in the 
market place on a basis of merit and 
economics. 

“Thoughtful sheet metal contrac- 
tors recognize that these protection- 
ism devices are actually restrictions 
and are inherently wrong in a system 
of free competition. They realize that 
dependence on such schemes makes 
them soft. They attack the attitude 
of ‘Why invest in new plants, per- 
sonnel, research or merchandising 
when the market is assured at any 
cost?’ They have found these prac- 
tices encourage labor to usurp the 
authority which properly belongs to 
management. They have learned that 
all such restrictive practices eventual- 
ly collapse under public pressure. 


PLA QUES ACKNOWLEDGING OUTSTANDING SERVICE to the association 
were awarded to four members: 


ENCE J. MEYER for 17 


WILLIAM A. KUECHENBERG 


i 
WALTER F. LIMB 


ACH for HAROLD HEYSE for his con-’ 


years of continuous service as 
an officer and 
chairman. Award was pre- 
sented by Richard E. Walsh 
(right) 


committee 
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for guidance in coordinating 
the aims of management and 
labor to improve the indus- 
try. Award was made by Wal- 
ter F. Limbach (right) 


progressive leadership during 
his term as president of the 
association. Award was pre- 
sented by Richard E. Walsh 
(right) 


tribution as chairman of the 
“best doggone local conven- 
tion committee." Award was 
made by Walter F. Limbach 
\(right) 





ARCHITECTURAL SHEET METAL and roofing panelists 
recommended publishing a set of standard specifications - 
and distributing it to architects and consulting engineers 
along with a new check-list of sheet metal items that should 
be included in all specifications for sheet metal work. 
Panelists are (| to r) Richard E. Walsh, moderator; Angelo 
Hoffmann; Gerald Meyers; Roy H. Nelson; W. J. Perkinson 


sé 


WARM AIR HEATING FORUM reported on: the Silver 
Shield Program of the National Warm Air Heating and 
'. Air Conditioning Asseciation; electric heating for air dis- 
tribution systems; and heating and air conditioning codes. 
‘ Panelists are (I to r) Richard Cullom [electric heating), 
- Bernard Lawrence (codes), Robert S. Schmeider (moder- 
ator) and Randall Nelson (Silver Shield) 


.. + we can plan and execute a program 


to develop a more free, more flexible and 


more competitive market place”’ 


“Naturally, our industry, reared 
on restrictive ‘protecting’ practices, 
cannot suddenly abandon this tradi- 
tional defense, but we can plan and 
execute a program to develop a more 
free, more flexible, and more com- 
petitive market place. 


Some contractors are 
integrating 
their operations 


“At a striking rate, American in- 
dustry is integrating its operations 
both vertically (forward, closer to the 
end user, or backward, closer to the 
raw material) and horizontally (at 
the same level of consumption or 
production). 

“Vertical integration gives greater 
control of distribution or lower costs 
of production by controlling more of 
the economic cycle. Horizontal inte- 
gration results in lower costs of mer- 
chandising to related markets or pro- 


ducing related products. This re- 


64 


markable development in the Amer- 
ican economy holds some powerful 
lessons for the sheet metal contractor. 

“Examples in our industry would 
be the vertical integration of a ven- 
tilation contractor forward through 
mechanical contracting to get closer 
to his market, or backward through 
fabrication of his own high pressure 
mixing boxes to attain lower produc- 
tion costs. An example of horizontal 
integration would be an industrial 
ventilation contractor who uses his 
production skills on plastic duct ma- 
terials to broaden the line of prod- 
ucts he distributes to similar markets. 

“Alert contractors will carefully 
evaluate their own resources and ex- 
ploit them by such integration. 


Many contractors 
are creating 
larger economic units 


“One sheet metal contractor who 
has a reputation for sound operation 


told me he reviewed his performance 
for several preceding years. After 
paying adequate compensation to 
himself and to the internal revenue 
department he had left over an aver- 
age of 15 percent return on his net 
worth at the beginning of each year. 
He found that reinvesting this incre- 
ment in his business each year at 
the same rate would double it in less 
than five years. 

“Doubling his money meant that 
each five years he would need twice 
the market, twice the productive fa- 
cilities, twice the personnel if he in- 
tended to keep all his dollars work- 
ing for him. The problem unnerved 
him a bit for he realized that such 
growth could not come from haphaz- 
ard marketing, production or person- 
nel policies. All aspects of his enter- 
prise would require planned and re- 
lated growth. 

“He recognized that creation of a 
larger enterprise, along with its in- 
herent problems, afforded interesting 
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opportunities to integrate, specialize, 
conduct research, strengthen his mar- 
keting, and recruit and hold better 
people. It would enable him to meet 
larger and more vigorous competition 
and build a greater diversification to 
protect him against future changes 
in the market. 

“Larger economic units are neces- 
sary if the enterprise is to continue 
to hold an ever-increasing opportun- 
ity for capital investment, and are 
desirable in achieving greater secur- 
ity and stability. Growth requires 
good management, long term plan- 
ning, and a willingness to take cal- 
culated risks. 


Alert contractors are 
increasing their 
technical and 
engineering skills 


“We are in the midst of a technical 
revolution in construction. We may 
think we can luck it through, but we 
had better test our own organizations 
in the area of our alleged specializa- 
tion. Do we have all the technical and 
engineering skill we need to design, 
test, sell, construct, adjust and serv- 
ice the most complex development in 
our part of the industry? Many of 
us must answer no. We could well 
afford to invest larger amounts of 
our own time in planning and execut- 
ing programs to improve our back- 
grounds in these subjects. 


Some contractors 


5 are doing 
effective research 
and development 


“Probably the best source of new 
products and services for this indus- 
try is its own research and develop- 
ment activities. For example, multi- 
story office buildings a few years 
ago were frequently air conditioned 
by fan-coil units under windows and 
air handling units with short duct 
distribution for interior zones. The 
recent development of high pressure 
dual duct systems has improved the 
position of the sheet metal contrac- 
tor; yet we take little credit for the 
development of these new types of 
air distribution systems. 
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APPRENTICESHIP COMMITTEE EXAMINES WORKMANSHIP of award winning 
fittings. Three prizes were presented for each year of apprenticeship course. Awards 
were also given for best training programs conducted by local committees. Each 
fitting was carefully inspected by (I or r) William E. Rider; John A. Nyland, 
Frank Kramer, Ralph A. Nicholas, Joseph J. Kaberlein, and Edward Hudoba. 


FORUM FOR PRODUCTION FABRICATORS 
cut jurisdiction between sheet metal 
who both operate prod 


wage agreement: |) the products to 
method of merchandising the product; 
to handle bargaining 


‘‘Probably the best source of new prod- 
ucts and services for this industry is its own 


research and developmeni activities” 





"Why | Belong to a 
National Association” 


_ 
=” 


The value of association mem- 
bership and the benefits of at- 4 ties 
tending conventions are some- 

times questioned by busy deal- 

er-contractors and sheet metal 

contractors. Comments on the a, 
subject by eight contractors at- 

tending SMACNA convention 
represent typical views from 
different parts of the country 


DELEGATES’ COMMENTS were obtained 
in personal interviews. R. H. Coleman 
(left) and Ted Kuch (center) outline their 
views to American Artisan's editor 


R. H. COLEMAN, Tacoma, Wash. — “Jurisdictional disputes occurring in other parts 
of the country are promptly reported by the national association and this information 
alone is worth more than the cost of my annual membership." 


TED KUCH, Shebogan, Wis. — “This is the first national convention I've attended 
and the ideas I've picked up in conversations with other contractors will definitely help 
me in my future business." 


BERNARD LAWRENCE, 

; Greenville, Pa. — “Il con- 

2080 ee a 7 “_ yi: ; sider my membership in the 
i canraeied os be, association and the time and 
national association provides kaa weak” hentia 
ap ap Seew Been See te conventions as worthwhile ex- 
Ren io plenaing my Sas penditures because the infor- 
ness operations ot two or mation | obtain helps me solve 
ee See many of the problems | face 

at the local level." 


woe 
—_ 


HAROLD J. McDONOUGH, Lansing, Mich — "The na- R. F. DUCKWORTH, Washington, D. C. — "SMACNA's 


tional association represents the industry in solving prob- 
lems between labor and management. Its united efforts 
toward the best interests of each side of the industry pro- 
duce more work for everyone in the industry.” 

CHARLES VERMEULEN, Kalamazoo, Mich. — "“SMACNA's 
continuous flow of news bulletins on insurance, progress in 
joint activities with other associations, apprenticeship 
training, and | publication, etc. are valuable to me.” 





manuals on architectural sheet metal fabrication and erec- 
tion have been invaluable to us in getting our work written 
into the sheet metal specifications prepared by architects.” 


O. K. SCHNEIDER, South Gate, Calif. — "No one can 
stand alone in today's business world. Ultimate success can 
be achieved only by cooperative solution of our problems. 
The national association affords a common meeting ground 
for men who want to get ahead." 
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“Similarly, our industry didn’t do 
enough research and development 
work on metal curtain wall panel 
fabrication and erection, and we all 
but lost this big market. 

“Planned, consistent expenditures 
for research and development lead to 
new markets for our services, to new 
products for our plant facilities, and 
to new methods of making existing 
products better at lower cost. 

“Since we are an industry of small 
companies, possibly much of our re- 
search and development should be 
conducted at a national level under 
association sponsorship, but if we 
look to the association to handle all 
this work, we would be creating ex- 
penses many times our current na- 
tional dues. Until such time when 
the association is financially able to 
handle our research work, the indi- 
vidual sheet metal contractor must 
conduct his own research on_ the 
products in which he is most inter- 
ested. 


Wise contractors are 
é investing in better 
plants and tools 


“One advantage of being president 
of SMACNA is that I have been in- 
vited to see scores of shops in our 
industry. I see progressive shops in- 
vesting money in new plants with 
good material handling systems, 
straight line production flow, ade- 
quate lighting and good ventilation 
and room to move about. They are 
upgrading their equipment, obtain- 
ing higher speeds, better quality and 
more capacity. They are buying tools 
for Specialized operations which per- 
mit them to exploit new markets. 


They are developing 
new and more 
vigorous merchandising 


“Some contractors are trying to 
rise above using that often-used ‘sell- 
ing tool’ — the price cut — by de- 
veloping more profitable ways to get 
business. Selling is delegated to full 
time by qualified personnel. Business 
is solicited from potential customers 
not generally reached by competitors 
who concentrate on new construction 
work. Services are vigorously adver- 
tised and promoted. Greater ingenu- 
ity is used in packaging together dif- 
ferent services. Good merchandising 
is necessary if a contractor hopes to 
exploit his investment in integration, 
in research and development and in 


improved plant and equipment. 


Forward looking 

8 contractors are 
improving the quality 
of their personnel 


“Qne sheet metal contractor who 
needed an additional draftsman, in- 
stead of following traditional meth- 
ods, recruited a graduate engineer 
from the local university. This grad- 
uate engineer was selected with the 
assistance of the head of the me- 
chanical engineering department. 
The contractor plans to rotate the 
young engineer through assignments 
on the drawing board, in estimating. 
in field work and in sales until he is 
familiar with each operation. 

“The sheet metal contractor must 
grow, must become technically more 
proficient, must research and investi- 
gate current and future markets, 
must sell intelligently. Then it fol- 


lows that a contractor’s personnel 


‘‘Foresighted contractors recognize that the 


associations, 


particularly national associa- 


tions, give promise of achieving more results 


in a shorter time 
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at a 


lower total cost.’’ 


practices must become more planned 
than in the past. 

“Recruiting of new employees 
should be based on a long-term pro- 
gram such as that used by the sheet 
metal contractor who hired a grad- 
uate engineer. 


Foresighted 
contractors are 

9 working toward more 
competitive fabrication 
labor costs 


“Somewhere in the history of this 
industry we got into the habit of 
paying shop men the same rate as 
erection men. The erection scale was 
high because of lost time and work 
hazards, and this boosted the shop 
rate. Also, we paid the same rate for 
every shop man, even though opera- 
tions varied in required skills, train- 
ing and physical energy. 

“Today, our shop fabrication costs 
contrast unfavorably with other fab 
ricating industries. The differentials 
are not just marginal — they often 
are as great as two to one. 

“Competitive pressure is forcing 
more and more of our work out of 
our custom building trade shops into 
production shops, which have lower 
rates. Therefore, sheet metal contrac- 
tors with the forward look are 
streamlining and reorganizing their 
businesses to place them within reach 
of a more favorable labor cost rate. 


They are 
investing in stronger 
associations 


“Many of the difficult tasks that 
lie ahead of our industry require re- 
sources beyond those available to in- 
dividual members, particularly re- 
search, training, technical and engi- 
neering development. These needs 
suggest larger industry-wide pro- 
grams. 

“Foresighted contractors recognize 
that associations, particularly nation- 
al associations, give promise of 
achieving more results in a shorter 
time at a lower total cost. These con- 
tractors are participating more ag- 
gressively in national development 
programs.” 





He Shows ‘Em Why 
Quality Costs More 


Comfort-minded dealer-contractor emphasizes 


the show in showroom, attracting prospects to the 


display area by energetic promotion and clinch- 


ing sales with American Artisan’s Standards for 


Rating Heating Systems card 


“WE DON’T SELL HEAT, we sell com- 
fort; and we use American Artisan’s 
Standards for Rating Heating Sys- 
tems to show our prospects the dif- 
ference,” says Tom Smith, Tom’s 
Heating Service, Waukesha, Wis. Ob- 
serving his company’s policy of giv- 
ing the customer maximum comfort, 
he delays quoting a price until he has 
completed his survey and determined 


what is actually needed. When a 





prospect presses him for a quotation, 
he explains, “It’s hard to say at this 
point, but it will cost somewhere be- 
tween $800 and $1300.” 


Produces Standards Card 


In modernization work, it usually 
takes two hours to complete a survey 
and describe the perimeter heating 
system with its benefits to the pros- 


SALES POINTERS for demonstrating 
equipment to prospects are offered 
by manufacturers’ representatives. 
Deane Challis {left} and Tom 
Smith listen as Richard C. Peters 
points out sales features of continu- 
ous air circulation 


OFFICE AND SHOWROOMS are 
conveniently located near business 
district; service customers are in- 
vited to pay their bills while shop- 
ping and look around display area 


pect. This approach leads nicely into 
a discussion of equal air distribution 
in each room and between rooms, 
and brings the standards card into 
play. 


Offers ‘Good’ Heating System 


Mr. Smith always points out to 
prospects that a wide range of condi- 
tions can be produced by the many 


AMERICAN ARTISAN, JuLY 1959 





~ 


MECHANICALLY-INCLINED PROSPECTS are shown demonstration models of 
components designed to provide maximum comfort in quality systems 


different methods of installing heat- 

ing systems. He uses the “Good” 

system detailed on the standards card 

to describe his design objectives, 

pointing out that inadequate atten- 

tion to all the factors involved will 

produce no better than the “Poor” 

system outlined on the card. He 

warns against doing business with 

anyone who is in too big a hurry to hs : : . 
weigh all of the factors required, and woes s , ; 


a : a 
explains what inadequacies can be 


SHOWROOM DEMONSTRATION convinces prospects that equipment recom- 
mended by salesmen will contribute to closer control over air distribution 


expected from a low priced job. 

He points to his firm’s reputation 
for making only quality installations 
and touches on the prestige of own- 
ing a quality heating system, which 


his recommendations will produce. 


Suggests Blower Modulation 


Outlining his objective to produce 
comfort in every part of a room re- 
gardless of where the occupants are 
seated or standing, he recommends 
a mechanical control that adjusts the 
blower speed to supply enough warm 
air to match the rate of heat loss. 
When more heat is needed, he ex- 
plains, the blower speed increases 
and when less is needed, the blower 
slows down. He stresses the fact that “Mies nage aan eer 
the blower never cuts off altogether, ee rae CATS HEWOD Siem = Cee te sere eee 
o to prove salesman's point that there's a big difference in performance between a 
well-designed, well-installed system and a cut-price system which doesn't contain 
air circulation. He points out that equipment required for maximum comfort ; 


but is adjusted to maintain constant 
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Flexible 
connections 


Dealer-contractor 
identification 


Blower 
modulating 
control 


Vibration 
mounting 
channels 


Thermometer 




















Humidifier 


Oil valve 


EIGHT POINTS WHICH ADD UP TO COMFORT are explained in detail and 
demonstrated to showroom visitors on mockup display to illustrate company's policy 
of turning out quality systems designed to give them service-free comfort 


while this arrangement costs extra, 
the improvement in comfort it pro- 
duces far outweighs the added price. 


Stresses Humidification 


Another point he emphasizes is the 
importance of good humidification. 
He tells how static electricity builds 
up in the dry air in the average home 
during the winter, and causes an- 
noying shocks when occupants touch 
metal fixtures. To eliminate this an- 
noyance, he recommends installing a 
humidifier which will adjust the 
amount of moisture in the room air 


according to the existing climatic 
condition. 

Mr. Smith and his salesmen al- 
ways present these selling points to 
their prospects before they complete 
their job cost estimates. “This ap- 
proach helps to make them more re- 
ceptive to the price we feel is neces- 


sary to give them the comfort they 


require and the quality of workman- 
ship we like to turn out.” 


Service Calls Bring in Leads 


Many of the company’s winter 
sales come from service calls. These 


sales usually stem from either unbal- 
anced air distribution systems or in- 
adequate equipment. When service- 
men complete a service call, they 
usually don’t attempt to collect on 
the spot for the service work, be- 
cause the firm knows through exper- 
ience that residents of the small com- 
munity (about 30,000) where people 
are known either personally or by 


their reputation, traditionally prefer 
to pay bills at the end of the week. 
Instead, 


invited to 
bring their payments to the office, 
which gets them into the showroom 
and gives the salesman on duty an 


customers are 
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opportunity to talk about the service 
rendered and suggest that similar 
service calls can be avoided either by 
adding some equipment to handle the 
problem or by replacing the existing 
system with a modern heating plant. 


Mockup intrigues Visitors 


In the showroom is a mockup of a 
complete heating system containing 
an abbreviated duct system, _ its 
branches, registers, humidifier, mod- 
ulating blower control and other fea- 


tures the company considers essential 
to a quality installation. Salesmen 
show the visitors how each compo- 


nent functions and point out to 
them why each piece of equipment 
is essential to overall good system 
performance. When a mechanically 
inclined prospect shows an interest 
in the function of certain equipment, 
the salesman produces a demonstra- 
tor model and explains its funda- 
mentals in detail. To prospects hav- 
ing less mechanical aptitude, the sim- 
plicity of adjustments and functions 
is stressed. About 10 service custom- 
ers visit the showroom daily. 

The company offers 24 hour serv- 
ice as well as a heating system clean- 
ing service. 


Cleaning Crews Spot Leads 


The cleaning truck is the source of 
many leads for modernization and re- 
placement work. If in cleaning the 
equipment major repairs are found 
necessary or an imminent need for 
service work is discovered, the clean- 
salesman to 
examine the trouble areas. If he finds 
repairs will cost $100 or more, he 
advises the customer that repairing 


ing crew calls in a 


would actually be a waste of money 
and the $100 could be applied on the 
purchase of a new heating system. 
This suggestion leads smoothly into 
a discussion of time payments, which 
service customers seldom seem to 
have considered as a way to solve 
their heating problems. 


Promote Credit, Service 


Popularity of the time payment 
plan in automobile purchasing is 
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often used as an example of the de- 
sirability of this type of buying. Mr. 
Smith offers prospects the same type 
of financing on heating systems. His 
salesmen also compare a heating sys- 
tem to an automobile from the stand- 
point of service. They say, “You 
wouldn’t hesitate to have your car 
greased and cleaned and the oil 
changed periodically. This same 
periodic attention is required by a 
heating system. And our entire or- 
ganization was built on the policy of 
providing good service when it is 
needed.” 


Display Equipment at Shows 


The company finds sales leads 
from several sources. One is a booth 
in the annual Waukesha home and 
garden show. This booth always fea- 
tures a working demonstration to 
show the differences between quality 
installations and __ poorly-installed 
equipment. The firm also sets up 
demonstration units to show the ad- 
vantages of continuous, modulated 
air circulation over intermittent 
blower operation. 


Enclose Sales Pieces 


A company rule demands that a 
piece of sales literature always be 
enclosed with a service statement. 
This enclosure might be American 
Artisan’s Standards for Rating Heat- 
ing Systems, a mailing piece or letter 
promoting cleaning heating systems, 
descriptive literature on humidifiers, 
a booklet on modulating air flow, or 
about time 


information payment 


plans. 


Keep Uniforms, Trucks Clean 


The company provides uniforms 
for its employees and demands that 
they be changed when they are the 
least soiled. Tom Smith believes a 
clean uniform tells a lot about the 
company, its policies and the quality 
of its work. This same theory is ap- 
plied to all service and cleaning 
trucks, which are painted periodical- 
ly and always kept clean. 

Each system is balanced, adjusted 
and checked with instruments as soon 





THIS ARTICLE describes an- 
other way the Standards 
for Rating Heating Sys- 
tems card has been used 
to sell modernization. At- 
tractively designed and 
written in language the 
home owner can under- 
stand, the useful new 
standards card lists the 12 
points which contribute to 
complete winter comfort in 
the home, and rates the 
prospect’s heating system 
as “Good,” ‘Fair’’ or 
‘*Poor’’ in terms of each of 
the 12 comfort conditions. 
The card adds authority to 
the sales presentation, and 
proves conclusively to the 
prospect the advantages of 
buying for quality rather 
than price. Copies of the 
standards card are avail- 
able at two cents each 
from American Artisan. 











as it is completed. Thermometers, 
anemometers, gages, smoke testers 
and the other instruments required to 
adjust and balance a heating system 
for maximum performance are used 
on every job. If a heating system is 
installed and adjusted during the 
summer, it is checked again during 
the first cold spell. 

Tom Smith 
finicky 


doesn’t hesitate to go back to make 


personally handles 


customers’ demands and 
sure they are convinced that they got 
the type of heating system they were 
promised. He says, “Once you have 
convinced a demanding customer 
that your main interest is his satis- 
faction, you have developed a sincere 
and effective sales promotion ally.” 
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Warm Air Wins in Walk for Year ‘Round 
Comfort Systems in 38 Apartment Units 





When this dealer-contractor 
proved his individual warm 
air furnaces and summer air 
conditioners would: |) cost 
less to install and operate; 
and 2) provide more com- 
fort than an electric radi- 
ant baseboard heating and 
through-wall packaged air 


INDIVIDUAL YEAR ‘ROUND air conditioning systems were provided for conditioning arrangement, 
38 apartments in four buildings of this type with combination warm air the architect tore up his 
furnaces and summer air conditioning units connected to central air dis- 


tribution system plans and specified warm air 








atts oe : i alles hat in 


SUPPLY AND RETURN TRUNKS an talled as soon as exterior walls we 


other inside construction was started 


re erected and before 
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RETURN DUCTS FROM FIRST FLOOR were embedded in concrete slab. Plastic film moisture barrier was inserted under ducts 


at time of installation and laid over remainder of the floor just prior to pouring of concrete 


THIRTY-EIGHT APARTMENT-dwelling 
families have two warm air heating 
dealer-contractors to thank for the 


individual ‘round 


control of year 
temperature and humidity they en- 
joy in the Brookpark-Hauserman de- 
velopment in Cleveland. 

The controlled comfort they ex- 
perience is produced by a combina- 
tion warm air furnace and summer 
air conditioning unit for each apart- 


ment—an which _ re- 


arrangement 
placed the electric radiant baseboard 
heating and through-wall packaged 
summer air conditioning originally 
for _the building. The 


changeover came as the result of a 


speci fied 


discussion between the architect and 
representatives of Fairview Furnace 
and Sheet Metal Co., Donald Leavens 
and Michael Leiher. 

Learning of the architect’s plans 
for year “round air conditioning, the 
dealer-contractors obtained plans of 
the building, redesigned the heating 
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and air conditioning system, pre- 
pared and submitted a bid to the 
architect’s engineer and showed him 
how he could save $5000 by using 
the air distribution system. 
Convinced that individual central 
systems for each apartment would 
be more economical to install than 


the arrangement specified in the 


building design, the engineer first 
considered the possibility of using 
hydronic equipment for heating and 
summer air conditioning. This set- 
up, he found, not only would cost 
some $92,000—$22,000 more than 
the original job—but also called for 


additional 


space to accommodate 


boilers and water chillers; and he 





COST COMPARISON between the originally-specified electric radiant baseboard heat- 
ing and through-wall summer air conditioning arrangement and the individual warm 
air furnace-summer air conditioner combinations showed a $5000 saving by using 


the latter. Here's the cost breakdown: 


Electric Radiant Heat with Cooling 
Electric resistance heating . . . .$43,000 
Through-wall summer air 

conditioners 
Additional electrical outlets for 

air conditioners, multipane 
windows and extra insulation 
required 


18,000 


Warm Air with Cooling 
Combination warm air furnaces 
and summer air conditioning 
-+++-$55,000 
Common cooling tower to serve 
all units, piping for cooling 
tower and condensate 
drains 





+ all 
SUPPLY PLENUM AND DUCTS were roughed in before partition walls and ceiling were erected 


again focused his attention on cost 


comparisons between the electric 


heating-packaged cooling systems 
and the combination warm air heat- 


ing-air conditioning systems. 


Question Guaranteed Rates 


The local electric utility, promot- 
ing electric heating for this type of 
application, had guaranteed a maxi- 
mum operating cost of $11.80 per 
month on a 12-month basis for the 
heating system alone—a total of 
$140.60 for the year, plus the cost 
of the power consumed by the sum- 
units. This 
guarantee extended for only one year 
and indications were that the rate 


mer air conditioning 


after the guarantee period would be 
raised to the actual cost of heating 
by this method. 

The analysis turned up an extra 
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cost which had not been considered 
by the builder—that for providing 
additional electric distribution panels 
and heavy-duty conductors to sup- 
ply the electric radiant baseboard 
heating units. 

A careful estimate of anticipated 
operating costs for the year ‘round 
central air conditioning system by 
Fairview engineers produced the fig- 
ure of $10 per month per apartment. 
This saving, the architect was _re- 
minded, was even more impressive 
than the estimated figures indicated, 
considering the value of the added 
benefits such as recirculated, cleaned 
air and control over humidity. 


Select Wall Supply System 
Awarded the contract, Fairview in- 

stalled high sidewall air supply sys- 

tems. Registers are on partitions and 


« 


baseboard return grilles are along 
outside walls. This type of air dis- 
tribution was selected as most suit- 
able for the gas-fired furnaces re- 
quired to meet the furnace room 
specifications. Furnace plenums were 
roughed in during early stages of 
construction. Overhead supply ducts 
were installed between metal beams 
and run to their approximate dis- 
charge points. Return ducts on the 
first floor were connected to the re- 
turn plenums, set in place on a plas- 
tic film moisture barrier and em- 
bedded when the floor was poured. 
Other return ducts were installed in 
joist spaces between floors and con- 
nected to the return plenums. 

The editors acknowledge the co- 
operation of William P. Sheehan, 
American-Standard Air Condition- 
ing Div., in providing information 
and illustrations for this article. 
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Baltimore, Maryland, service engineer 
reports: “‘Freon’ refrigerants help us 
do a better servicing job. It’s dry and 
safe—the most dependable refrigerant 
on the market today.’’ 


Atianta, Georgia, contractor reports: 
**We’ve never had a bad batch of ‘Freon’ 
in the 25 years we’ve used it. It’s never 
caused us trouble on the job or—after 
years of service—in a system.”’ 


East Rockaway, New York, contractor 
reports: “‘Nothing works like ‘Freon’. 
I’m convinced it’s the best refrigerant 
on the market —safe and dependable for 
any job.”’ 


Tucson, Arizona, service man reports: 
***Freon’ refrigerants help us do the best 
job possible. They’re reliable and safe. 
Since‘Freon’ came out, we’ ve never used 
anything else. ’ 


Louisville, Kentucky, service man re- 
ports: “‘‘Freon’ is the world’s best re- 
frigerant for our money. It’s pure, dry 
and safe—never causes one bit of worry 
or trouble.”’ 


St. Louis, Missouri, service man reports: 
**‘We’ve never had a moisture or corro- 
sion problem in equipment charged with 
‘Freon.’ It’s absolutely dependable— 
always pure and dry.”’ 


All over the country, users are talking 
about the advantages of Freon* refrigerants 


East, west, north or south—contractors and service men appreciate the 

extra quality of “‘Freon” refrigerants that costs them nothing extra. 
“Freon” is today’s premium-quality refrigerant . . . stable, pure, dry 

—nonflammable, nonexplosive, nontoxic. It’s time-tested—in use over 


27 years and made only by Du Pont—backed by years of technical and 
manufacturing leadership. 


Specify “‘Freon” refrigerants for every refrigerant need. Your Du Pont 


wholesaler has it—now capped in gold and factory-sealed to guard its 
purity till you’re ready to use it. 


premium quality 
* REON REFRIGERANTS 


REG.U.s. PaT. OFF 
*Freon and combinations of Freon- or F- with numerals are Du Pont’s 


BETTER THINGS FOR BETTER registered trademarks for its fluorinated hydrocarbon refrigerants. 
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NOW-Tht TU 


Here’s why it'll pay you to 





























promote two furnaces for 
quality homes! 





The profit potential is greater than you 
may realize! For over 20% of all new 
homes have design features which create 
heating problems. In larger homes, heat- 
ing requirements are different for fin- 
ished basements, rooms over unheated 
areas, rooms with large picture windows, 
split levels, spread-out floor plans and 
in different living and sleeping areas. In 
fact, surveys indicate that one out of five 
new houses has a heating problem which 
2-zone planning will solve! 





Typical example of 
two hi-boy furnaces 


By selling two small, economical central 
units, instead of one large system, you : 
make it practical to comfort-zone even 
moderately priced homes. Installations 
are usually simpler with less duct work 
required. The two-zone system costs less 
to operate. And the good will you create 
is a real plus! Satisfied customers tell 
their builders and friends, and you gain 
customer satisfaction and extra profit! 
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rURNAGE HOME 


Honeywell's new national promotion that 
doubles your sales, lets you beat 
the price squeeze and get the 


jump on competition 


If ever there was a sales natural, this is it! Instead of 
selling one furnace, you sell two! What’s more, we're 
promoting the idea for you through national consumer 
and builder advertising. All you need do is tie in. But 
don’t let competition get the jump on you! 

Promote “the two-furnace home” now, and beat the 
price squeeze. Let others shave their profit! You have 
a new idea to sell! Simply help your builder put the idea 
across to his customers, and you'll find them cooperat- 
ing wholeheartedly! This is your opportunity to sell two 


furnaces instead of one, and make more profit all along 
the line. Where zoning is required, recommend the type 
of zoning that best suits your builders’ or home owners’ 
needs. Instead of 2 furnaces it may be more practical 
to install 2 zones from one furnace. Or in larger homes 
you may wish to recommend more than 2 zones. But 
you must act NOW and promote the idea. 

Be the first in your area to tie-in and make this pro- 
motion pay. Call your wholesaler, local Honeywell 
office or mail the coupon today! 


Send now for promotional kit that ties you in with Big Frofite 


SSSSSSSSSSSSSSSSSSSSSSSSSESESSHESEHESEEEEEEESESEBESEEEEEEEEEE 
aa 


Honeywell 
HA] Fit x. Coutol 
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. 
PPUT TITTLE LLL hhh 


MINNEAPOLIS- HONEYWELL 
Department AA-7-76 
Minneapolis 8, Minnesota 


Please send_ 
home. 


free kits to help me promote the 2-furnace 
Name 


Addres 


City Zone __ State 











Dealer profits come from calls 
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not call-backs! 


It’s surprising what heating and air con- 
ditioning manufacturers can learn when 
they’re willing to roll up their sleeves 
and work side by side with the most 
important man in the business: you, 
the dealer. 


Close Lennox cooperation in the field 
resulted in the finest sales and service 
schools in the industry. This policy en- 
ables your salesmen to share experiences 
... improve their selling techniques. . . 
learn to close more sales, faster. And 
your installers become more expert in 
making installations right the first time 
(without profit bleeding follow-up calls 
and make-over work). 


If this partner-like relationship has 
been missing from your operation—it’s 
time to call your nearest Lennox factory 
for the eye-opening story. 


ENN. World leader in indoor comfort 
for home, business, schools 
ee OF 


Lennox Industries Inc. founded 1895 + Marshalltown, lowa + Columbus, Ohio + Syracuse, 
N.Y. « Fort Worth, Texas + Salt Lake City, Utah + Decatur, Ga. +» Los Angeles, Calif. » Des 
Moines, lowa * Lennox industries (Canada) Ltd. + Toronto, Montreal, Caigary and Vancouver 
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For more than just a motor 


Solve your motor problems with 


You can make your job easier with Century 
Electric’s complete line of fractional-horsepower 
motors. Here’s how: 


Easy ordering— You save time because you get 
answers to all motor problems from one source. 
This means you don’t have to shop around for the 
motor you need. You name it—capacitor, jet pump, 


unit heater, oil burner, brake, gear—any one you 
want, and in all types of enclosures too. 


Fast shipments—From Century Electric’s com- 
plete stock you can get a motor for any standard 
application. In addition, motors are packed in 
sturdy boxes so if you reship you know they'll 
arrive in good condition. 











Century’s complete fractional line 


Application know-how —You want to be sure 
you have the right motor for the job. And if you 
need expert help, you can get it from your nearest 
Century Electric sales engineer. He knows motors 
inside and out because he sells, applies and thinks 
motors day after day. 


This is why you get more than just a motor 


from Century Electric. You get a quality product, 
fast answers and engineering application know-how 
on motors up to 400 hp—all from one source. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


Cae 





THE COMMON PROBLEM OF maintain- 
ing an adequate stock of furnace 
filters in good shape until they are 
needed has been solved by Glen W. 
Rynbrand, Glen W. Rynbrand Co., 
Kalamazoo, Mich. 

Mr. Rynbrand has mounted a sheet 
metal box which accommodates up 
to 40 filters of various sizes on each 
of the company’s eight half-ton serv- 


ice trucks. 


Box Has 4 Compartments 


The metal box, fabricated in the 
companys sheet metal shop, is 39 
in. wide, 13 in. high and extends 53 
in. across the width of the truck 


body. The box is divided longitud- 





Tell Others About Your 
Successful Ideas 


by writing to: 
Editor, American Artisan, 
6 N. Michigan Ave., 
Chicago 2, Illinois. 











inally by a vertical metal partition 
into two sections. The right side is 
itself divided into two sections by a 


metal partition at right angles to the 
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GLEN W.RYNBRAND CO 
HEATING SHEET META 


FILTERS ARE KEPT IN GOOD SHAPE by sheet metal box fastened to top of serv- 
ice truck. Driver Garrett Weening checks his supply each morning before leaving 
the shop on service calls 


longitudinal separator. This wall 
forms two compartments: one 21 in. 
wide to accommodate 1 and 2 in. 
thick 20 X 20 in. filters; and the 
other 18 in. wide to hold 16 and 17 
in. wide filters. 

The left side is similarly divided 
into two compartments: one 25 in. 
wide for 24 in. filters, and one 14 in. 
wide for filters up to 13 in. 


Partitions Add Rigidity 


The metal partitions not only di- 
vide the box into handy compart- 
ments but also increase its rigidity. 

Pittsburgh lock seams make the 
box watertight. On each side, a piano 


hinge door is fastened to the lower 
side of the box so the door rests hori- 
zontally on the truck body when the 
box is opened to remove or insert 
filters. 


Fasten Boxes Securely 


The filter box is welded to 1 X 1] 
1g in. angle iron fastened to the 
truck body. 

The roof of the box is pitched 
slightly from the center toward each 
side to assure good drainage when 
the truck is standing. 

Each box is painted with truck 
body paint, the same color as the 


truck on which it is mounted. 
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OO 
lL TO YOUR FUTURE 


WITH THE LINE DESIGNED AND CONSTRUCTED 





Horizontal Furnaces — Low and Compact for Limited-Space 
Installations — Complete Line of Gas and Oil Fired Models! 


Factory Assembled and Wired Upflow Winter Air 
Conditioners — Compact in Design, Substantial in 
Construction — For Basement, Closet or Utility Room 
Installation — Approved for Close Clearances — Adapt- 
able for Cooling — Gas and Oil Fired Complete Line! 


NO PREMIUM IN PRICE 


Since 1895, Moncrief Furnaces and Air Con- 
ditioners have been pleasing hundreds of 
thousands of people . . . somebody’s customers! 

This satisfaction can easily be transferred 
to your customers, and your business. To do 
so will cost you nothing, can make you plenty 
of money! 

You pay nothing extra for the premium 
design, construction and performance which 
are the result of Moncrief’s more than 60 years 
of manufacturing experience. 

And Moncrief leads with competitive pric- 
ing, because Moncrief has stepped ahead with 
manufacturing advancements thet produce Basement Type Winter Air Condi- Counterflow Winter Air Condi- 
substantial savings in cost! : : ; < : 

4 tioners — Attractive Console Cabi- tioners — Heavily Constructed, 

If you are looking for a better future, based 


} . ‘ nets — Designed to Burn either Gas Compactly Designed — Ap- 
on real customer satisfaction and on increased or Oil — Available in Assembled proved for Close Clearances — 
profits, call your Moncrief Wholesaler, now! and Wired Oil Models! Gas Fired and Oil Fired! 


Sy ad 








ad 
Underwriters’ Winter Air . . Winter Air : x : 
Listed Air Conditioner en Conditioner — Heriuental Furnace Coger-Cok tale : Congerion 
Cooled Con- — Upflow Basement Type Counterflow — with Duct Type = Pre ad pay Pome > B voll 
densing Units — Type. with aii Otacse Type, with Evaporator Coil c ae mew 4 a o 4 ” 
2,3 or 5H.P. PR rsacone Evaporator Coil Counterflow om: o 
Pol or Evaporator Coil 


THE HENRY FURNACE COMPANY e Medina, Ohio 


HEATING AND AIR CONDITIONING UNITS ) MONCRIEF| FURNACE PIPE ANC FITTINGS 
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Capacities 





YOU AND THE LAW 


Who's Liable for Subcontractor’s Negligence ? 


The subcontractor ordinarily assumes responsibility for 


his and his employees’ actions when he signs the con- 


tract, unless the relationship is that of servant to master 


THE LAW was laid down long ago 
by the courts of both this country 
and England that a prime contractor 
is not responsible for the negligence 
of a subcontractor. The fundamental 
reason for this rule was set forth in 
an English decision. 

A butcher bought a bullock at a 
London market and employed a li- 
censed drover to drive the bullock 
to the slaughterhouse within the city 
limits. The drover in turn hired a 
boy to drive the ox. Through the 
boy’s negligence the ox crashed into 
a roadside shop and demolished 
much of its crockery and china con 
tent. 


Duty Can Be Assigned 


The shop owner sued the owner of 
the bullock, and lost the case. The 
butcher, said the judge, was not 
bound to drive the ox, and might not 
know how to do it, so he had every 
right to assign the duty to another. 
just as a man building a house lets 
out its construction to another. 


“If he did so,” 


“would he become an employer and 


asked the court. 


master of all the contractors, serv- 
ants and employees and make him- 
self liable for all the 


others which might be occasioned by 


injuries to 


their neglect; by the carpenter's men 
in getting out the timber, by the 
stone cutter’s men in blasting the 
rock in the quarry or by the team- 
sters in hauling the material?” 


Years ago. a similar controversy 


came before the highest court of an 
Atlantic state. The court, comment- 
ing on the same rule, said that if the 
prime contractor in the construction 
of a building employs a subcontrac- 
tor to install equipment, such em- 
ployment is in the nature of an inde- 
pendent contract which imposes upon 
the subcontractor the responsibility 
for any acts of negligence he or his 
employees may cause in performance 
of the work. 

Of an employer’s liability for the 
negligence of his workmen the court 
added, “It is not enough, in ordet 
to establish the liability of one per- 
son for the negligence of another. 
to show that the person whose negli- 
gence caused the injury was at the 
time acting under an employment by 


the person sought to be charged. 


is Contractor the ‘Master’? 


“It must be shown in addition that 
the employment created the relation 
of master and servant between them. 
Unless the relation of master and 
servant exists the law will not impute 
to one person the negligent act of 
another.” 

There are, however, exceptions to 
this rule. In hauling goods for a 
manufacturer under terms of a con- 
tract a truck driver collided with a 
passenger automobile, and suit for 
the injuries was brought against the 
manufacturer. 

Although it ruled that the liability 
for the injuries rested solely on the 


truck driver as an independent con- 
tractor, the court observed: 

“While there is some authority to 
the contrary, according to the weight 
of authority, the duty rests on the 
skilled and 


subcontractor; and_ the 


contractor to select a 
competent 
prime contractor is, in general, liable 
to third persons for the negligence 
and wrongful acts of a subcontractor 
employed by him where he knew 
his character for negligence, reck- 
lessness and incompetency at the 
time he employed him.” 

Or. as a west coast state court re- 
cently commented: “One who en- 
trusts work to an independent con- 
tractor but retains the control of any 
part of the work, is subject to liabil- 
ity for bodily harm to others for 
whose safety the employer owes a 


duty to exercise reasonable care.” 


One Rule Prevails 


Liability for injuries goes hand in 
hand with the supervision extended. 
Of the various reasons advanced for 
this rule, the one most commonly 
accepted is that since the prime con- 
tractor has no right of control over 
the manner in which the work is be- 
ing done, it is regarded as the sub- 
contractor's entire enterprise and he 
is the party charged with the respon- 
sibility. 


7 thi aiscussion appites 


be remembered that 
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Known quality that has proved its worth. 
Clarage Type DF and DFA wheels and 
housings are available in several designs 
for pressures up to 8”. 


Built heavy-duty throughout, this equip- 
ment has what it takes! Full rated, trouble- 
free operation and longer service life are 
the happy results. And what about Start enjoying increased saleability of 
especially severe conditions? Clarage wheels your products . . . start employing Clarage 
and housings can be hot dipped galvanized equipment. Our nearest sales engineering 
for protection against moisture. Spark re- office will provide complete information. 


sistant aluminum wheels and other special 
constructions can be furnished. 


Dependable equipment for making air your servant 


Kalamazoo, Michigan 
SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA; Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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Sell Comfort 
ALL THE WAY!3! 


Sell 





for all seasons! 


; Sell complete, year-round systems! More 
a emcnny ga and more builders include them. More 

Evaporator Coil Cabinet 
and more buyers expect them. Show 
customers — with the help of Majestic’s 
colorful sales literature —how all-season 
air conditioning, with humidifier and air 
cleaner will make living more comfort- 
a ae able, more healthful and more econom- 
mgeens San, Ot ical. Base all your quotes for residential 
or Electric Furnace 4 ° A . 
and small commercial jobs on Majestic 
pia ab “are pawenes ce all equipment—from the complete, new all- 
oe Cnevante ate Sih chih ic eatarnia season installation to the low-capacity 

cleaner, humidifier 


and germ-killing furnace replacement. 
plenum lamp. 





Majestic Majestic Majestic Majestic Majestic Majestic 


Sell Majestic’ 


ow in all fuels! 


Push gas, oil or ELECTRIC duct type 
heat, depending on local availability, 
rates, codes and other requirements. 
Majestic’s full line of oil furnaces, as well 

Efficient New as new all-gas furnaces, are scientifically 
All-Gas Furnaces designed for maximum output and 
ruggedly built for long-time, depend- 
able service. Don’t fail to investigate 
Majestic’s new ELECTRIC FORCED 
AIR FURNACE, using resistance type 
Sensational elements for clean, quiet comfort. Elec- 
~ a0 My Ale tric furnace systems are easily adaptable 
~ nag the ea to air conditioning and zoned control 
Elements! with multiple thermostats. Send for spe- 
cial free book, ELECTRIC WARM AIR 
HEATING MANUAL —tells all about 
home insulation, gives conversion tables, 

system for calculating heat loss, etc. 








The Co., Inc. 394-A_ Erie St., Huntington, Indiana 


STEHMANtsl st silMtralstsilOlistalatiOlislsteit@ltsls(silittalslsilalta 
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‘it’s a snap to install!” 


“What'd you say?” 
“T said, it’s a SNAP to install!” 
“What's a snap to install?” 


‘““AMERIVENT Double-Wall Gas Vent 
with the SNAP-LOCK joint!” 


“So, what’s that mean to me?” 


“Simply this... your labor is your 
biggest single cost, right?” 


“Right! ...every contractor 
knows that.” 


“Well... to install AMERIVENT your 
men just line up the mating ends... 
push together...and sNAP...it’s done, 
In fact, AMERIVENT is the fastest 
installing gas vent for water heaters, 
furnaces, boilers and space or 

wall heaters ...and that means 
AMERIVENT saves you M-O-N-E-Y!” 


“Sounds good.” 


“And that’s not all... UL Listed 
AMERIVENT stops condensation, fire 
hazards and ends those profit 
killing call-backs. Plus it...” 


“Stop! I’m convinced. Just tell me 
where I can buy it!” 


“That’s easy... your local AMERIVENT 
wholesaler can supply your individual 
requirements from his complete 

stock of round and oval pipe, 

fittings and accessories!” 





AMERIVENT 


A Division of American Metal Products Company, Inc 
6100 Bandini Blvd., Los Angeles 22, Calif. 











Have you heard 
“Music to Install Gas Vents By?” | 
Send for your free record today. 
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WHAT THE ASSOCIATIONS ARE DOING 





Begin Industry Improvement 
Program at Indianapolis 


INDIANAPOLIS The Heating & Air 
Conditioning Association of Indian- 
apolis reports that earlier this year a 
special committee of its board mem- 
bers met with a number of Indian- 
apolis heating dealer-contractors to 
discuss the merits of the National 
Warm Air Heating and Air Condi- 
tioning Association’s “Silver Shield 
Program.” It was decided: 

1) That the “Silver Shield Pro- 


NWAHACA 


is not applicable to the Indianapolis 


gram” as designed by 


metropolitan area. 
2) That effort should be 


made to develop a program of in- 


some 


dustry improvement and customer 
education on the merits of warm air 
heating. 

}) That the Indianapolis associa- 
tion should be the organization to 
develop, promote and control suc h a 
program and that its board of direc- 
tors should appoint an industry im- 
provement committee to develop a 
plan of action. 

Following numerous meetings. the 
committee submitted a suggested pro- 
gram to the board, which approved 
the recommendations made and pre- 
sented the program to the members. 
Objectives are: To increase profits; 
to stimulate an interest in good warm 
air heating: to distribute informa- 
tion to the public on the advantages 
of good warm air heating; to up- 


grade the standards of the industry: 


Kalamazoo Group 
Sees Nozzle Movie 


KALAMAZOO, MICH. 


sound and color film on nozzle oper- 


A 30 minute 
ation was presented at the June 
meeting of the Kalamazoo Heating & 
Air Conditioning Association. Fol- 
lowing the showing, a representative 
of Monarch Mfg. Co. answered ques- 


tions relating to service problems. 


and to standardize certain practices 
within the industry. 

The program includes a long range 
publicity campaign which has been 
initiated with the publication of a 
brochure for dissemination at home 
shows and other public gatherings. 
The brochure asks the question, “Cir- 
culate warm air and what do you 
get?” and provides the answer: “The 
most comfortable heating system 
yet.” The advantages of filtered air. 
prope! humidity, even floor-to-ceil- 
ing temperatures and adequate out- 
side air are described and are illu- 
strated with cartoon type drawings. 
Other points in the program include 
a newspaper advertising campaign 
which is now being developed and 


the hiring of an executive secretary. 


New England Fights 
Air Conditioning 
Legislation 


CAMBRIDGE, Mass. A report on 
bill 2132 calling for state legislation 
regulating piping of gas and air for 
air conditioning was presented by 
Thomas G. Connelly at a recent meet- 
ing of the Sheet Metal & Air Con- 
ditioning Contractors’ Association of 
New England. Mr. Connelly, execu- 
tive secretary of the association. 
who was present at a hearing on the 
bill, stated that the proposed ordi- 
nance contains a clause providing 
that all persons presently engaged in 
air conditioning would be permitted 
to continue doing such piping. How- 
ever, he said, house bill 2119, up for 
hearing in the near future, is said to 
contain a provision requiring that 
installers of air conditioning hold a 
master plumber’s license. The asso- 
ciation plans to oppose this bill and 
urges all air conditioning dealer-con- 
tractors in the area to join them in 
this effort. 


Act to Make 
SM Contractor 
Prime Bidder 


Syracuse, N. Y. State representa- 
tives of the International Association 
of Sheet Metal Workers met recently 
with members of the New York State 
Sheet Metal, Roofing & Air Condi- 
tioning Contractors’ Association to 
discuss the separation of sheet metal 
work from other contracts so that 
the sheet metal contractor might be 
a prime bidder instead of a subcon- 
tractor as is currently the case. Presi- 
dent William R. Nolder of the New 
York State association appointed the 
following members to serve on a com- 
mittee which will work with a com- 
mittee formed by the International 
Association: Frank J. Schneider. Buf- 
falo, (chairman); Percy Sullivan, 
Richard Millard, 
Schenectady. President Nolder and 


Clarence J. Meyer, secretary, will al- 


Binghamton: and 


so work with the two committees. 
The association’s telephone adver- 
tising committee, after analyzing the 
various headings under which mem- 
bers are listed, recommends that: 1) 
All types of sheet metal work should 
be under the heading of “Sheet Metal 
Work;” 2) All types of heating 
should be under “Heating Contrac- 
tors;” 3) All types of air condition- 
ing should be under “Air Condition- 
ing Systems;” 4) All types of insula- 
tion should be 
Contractors.” 


under “Insulation 
President Nolder has appointed the 
following members to serve on com- 
mittees: Membership George Bal- 
lard Jr. (chairman), Donald Argy, 
Asaph Hall, Nicholas Vendetti, Solon 
Sprinchorn; Safety William 
Schmitt and Richard Horst, co-chair- 
Budget 
(chairman), and 


Yellow 


Advertising 


men: Irving 
Richard 
Telephone 

Charles 
Richard 


Harry C. 


Spalty 
Millard: 
Directory 

Schmitt 

Friday ; 
Gilbert (chair- 
man), Peter Sturr, Richard Millard, 
Joseph Hopkins, Solon Sprinchorn, 
Grant Sullivan. 


Page 


(chairman) and 
Labor 
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Architect: William B. Tabler, New York, N. Y., Ductwork Fabricator: Limbach Company, Pittsburgh, Pa. General Contractors: Turner Construction Company, New York, N. Y. 


(ss) Galvanized Steel Sheets make strong, 
low-cost ductwork in the new Pittsburgh Hilton Hotel 


Ductwork for the new Hilton Hotel in Pittsburgh is being fabricated from 
USS Galvanized Steel Sheets by Limbach Company. Galvanized steel was 
specified for this job because of its strength and economy. USS Galvanized 
was selected because of its consistent high quality. Because USS Galvanized 
Steel Sheets are strong and rigid, lock joints stay tight—less soldering or 
riveting is needed. The rigidity of the steel reduces flutter and vibration and 
allows longer spans with fewer supports—this makes installation quicker 
and easier. 

USS Galvanized Steel Sheets are easy to form. Even with severe shaping, 
the zinc will not flake off the base metal because USS Galvanized Steel 
Sheets have a tight, uniform bond between zinc and base metal. 

Save money and improve the quality of your ductwork. Specify USS 
Galvanized Steel Sheets for your next job. USS Galvanized Steel Sheets are 
available from local steel service centers. USS is a registered trademark 





United States Steel Corporation - Pittsburgh 
Columbia-Geneva Steel — San Francisco 
Tennessee Coal & iron — Fairfield, Alabama 
American Steel & Wire — Cleveland 

United States Stee! Supply — Steel Service Centers 
United States Stee! Export Company 


United States Steel 





MULTIPLE UNITS PROVE BEST METHOD OF 
AIR CONDITIONING PUBLIC LIBRARY 


Humidity, dust and mildew are enemies 
of books...one of the first libraries to 
eliminate this menace is the Evansville 
Public Library and Vanderburgh County 
Public Library, Evansville, Indiana. 
Seven Stewart-Warner 7'4 HP air con- 
ditioning units were installed in this 27 
year old building. 
As shown above, the condensing units 
are located on the roof in two banks and 
connected to the cooling units placed 
throughout the building. 
The library has an open book “‘stack 
area” five stories high. The thousands 
of books kept there formerly required 
dusting every two months. Since install- 
ing Stewart-Warner air conditioning, 
dusting has been cut in half and control 
- : of humidity provides protection to books. 
7% ton Stewart-Warner air Multiple installation is better 
cooled Cooling Unit equipped controlled, more economical 
with evaporator and blower. The maximum air conditioning load 
exists only a few times a year. With a 
multiple unit system only enough units 
to handle the load at any given time will 
function—with corresponding economy 
of operation. Multiple installations ob- 
viously lend themselves more effectively SUC 
to zoning. Note refrigerant lines leading from room 
, cooling units to condensers on roof. 


Stewart-Warner Condensing Unit with 
lid tilted back. Note double fans. 


Stewart-Warner has a versatile line of air con- 

ditioning equip # for residential and com- 

mercial applications. District Sales Managers [ 

throughout the country ere engineers qualified Two cooling units, for each wing of Ducts convey cooled air to various rooms 
to help dealers design and sell air conditioning building. feed i : gle 8 n lib - 

systems. Write for details on the Stewart- £, feed into common duct system. in library. 

Warner Direct Factory Franchise. 


St] STEWART-WARNER 


Excellence HEATING AND AIR CONDITIONING DIVISION 


Dept. A-79, Lebanon, Indiana 
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NEW! from STANDARD 


the 


SERIES 
AIR-CONDITIONING REGISTERS and GRILLES 


f: 


MODEL HO MODEL VHO 





SESE eeenanas 
“see ee Sean nome 
MODEL VM 
MODEL HVM 





Standard introduces a new line of air-conditioning registers and grilles with MODULAIRE. Standard calls 
this concept “directional comfort” and it means just what it says... the right pattern and velocity of cool 
air for any given air-conditioned space. There are MODULAIRE models available with a variety of face 
bar combinations (horizontal and vertical; single and double bank) with either opposed blade dampers 
or multi-valve louvers . . . models to fit any need ... any application. Write for Standard’s new catalog! 


MODEL HO 

Single Bank Deflection 
Register with Opposed 
Blade Dampers 


MODEL VM 

Single Bank Deflection 
Register with Multi- 
Valve Louvers 





MODEL HVM 

Double Bank Deflection 
Register with Multi- 
Vaive Louvers 





MODEL VHO 

Double Bank Deflection 
Register with Opposed 
Blade Dampers 


Mail coupon for free catalogs and information on the complete STANDARD 
line of registers and grilles for all your air-conditioning, heating, and 
twe-way system needs! 


INCLUDED AMONG STANDARD'S REPRESENTATIVES: 
Lee Dewhirst Cliff Derbes Associates, Inc. H. E. Culley Les Gary 
139 N. Mead 2430 N.W. 140th Street 414 W. Main Street P.O. Box 57 
Wichita, Kansas Opalocka, Florida 


George Bolinger 
I 901 W. Vickery 
Louisville, Kentucky Gates Mills, Ohio Fort Worth, Texas 
Mike Mitchell trwin |. Platsky 
West Jefferson Street 73-35 135th Street 
Kosciusko, Mississippi Flushing C, New York 


G. R. McKenzie 
2811 Ge. 20th Street 
Birmingham, Alabama 
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STANDARD 


STAMPING & PERFORATING CO. 

3137 W. 49th Place, Chicago 372, Illinois 
Gentlemen: Please send me the following < 
[] Standard MODULAIRE air-conditioning catalog 
(] Standard Register and Grille Catalog 

Name. 
Company 
Address- 
a 


_._.__2one.__— State. 





WITH THE ASSOCIATIONS 





NHAW Endorses 
ARI Program 


Los ANGELES During the recent 


convention of the Northamerican 


Whole 


Association, the membership 


Heating & Airconditioning 
salers’ 
adopted the following resolution up- 
on the recommendation of the ait 
conditioning committee: 

“Whereas in the past there have 
been wide variations in the ratings of 
unitary air conditioning equipment 
by manufacturers, 

dnd whereas in the past failure 
of certain unitary air conditioners to 
perform in accordance with their 
published ratings has been detri- 
mental to consumers and has endan- 
vered the integrity of the unitary air 
conditioning industry, 

{nd whereas the Air-Conditioning 
& Refrigeration Institute and the Na- 
tional Warm Air Heating and Air 
Conditioning Association have joint- 
ly sponsored a program of rating, 
testing, and certification of unitary 
air conditioners, 

{nd whereas the members of the 
Northamerican Heating & Aircondi- 
tioning Wholesalers’ Association be- 
lieve that such a program can be of 
great benefit to dealer-contractors, 
consumers and the air conditioning 
industry generally, 

Therefore be it resolved that the 
members of the Northamerican Heat- 
ing & Airconditioning Wholesalers’ 
endorse the ARI pro- 


gram for certified unitary air condi- 


Association 
tioners and that manufacturers of 
unitary air conditioners be urged to 
certify their products under the ARI 


program. 


Cuyahoga Elects 
Justin President 


CLEVELAND Heicuts, O.—Gordon 
Justin has been elected president of 
Sheet Metal 


Contractors Association. Joe Knight 


the Cuyahoga County 


was elected first vice president and 


(Continued from page 88) 


Score 7 for Outstanding 
Heating System: BHCB 


Derrort “This heating installa- 


tion is approved and guaranteed by 
the Detroit Better Heating and Cool- 
ing Bureau.” This is the job site sign 
BHCB 


members at model 


used by dealer-contractor 
homes in real 
estate developments to remind the 
prospective home buyer that the heat- 
ing system is an important part of 
the house he is planning to purchase. 
The bureau advises every buyer to 
check these seven heating points: 

1) Is the heating system quiet? 
Ask for a five minute demonstration 
with the heat on. 

2) Is there at least one heating 
outlet in every room? 

3) Are the heating outlets adjust- 
able? Try them yourself. 

1) Is the 


trolled by a thermostat ? 


heating system con- 

5) Is the heating system installed 
and guaranteed by a licensed heating 
specialist? Ask to see his name and 
phone number on the BHCB certifi- 
cate of guarantee on the furnace. 

6) Does the home builder guar- 
antee the system to heat adequately ? 

7) Is the heating system readily 
convertible to year ‘round air condi- 
tioning? Ask the builder what speci- 
fic provisions have been made. 

Using this check-list, the bureau 
says, it is easy to rate any new home. 
If the score totals four points, the 
home has satisfactory heating; six 
points, good heating; seven points, 
outstanding. 

Other promotional material used 
by BHCB explains to home owners 
that the bureau stands behind every 


Ed Robinson was named second vice 
Sheftel is the 
secretary, and Bill 


president. Mannie 
groups new 
Fingerhut the new treasurer. Serving 
on the board of directors are Al 
Mintz, Jim Martin, John Merker, 
Morris Boxerbaum, Don Leavens, 
William Patterson, Dave Gore and 


Bob Howard. 


heating system installed by its mem- 


bers. Asher 9 


BHCB executive secretary, “If a con 


According to George 
sumer feels that his heating installa- 
tion is faulty, and the BHCB dealer- 
contractor has not given proper satis- 
faction, a phone call to our office will 
bring a bureau inspector to his home. 
If the inspector finds the complaint 
justified, the bureau will correct the 
situation at no cost or obligation 
to the consumer. 

“The bureau also maintains free 
service to home 
buyers and home owners who will 


prospective new 


submit heating plans or questions for 
recommendations and guidance. Bu- 
reau heating experts will advise 
whether the heating systems in ques- 
tion meet the bureau’s requirements. 
or will recommend what improve- 
ments should be made.” 


Tufts to Head 
Georgia Association 


PINE 
Tufts, Conditioned Air 


Atlanta, was 


Mountain, Ga. John R. 
Engineers, 
unanimously chosen 
president of the Sheet Metal, Roof- 
ing, Heating, Air Conditioning Con- 
tractors’ Association of Georgia by 
delegates attending the recent an- 
nual election meeting held at Pine 
Mountain, Ga. John A. 


Lance 


Lance Jr.. 
Atlanta, was 
named vice president, and Wendell 
Townsend, Townsend 


Roofing Co., 


Roofing Co., 
was reelected treasurer. Chas. W. 
Bryan Jr., the retiring president, au- 
tomatically assumed the office of past 
president. Five directors elected for 
two year terms are: Albany district 

Chas. A. Sapp, Albany Sheet 
Metal Works; Atlanta district — R. 
L. Sanders Jr., J. R. Ledbetter 
Roofing Co.; Augusta district I. 
Marvin Kelly Jr., Kelly & Stewart; 
L. D. Herndon, 


(Continued on page 96) 


Columbus district 
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New steels are 
born at 
Armco 


Look to Kitchens 
for Stainless Jobs 


When you're looking for stainless business, 
don’t overlook commercial and industrial 
kitchens. More and more of this attractive, dur- 
able metal is going inte kitchen installations. 
And getting these jobs benefits you more ways 
than one. 


First, there’s the profit from the job. Second, 


oe 


good looking stainless installations are real at- 
tention getters. Often they lead to more jobs 
and you soon build an enviable reputation work- 


ing with this special steel. 


Your Armco Distributor Can Help 


Stainless steel is easy to fabricate. But if you 


do run into a problem, just contact your nearby 





distributor of Armco Stainless Steels. He usually 





has the answer, or will gladly obtain it for you 


Here are some of the custom-built stainless items without delay. 

in the vest Nichen feciities ot the Aly Force Furthermore, from his steel service center 
Academy near Colorado Springs. Stainless Fabrica- ’ : : 
tor: Stainless Equipment Company, Denver he can provide you prompt service on the 
stainless you need in the most economical sizes 
for your purposes. If you don’t know his name, 


just fill in and mail the coupon. 


Armco Steel Corporation 
2479 Curtis Street, Middletown, Ohio 


[] Send me the name of the Armco Distributor 
nearest me 


_] We fabricate 


NAME 
POSITION 
FIRM 


STREET 


ARMCO STEEL 





(—) 


RMCG Armco Division « Sheffield Division * The National Supply Company « Armco Drainage & Metal Products, 
Ve Inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 
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“Been workin’ her hard for 14 years 
...she's as fast and accurate | 
as the day she arrived” | 





Nelole 3 


pnw. = 
jan | 












POWER SQUARING 


SHEARS 


Precision made Niagara Shears are built to cut with “Costs less to operate” 


micrometer accuracy ...and to keep cutting that way. i 
Thousands are in use, but comments are nearly There’s less to do, less to learn and less to go wrong. 
identical. Makes no difference how hard they’re Never ~—— have to worry about damaging the machine 
worked. Three shifts a day, month after month, year by forgetting to change the knife clearance. Once ant, 
after year...a Niagara Shear continues to be accurate, Niagara Shears need no further adjustment. Been 
using Niagara’s for 10 years... never had downtime 
4 ’ . ” for repairs or maintenance,” says another user. Even 
Don t have to change knife clearance after fie hard use when it becomes necessary to turn 
No adjustments needed for cutting different thick- the blades or change knives, it’s a very easy matter. 
nesses of stock ... even at the same time ... with Nothing like Niagara Shears for simplicity. 
consistently accurate, burr-free results. And much 
longer knife life! The secret is in the rigidity of FACT BOOK FOR YOU 
Niagara’s exclusive box section design. “Upped pro- Bulletin 69 is filled with customer reports 
duction 25%,” says one user, “because we have fewer on Niagara Shear performance. You'll 
adjustments to make.” value it. Write today. 






NIAGARA MACHINE & TOOL WORKS ¢ BUFFALO 11, N. Y. 





How Barber-Colman Air Distribution Products 
Help Avoid Call-backs on Air Conditioning Jobs 


Complaints such as too hot... too cold... drafty... noisy... 
can be prevented by using Uni-Flo engineered diffusers... 
the sidewall grilles that truly diffuse air 








Too hot—too cold —drafty — 
noisy. These not-uncommon com- 
plaints, which make real headaches 
out of some jobs, often can be 
avoided by closer attention to dif- 
fusers and grilles. 


This is especially true when sidewall 
diffusers are used. A sidewall diffuser 
has three basic functions to perform: 


. Diffuse the conditioned air thor- 
oughly and rapidly before it 
reaches the occupancy zone. 
Impart direction to air flow. 

. Attractively cover the duct open- 
ing in the wall. 


All sidewall grilles don’t truly dif- 
fuse the air. This can result in liter- 
ally dropping a solid mass of cold 
air onto occupants of the room. One 
way to get around this problem is 
to direct the air flow from the dif- 
fuser toward an unoccupied area of 
the room. This solution is like jump- 
ing from the frying pan into the fire 
and can lead to complaints of dis- 
comfort which invariably lead to 
further costly call-backs. 


The Answer 


Barber-Colman Uni-Flo sidewall 
diffusers provide an efficient answer 
to the problem. They provide very 
thorough aspiration. A turbulence 
is created which secures rapid warm- 


comfort chart 


} | 
| 75° ROOM TEMPERATURE 
| 


| 
| 


L 


TEMPERA 


85° ROOM 
TEMPERATURE 


MOVING AIR MINUS ROOM TEMPERATURE — °F 
| 


40 0 #0 100 120 
AVERAGE AIR VELOCITY — FRM 


comfort standards 


This chart, developed and used by our 
engineers, is a yardstick for satisfactory 
conditions of air movement and temperature 
in an occupancy zone. A line is shown for 
each average room temperature, indicating 
the minimum limit of satisfactory comfort 
conditions. Points above the line fulfill 
human comfort standards. With Barber-Col- 
man air distribution products you are assured 
of continuous system performance well within 
these standards. 
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Uni-Flo sidewall diffusers prevent drafts 
by providing uniform diffusion of air. 
Note the easy adjustability. 


up of the primary air stream. This 
keeps the cooled air above the occu- 
pancy zone for the full length of 
throw. Conditioned air literally 
“trickles” into the room. There is 
no mass of cold air to disturb human 
comfort. 


The requirements outlined in this 
quote are from Heating, Ventilat- 
ing, Air Conditioning Guide, 1958, 
chapter 30: 


“The air discharged from a wall out- 
let should not reach the occupied 
zone until the velocity has fallen to 
about 50 fpm. Therefore, the outlets 
should be located high enough for 
the air stream at the termination: of 
throw to be not less than five or six 
feet above floor level. Or, in other 
words, the drop should not be more 
than the difference between mount- 
ing height and zone of occupancy.” 


It is almost impossible to meet this 
requirement in a low-ceilinged (9 ft) 
room without the aspiration pro- 
vided by Barber-Colman Uni-Flo 
sidewall diffusers. 


Barber-Colman diffusers are de- 
signed to create air turbulence. This 
is in direct contradiction to the 
theory of using “air foil’ sections 
(which create a laminar flow tend- 
ing to defeat aspiration and to drop 
air into the occupancy zone as dis- 
cussed above). 


There is another very desirable 
feature about the Uni-Flo grille 
design. Not only does it provide 
for adjustment of horizontal flow, it 
also provides controlled adjustment 
in vertical planes. This permits you 


to direct the air past any obstacles 
in front of the grille. 


Noise Levels 


Page 7 of Barber-Colman “Grille 
Engineering Data” contains a list- 
ing of noise levels for various air 
patterns. This data enables the en- 
gineer to predict noise levels. Barber- 
Colman offers the most complete 
diffuser noise level data available, 
including the effect of dampers in 
various positions. 


Accessories 


Simple, positive, tamperproof ad- 
justment of the air volume for easy 
system balancing is provided by the 
optional Uni-Flo opposed-blade 
volume control. Its design prevents 
any shifting in the damper setting. 
Deflectrols — factory-assembled de- 
flecting vanes —- attached to the rear 
of the diffuser provide uniform dis- 
tribution across the diffuser face. 


Performance 


Performance of Barber-Colman’s 
sidewall diffusers is accurately pre- 
dictable because they are engineered 
products backed by extensive engi- 
neering data. They will meet the 
following specification: 


Sidewall and/or ceiling air distribu- 
tion grilles and diffusers will diffuse 
air uniformly throughout the con- 
ditioned space, but at no point in 
the occupancy zone will the air 
velocity exceed 30 fpm at a tempera- 
ture more than 2° F below the aver- 
age room temperature or 75 fpm at 
a temperature more than 114° F 
below the average room temperature, 


Engineering Data Catalog No. 
F-4051-2 provides all the informa- 
tion necessary for even the most 
difficult jobs. Call your loca! Barber- 
Colman Air Distribution office or 


Uni-Flo 


ENGINEERED AIR 
DISTRIBUTION 


BARBER 
COLMAN 


BaARBER-COLMAN 


COMPANY 
Dept. §, 1106 Rock Street, Rockford, ill., U.S.A. 
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Connecticut Class 
Covers Electric 
Warm Air Heating 


Almost 200 heat- 


ing dealer-contractors from all parts 


BERLIN, CONN. 


of Connecticut attended a class on 
electric warm air heating and ait 
conditioning held in the auditorium 
at the general headquarters of the 
Connecticut Light and Power Co. in 
Berlin, Conn. The discussion covered 
the design of heating and air condi- 
tioning systems to provide maximum 
comfort. The dealer-contractors were 
advised to provide for the control 
of air circulation, temperature and 
humidity in designing and installing 


heating and air conditioning systems. 


Mitchel 


ciates, Middletown, representing the 


Landau, Landau _ Asso- 
Thermo-Base Division of Gerwin In- 
dustries, discussed the physiological 
reactions of the human body to vary- 
ing conditions of indoor environ- 
ment. Other speakers covered insula- 
tion, methods of estimating and de- 
termining costs, and procedures to 
follow in designing and installing an 
electric warm air perimeter heating 
and air conditioning system. The 
present and future market for this 
type of heating and air conditioning 
was also discussed. 

The class was sponsored by the 
Connecticut’ Light and Power Co. 
and the Hartford Electric Light Co. 
in cooperation with heating and air 
conditioning wholesalers serving the 


area, 


(Continued from page 92) 


Directors Named 
For Georgia Assn. 


(Continued from page 92) 

L. D. Herndon Co.; Valdosta district 

Jas. H. Welch. The Welch Co. 
Chas. A. Barnes, Metal Fabricators. 
Atlanta, was appointed to the Atlanta 
district to fill the vacancy created by 
the election of John A. Lance to the 
vice presidency. 

Directors-at-large named by Presi- 
dent Tufts are: K. F. Dunlap Jr.. 
Dunlap Roofing & Flooring Co.. 
Macon; W. M. Jones Sr.. Augusta 
Roofing & Metal Works. Augusta: 
1. C. Mock. Modern Roofing & Metal 
Works, Augusta; Leroy Still, L. F. 
Still & Co., Atlanta; and Aaron New- 
man, Newman Bros. Sheet Metal 


Works. Savannah. 





October 


Oct. 5-7 


Nov. 2-5 


Nov. 30-Dec. 2 


bur R. 
Fifth Ave., Columbus, O. 


American Gas Association. annual 
convention. Conrad Hilton Hotel. Chicago 
C. S. Stackpole, managing 


Lexington Ave... New York 17. 


Northamerican Heating & 
Air-conditioning Wholesalers. 


vention. Chase-Plaza Hotel. 


Coming Events 


vention. Chase-Plaza Hotel. St. Louis. Mo. 
George Boeddener. managing director, 640 
Engineers Bldg., Cleveland 14. 


director, 420 


Air Conditioning and Refrigera 
tion Institute, 11th exposition. Atlantic City Jan. 
Auditorium. Atlantic City, N. 
Jones Jr.. managing director, 1346 Connec- 


ticut Ave... N. W.. Washington 6, D. C. 


J. George 5. 


tractors 


Buffalo 4. 


annual con 


St. Louis. Wil 
Bull. managing director, 1200 W. Feb. 1-4 


+1-Feb. 
Metal. Roofing & Air Conditioning Con- 


Association. annual convention. 
Hotel Stuyvesant, Buffalo, N. Y. Clarence 


J. Meyer, secretary, 567-569 Genesee St.. 


2nd Southwest Heating and Air 
Conditioning Exposition, Memorial Audi- 


1960 
January 


New York State Sheet 


February 





December 


Dec. 1-2 National Warm Air Heating and 

Air Conditioning Association, committee 
meetings. Chase-Plaza Hotel, St. Louis, Mo. 
George Boeddener, managing director, 640 
Engineers Bldg., Cleveland 14 


Dec, 3-4 National Warm Air Heating and 


Air Conditioning Association, annual con 


torium, Dallas, Tex. E. K. Stevens, exposi- 
tion manager, International Exposition Co.. 


180 Lexington Ave., New York 17. 


Feb. 1-4 American Society of Heating. Re- 

frigerating and Engi- 
Baker and 
Adolphus Hotels, Dallas. Tex. A. V. Hutch 
inson, executive secretary, 62 Worth St.. 


New York. 


Air-Conditioning 


neers, semi-annual meeting. 
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HERE'S QUALITY THAT 
WINS SALES AND PROFITS 





The HIGHEST QUALITY — The MOST COMPLETE LINES — From The Industry's FINEST Facility. 
The No. 1500 ROUND CEILING DIFFUSER The No. 2500 SQUARE CEILING Diffuser 
REALLY “The BEST For LESS’’—DESIGNED To COMPARE with Higher Priced LINES. 








No. 1500 U.S. ROUND CEILING DIFFUSER No. 2500 U.S. SQUARE CEILING DIFFUSER 


Both No. 1500 Round and No. 2500 U.S. Square CEILING DIFFUSERS May be Equipped with the Smoothest 
and Most PERFECT Knob-Operated Bi-Valve Damper—An Original U.S. FEATURE. 








CEEEGEGLULUAEATENEN TARDE Ade 
COREOROR DAG ESEDON AEDT Naan 
PURUERRETTEEOE COONS TERT R TE 


LILEQ CRPEEOEEUEEETEOTOT Te 





No. 256 U.S. A-C REGISTER A-C REGISTER 


Perfect Directional Control Efficiency with Economy 

Right from the start, No. 256 U.S. Air Conditioning 
Registers have led the field of muitiple valve A.C. Reg- 
isters. They provide complete, positive 4-way air flow con- 
trol for heating and cooling installations. A SUPERB QUAL- 
ITY UNEQUALLED by Any Other Lines With Balancing Set- 
Lock Attachment. 


The heating and cooling needs of many rooms can 
often be served ideally—and at rock bottom cost—with 
No. 153 U.S. A-C Registers. The TRIM, NEAT Design pro- 
vides Maximum Free Area—BLENDS nicely into room fur- 
nishings. COMPARE with ANY OTHER LINES With Balancing 
Set-Lock Attachment. 


Be ALERT to IMPORTANT NEWS to Follow on No. 1000 U.S. BASE DIFFUSERS. 


Write for Your 1959 Catalag 


(WILL BE READY SOON) 
—” ie 


UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS city ° ALBANY 
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Crescent Aviation Snips offer many design 
and utility features. Tapered alloy steel blades 


Cc Ke ee sy Cc & me T have extraordinary hardness and toughness. 


Their keenly ground edges, with machine ser- 


rations, can be factory reground. Compound 

AN 5 AT a o ba leverage produces tremendous shearing power 

with ordinary handle pressure. Three patterns: 

Ss we 4 PrP s V19S, straight cut; VI9L, left-hand which 

cuts to the right; and V19R, right-hand which 

cuts to the left. All have burnished blades and 
parkerized handles. 





© Improved design ...exclusively Crescent. Note these important features: 
? Blade serrations are machine ground. 
Alloy steel blades...stay sharp longer. 
All bolts have self-locking nuts. 
Latch mounted flush...out of the way. 


Comfortable, man-size handles. 








Compound leverage assures easy cutting. 6, 
Streamlined shape...won’t snag metal being cut. ae 


. . : Neoprene insulating 
Smooth, burnished head with slim, tapered blades. aerate ane abate ts band’, 
Tough... resistant to oil and acids. 











CRESCENT and CRESTOLOY 
TOOLS are sold by hardware 
dealers and industrial distribu- 
tors everywhere. Look for the 
bright yellow Crescent Display 
panels and select from one of 
the world’s greatest assortments 


of quality hand tools. 
__ ‘ZZ 
CRESCENT TOOLS ~~ 





Sign of lhe brtisan 
Synibot “if Cuccllence 


Crescent is ovr trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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from WATERBURY 


ANOTHER SALES 
AND PROFIT BUILDER 


MODEL 30L 


OIL-FIRED 
84,000 BTU and 112,000 BTU 


NEW 30L offers quality features packed 
with sales power, featuring smooth, 
streamlined design with new small 
radius corners and new Waterbury 
“‘Sea-Green’”’ color. 


EFFICIENT— Famous ‘“TIME-PROVED”’ 
design of Waterbury’s ‘‘WRapP- 
AROUND” radiator and body has more 
heating surface for quiet and efficient 
operation. 


GUARANTEED—10 Year Guarantee on 
Heat Exchanger gives you additional 
sales power—you sell guaranteed 
quality. Underwriters’ Listed. 





QUIET OPERATION—Light-weight soft 
brick Combustion Chamber assures 
<lo) mn mel-teh7 quiet and efficient operation. 


COMPACT RESIGN—Shipped assembled 
—only 23” wide—46” high—40” long. 


NEW BURNER—New Oil Burner especially 


Get full details from designed for this series is precision- 


. a made for quiet, dependable perform- 
your Waterbury Distributor — ance—trouble-free operation. 


Oo 
sa 
WORLD Famous 


Waterbury The Waterman-Waterbury Company MINNEAPOLIS 13, MINNESOTA 


we “SYMBOL OF QUALITY” 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 


information which is available, see this 


Stainless Steel Humidifier 


“VAPORITE” model 999 stainless steel humidifier which 


operates on water level principle—Automatic Humidi- 
fier Co., Dept. AA, \9th & Main Sts., Cedar Falls, La. 


Re-engineered unit is designed to resist corrosion. Hu- 
midifier has improved diaphragm seat and is adjust- 
able to water pressure level. Full-length non-breakable 
evaporating plates are optional. Unit has also been 


restyled in modern lines. 


Rooftop Year ’Round Units 


PACKAGED YEAR “ROUND air conditioners in two sizes, 
designed for installation on roofs of one-story build- 
ings—Carrier Corp., Dept. AA, Carrier Pkwy., Syra- 


cuse 1. N.Y. Units heat with gas. cool with electricity. 


Two sizes are offered: 200.000 and 250,000 Btu input 
furnaces, and approximately 7144 and 10 ton cooling 
units, respectively. Each unit is set over an opening in 
ceiling and fitted to diffuser. Unit draws return air up 
through center of diffuser and discharges conditioned 
air down and out the sides. Damper controls mixture 
of outside air. Single gas, electric and thermostat con 
nections are used. Units can be installed near greatest 


heating-cooling load areas. 


Under-Eave Vent 


“COLORWELD” CONTINUOUS undereave vent in 8 and 


12 ft lengths from 0.025 in. baked enameled aluminum 


100 


month’s New Literature department 


Reynolds Aluminum Supply Co., Dept. AA, 573 W. 


Peachtree St., N.E., Atlanta, Ga. Vent fits 21% in. wide 


opening and is perforated, primed and ready for paint- 
ing. Unit is designed to present more finished appear- 


ance than ordinary screen wire, 


Type K Gutter Machine 


CONTINUOUS GUTTER machine for type K gutters 
Welty-Way Products, Inc., Dept. AA, 714 First Ave., 
V.W., Cedar Rapids, la. Unit makes any length gutter 


at a speed of 25 fpm in 24 ga, and 35 fpm in 26 ga 
aluminum, copper, galvanized or stainless steel. Unit 
can be mounted on pickup truck or trailer. Capacity is 


1) ga. Unit is 14 in. high, 1516 in. wide, 8 ft long 


including feed table, weighs 825 lb. A 34 hp single 


phase, 110-120-y motor drives the machine. 


Dry Type Air Filter 


“FiLTR-AIRE” permanent, dry type air filter with plas 
tic coated hair filtering media—Peden Equipment Co., 


Dept. AA, 4512 Mt. Vernon, Houston, Tex. Fire-resist- 
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“That's right. 
It's the new 


Mutti-vent TROFFER 


"You mean you get The air diffuser 
both air and light : is completely concealed 


CCPC EEE ES 


from the same unit?” : : in the flush light fixture!” 


eeeesesececee® 


There’s more to the new Muyati-vent Trorcer 


than meets the eye! 


It combines a great advance in gently diffused, 
draft-free air conditioning, with modern, highly efficient 
lighting at a substantial savings in cost! 


Complete concealment of the air diffuser within the 
handsome light fixture means freedom for the architect to 
design clean, uncluttered ceilings, greatly simplified 
mechanical planning for the engineer and... 

for the contractor . . . faster, easier field installation. 


Write for detailed literature and the name of the 
representative in your area. 


multi-vent 


DIVISION OF 
THE PYLE-NATIONAL COMPANY 


1369 N. Kostner Avenue, Chicago 51, Illinois 
WHERE QUALITY IS TRADITIONAL 
SALES AND ENGINEERING REPRESENTATIVES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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SHAFT PROTECTION—new gun-metal-like 
treatment of shaft resists rust so that the 
blower is always easy to remove. 


a, . = 
FAST ROTATION CHANGE (simply reverse 
plug-in lead connectors “A” and “B" to change 
rotation) minimizes service stocks needed. 


HOW GENERAL ELECTRIC 
OIL BURNER MOTORS 
SAVE YOU MONEY: 


“AIR-WALL” DESIGN transmits heat swiftly 
yet stops entry of dirt. Trip-outs are rare 
even in hot, cramped quarters. 


OLD STYLE G-E FORM G 
MOTOR MOTOR 
4-YEAR LUBRICATION practically eliminates 


reoiling nuisance. 50% more oil, effective 
retention system mean long life. 


General Electric’s oil burner motor 
offers you these outstanding ad- 
vantages: 


CUTS NUISANCE SERVICE CALLS. 
Exclusive ‘‘air-wall’’ design trans- 
mits heat swiftly, greatly reducing 
trip-outs which require time-con- 
suming service calls. An invisible 
“air-wall”’ stops entry of dirt. Motor 
meets all Underwriters’ Laboratory 
requirements for totally enclosed de- 
signs. Four-year normal lubrication 
life also helps to eliminate many 
nuisance calls for routine reoiling. 


CUT INVENTORY IN HALF. Inter- 
changeable rotation of G-E oil 
burner motors greatly reduces the 
service stocks you require. 


CUT INSTALLATION COSTS. The 
G-E oil burner motor is over 50% 
lighter than older designs, permits 
easier handling and installation even 
in tight places. 


LASTS LONGER. General Electric’s 
famous wear-resistant switch, long- 
life lubrication, plus moisture resist- 
ant insulation system mean long, 
dependable life, fewer call-backs, 
more satisfied customers. 


All these money-saving features 
are yours when you specify “G-E 
motors’’ on the oil burners you buy. 
They’re also ideal for replacement 
purposes. For more information, 
write Section 702-96, General Elec- 
tric Company, Schenectady 5, N. Y. 


Progress /s Our Most /mportant Prodvet 


GENERAL @@ ELECTRIC 
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Norman Classroom-Packaged System 


HEATS AND VENTILATES 
with TRIPLE Economy 


SCHO 
at 
« Np 














T SCHOOL 
RY G. HOGSET 
DANVILLE, KENTUCKY 


Building Gross ATST ‘999 square Feet 


Total Building oan per Square Foot 


d Ventilating yore Foot 


Heating - tila square 
= swether, Marye & Associates 
iwe Fe 


T 
ARCHITECT : Leatagren. Kentucky 


FITS ANY PLAN 


Versatile Norman Schoolroom Heating and Ventilating 
Systems answer the needs of classrooms large or small. 
85,000 or 100,000 BTU/hr inputs are available. Util-i- 
Duct Bookshelf Sections add work surface and storage 
space; then Wall-i-Duct Sections save room space. 


“Normane 


PRODUCTS COMPANY *% 


GQ™E 4 Lerman | 


‘ 
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ECONOMY OF INSTALLATION 


Pre-wired, partially assembled Norman Heat- 
ing and Ventilating Systems are quickly in- 
stalled room by room. In new schools, like the 
Mary G. Hogsett school, Norman Systems elim- 
inate expensive boiler rooms, chimneys and tun- 
nels. The $0.876 figure is typical of the low 
installation costs being realized across the na- 
tion. Norman economy grows with the school 

. individual classroom systems are added 
as required without costly revamping of central 
system. 


ECONOMY OF OPERATION 


Norman Schoolroom Heating and Ventilating 
System: 
Maintains uniform temperature without 
wasting fuel 
Supplies heat only when needed . 
lates automatically 
Each classroom’s comfort needs are answered 
accurately, independently of other rooms. 


.. venti- 


ECONOMY OF MAINTENANCE 


Long trouble-free service is assured by sturdy 
construction, finest materials and latest A.G.A. 
approved controls — standard to the industry. 


NORMAN PRODUCTS CO. 

1164 Chesapeake Ave., Columbus 12, Ohio 

We want to learn more about Norman Products for School 
Comfort. Please send complete information to: 


NAME 








COMPANY NAME 
ADDRESS 








CITY. ZONE__STATE 
See Sweet's Arch, File JOh/No, American Sch. and Univ. Annvel C-1/Ne 
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ant filters can be cleaned by water washing. Controlled 
plastic coatings are said to produce progressive filter 
loadings which result in longer effective filtration with- 
out substantial reduction of air flow. One-piece alumi- 
num frame with expanded copper-bearing galvanized 
metal lath holds media in place. Standard sizes are 
available in 14, | and 2 in. thicknesses. 


Small Capacity Oil Burner 


“VENTRES” small capacity heating oil burner, designed 
to fill need for reduction in size of fuel oil burners re- 
quired to heat the average home. Unit employs air 
atomization and vaporization of oil in fuel-rich atmos- 
phere with controlled quantities of secondary air ad- 
mitted at fixed points along combustion path. Atom- 


ized fuel passes through horizontal open tube in line 


wih primary air and fuel inlet port. Oil is vaporized 
by heat reflected from walls of tube and by contact 
with recirculating stream of hot gases. Vaporization 
or gasification is completed before fuel contacts inside 


combustor surfaces, and carbonization is avoided. 


High voltage ignition electrodes ignite fuel, keep spark 


on long enough to produce stable flame. Combustion 
efficiency tests show CO, readings of 12 to 14 percent 
at zero smoke chart comparison with variety of fuels. 
Other tests show no carbon deposits on firing surfaces 
and no signs of heat distortion or deterioration on 
metal combustor parts. Combustion volume is 0.33 cu 
ft; satisfactory permormance is obtained at firing rates 
from 0.1 to 0.35 gph. Burner is still in development 


stage. 


Blower-Evaporator Coil 


“HEATWAVE” AIR HANDLING units for summer air con- 
ditioning, in five sizes—Southwest Mfg. Co., Dept. AA, 


10 N. Elliott Ave., Aurora, Mo. Blower-evaporator coil 
combination operates with company’s remote air 
cooled condensers ranging from approximately 2 to 
71% tons. Fully insulated cabinet can be suspended for 


applications where air is taken directly from room and 
discharged through adjustable diffusing grilles or in- 
stalled in conventional duct systems. 


Gas-Fired Makeup Air Units 


LINE OF DIRECT FIRED intake units for supplying tem- 
pered outside air to replace air removed by industrial 
exhaust systems—//artzell Propeller Fan Co., Div. of 
Castle Hills Corp., Dept. AA, 1025 Roosevelt Ave.. 
Piqua, O. Natural or propane gas is burned in line-of- 
Hame burner directly in entering air stream; products 


of combustion are mixed with large volumes of fresh 


air. Basic models are rated at 2, 4 and 6 million Btuh 
with air volumes of 25,000, 50,000 and 75,000 cfm. 
Units can be installed on roof or in wall opening. Pro- 
peller fan is mounted in air stream; vaneaxial, tube- 
axial or centrifugal fans for external mounting are 
available. Rain shield, filter housing with permanent 


filters and motor-operated shutters are included. 


Hack Saw Blades 


“Hi-Speep” and standard hack saw blades in 10 or 12 
in. lengths with 18, 24 or 32 teeth per in.—Tyler Mfg. 
Co., Inc., Dept. AA, 1005 W. Arbor Vitae Ave., Ingle- 
wood 2, Calif. Blades are made of tempered tungsten 
alloy steel and are said to cut most materials. Blades 
are packaged 100 to a box. 
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60 TONS OF EXPOSED DUCT WORK: 


Acid test for noted contractor and Wiss Snips 


Frank J. Townsend of Mt. Vernon, N.Y. 
wins wide acclaim on new department store. 


Now nearing completion in North Yonkers, N. Y. is a 
new S. Klein department store which utilizes 60 tons 
of exposed duct work installed and fabricated by Frank 
J. Townsend. 

If ever there were an acid test of a sheet metal con- 
tractor, this it it. Moreover, it is an equally acid test of 
the Wiss Snips on which Townsend’s twelve installers 
rely. Notching must be perfect. Cuts must be absolutely 
precise. The slightest mistake or recut would stand out 
like a sore thumb. 

But using Wiss Snips, The Townsend craftsmen have 
performed a job that is nothing short of a hallmark in 
the heating and air-conditioning field—a job which at- 
tracted wide attention and great compliments even 
before its completion. 

Says Mr. Townsend: “We're naturally proud of this 
favorable attention and we want to see that Wiss Snips 
receive their share of the credit. Their prolonged accu- 
racy and speed of cutting never ceases to amaze me. 
There’s no question that the quality of Wiss Snips has 
added to the quality of our work.” 

Not only for quality but also for long-range economy, 
Wiss Snips have no equal. They cost only a few cents 
per year of usage, are made in every model and style 
your work may require. Order from your industrial 


jobber. 
A 


\¥ 


Inlaid & Metal-Masier & Solid-Steel 


WISS INLAID BLADE SNIPS cut with lasting sharpness, tre- 
mendous power. High carbon crucible steel blades, welded 
to hot drop-forged frames. Complete range of sizes, 1142” 
to 17”. Models: straight cutting, circular cutting, curved 
blades, and bulldog notching. 


WISS METAL-MASTER AVIATION SNIPS, with amazing 
compound action, cut with half the effort required by con- 
ventional snips! They are preferred by many for their com- 
pact size, and ability to make intricate cuts. Left, right and 
straight cutting models, only 10” long, cut 18 gauge metal. 
Bulldog combination model, 948” long, cuts 16 gauge stain- 
less steel! 


WISS SOLID STEEL SNIPS, made from a special grade of 
solid tool steel, are available in straight cutting, circular 
cutting and bulldog models from 7” to 16”. Priced slightly 
lower than inlaid snips. 

WM/ I baad } =—¥8 . . . Made by Metal Craftsmen for use by Metal Craftsmen 
J. WISS &2 SONS CO., NEWARK 7, N. J. 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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Gas, Oil Furnaces 


Series MY gas- and oil-fired furnaces 
in highboy, lowboy, counterflow and 
horizontal models—Heating and Air 
Conditioning Div., Stewart-Warner 
Corp., Dept. AA, Lebanon, Ind. Gas- 
fired models are rated at 105,000 


Btuh input; oil-fired units are rated 
at 100,000 Btuh output. Designed to 
save space, units feature heavy steel 
accordion type heat exchangers. Engi- 
neered to accommodate add-on air 
conditioning, units match company’s 
evaporator coil and casing assemblies 
and remote condensing units. Con- 


trols are fully automatic. 


Electronic Air Cleaner 


PORTABLE plug-in electronic air 


cleaner with built-in two-speed mo- 


Imagine 
the sweetness 
of air in a breezy 
summer meadow. Think 
of air just as clean and pure in 
a home. Install Dust-magnets. For 
air conditioners and furnaces, Dust-magnet 
filters trap particles as small as 4/10ths of 
a micron. They're electrostatic, permanent 
. .. when dust-laden simply rinse clean and a product of 
replace in unit. No messy oil coatings. As STODDARD 
you live and breathe ...install Dust-magnets! © INDUSTRIES 


DUST; magnet filters 


1545 Kingsbury Street « Chicago 22, Ill. 


torized fan—Electro-air Cleaner Co.., 


Inc., Dept. RS-AA, Olivia and Sproul 
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LIMA DIFFUSERS LET YOU HEAR tte kitten’s 


purr! Heavy-duty welded construction of Lima products keeps them 
whistle-free at highest air velocities. Really rigid, rugged and rattle- 
proof. Only thing you'll hear is loud praise for your whisper-quiet 
Lima installation. Cost? Not a penny higher! Send for latest Lima 
catalog of Registers, Diffusers and Grilles. 


C 
PUT LIMA QUALITY IN HEATING-COOLING JOBS (72/4 REGISTER CO., LIMA, OHIO 





HEATING... 
FOR 
COOLING... 


install America’s 


Best Selling FIBRE DUCT! 


b Mas 
meee 1°), Letae. 
ey. SONOAIRDUCT « 
Sao FIBRE DUCT 


Dick & Kirkman, 
mechanical contractors 


mere 


Let the original fibre duct-—SONOAIRDUCT-—help you 
save time, labor and money on slab perimeter heating or 
combination heating and cooling systems. Initial cost is 
low and installation is fast because the lightweight, long 
lengths are easy to handle and level. 

Available in 23 sizes—2” to 36” I.D., in standard shipping 
lengths of 18’. Special sizes, to order. Can be cut to exact 
lengths with hand saw. SONOAIRDUCT meets and ex- 
ceeds F.H.A. criteria and test requirements for products 
in this category. Free installation manual sent on request. 
See our catalog in Sweet's. 


For complete information and prices, write—. 


@ HARTSVILLE, S. C. 

® LA PUENTE, CALIF. 

e MONTCLAIR, N. J. 
Construction Products 


* AKRON, INDIANA 
* LONGVIEW, TEXAS 
* ATLANTA, GA. 


* BRANTFORD, ONT. 
SONOCO PRODUCTS COMPANY aa * MEXICO, D. F. 
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Sts., McKees Rocks, Pa. Air handling 
capacity is 225 cfm at 90 percent ef- 
ficiency, the company reports. Unit 
is designed for use in homes and 
apartments, conference rooms, pri- 
vate offices and other places where 
dirt and cigarette smoke are prob- 
lems. 


Notching, Bending Press 


Mopet 610 press which performs 
notching and cutting operations— 
W. A. Whitney Mfg. Co., Dept. AA, 
636 Race St., Rockford, Ill. Unit is 
available with 114 hp motor for op- 
eration at seven strokes per minute 
or with 3 hp motor operating at 12 


strokes per minute. Work can be 
notched at one side of unit, then 
moved to opposite side for bending. 
Units notch and bend 4 X 4 X | 
in. angle iron, cope 5144 X 5144 K 4 
in. in corner of flat sheet or angle 
iron. Gages are furnished. Unit is 
2014 X 21 X 31 in., weighs 500 Ib 


without power unit. 


Roof Ventilators 


MusHrooM Type L-CRF power roof 
ventilators with capacities increased 
from 6970 to 11,000 cfm—Ilg Elec- 
tric Ventilating Co., Dept. AA, 2850 
V. Pulaski Rd., Chicago 41. Designed 
for high capacity duct and flue ex- 
haust applications, units have weath- 
ertight housings of heavy gage spun 


steel and aluminum roofs. Fan is 
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BURNERS LIKE THESE 
MAKE IT EASY TO SELL 
FRASER-JOHNSTON... 
THE VALUE LINE* 


Die-formed, precision-built burner 
FRASER-JOHNSTON furnace 


Thin walls present low mas 
temperatures low — 400° F. Permanent 


burners are the positive, self-cleaning, non-lint 
Fast, quiet, even ignition results from i 
| 


double-slot crossove1 | irge port are 
gives low flame.and secondary cone —no high fl 
to impinge on heat exchange 


t 


user benent 


Od Wevacremcb elem osttohmelectomollaemenere lita’ 
give extra salability to FRASER-JOHNSTON 
air conditioning furnace 


AYO ph cem co) merc tect Corcamn oyu (Goce bole Mell ieuloleice) mele) se)marnelial 


Troser-JSohnston 1900-17th Street * San Francisco, California 
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WAV 
WANA 


From manufacture to production 
line consumption, speed is the key 
word at Southern Screw. Large and 
small volume users of screws know 
they can rely on Southern Screws 
to do any fastening job fast, 
agate Southern Screws are built 
or speed, with speed, and by 
ssocialals who know what speed 
means in the profit-and-loss 
columns. 


lf time-and-money-saving speed is 
the key word in your operation, be 
sure your next order goes to 
Southern Screw Company, Box 
1360, Statesville, North Carolina. 
Write today for current Stock List. 


Machine Screws & Nuts @ Wood Screws 

@ Tapping Screws @ Stove Bolts ® 

Drive Screws @ Hanger Bolts @ Carriage 
Bolts ® Dowel Screws 


Manufacturing and Main Stock 
in Statesville, North Carolina 


Warehouses: 
New York @ Chicago @ Dallas @ Los Angeles 


ScuEw COMPANY 
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airfoil type; fan drive is direct con- 
nected, fan motor is permanently lu- 
bricated. Pressure type self-cooling 
of motor and motor compartment 
protects motor against heat buildup 
from sun end hot exhaust air, the 
company reports. 


Oil-Fired Furnaces 


O1-FiRED highboy furnaces in four 
sizes from 84,000 to 140,000 Btu and 
counterflow units rated at 84,000, 


95.000, and 112.000 Btu—American- 


Standard Air Conditioning Div., 
Dept. AA, 40 W. 40th St., New York 
18. Units are engineered for compact 
size, and incorporate pre-wired cen- 
tral control station to which primary 
combustion control and blower-and- 
limit control are connected. 


Dry-Media Air Filters 


LINE OF AIR filters for medical, home, 
industrial and hospital use, said to 


trap and kill germs—Fram Corp., 


Dept. AA, Providence 16, R. I. 








(Maamonte 


OIL - FIRED 
HOT WATER 
HEATERS 


COPPER LINED Heaters 
Guaranteed 


15 YEARS 


GLASS LINED Heaters 
Guaranteed 


10 YEARS 














Gallons Storage 


All with Hi-Recovery features. Other 
sizes up to 270 Gals. per hr. recovery. 


HI-TEST 


GALVANIZED 


(A.S.M.E. Labeled) 


Hi-Test — Glass Lined 


125 gals. to 650 gals. 
per hour recovery 


Same Day Shipments 


From Warehouse Stocks 








a PpROOUCT OF 


QUIET AUTOMATIC 
BURNER CORP. 


33-35 Bloomfield Avenue 
Newark 4, N. J. 

LTIMORE 

rE ON 


Mi, FLA 
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DISTINCTIVE CONCEPTS in roofing 
with FOLLANSBEE TERNE 





The striking roof effects that can be created with 
Follansbee Terne give any house a distinctive beauty 
not possible with ordinary roofing materials. 
Follansbee Terne is metal roofing at its best—used by 
architects because it gives them freedom of design and 
an opportunity to make the roof an important part of 
the exterior effect—used by sheet metal contractors 
because it is easy to work with and forms a perfect 
soldered joint. 





Builders recognize the outstanding sales features of a 
Follansbee Terne roof immediately. In addition to 
its beauty, a Terne roof will last a lifetime. It can be 
painted any color, any time; when painted white or a 
light color, a Terne roof will reflect most of the sun’s 
heat. 


There are other facts about Follansbee Terne that we 
would like to tell you about. Why not write for 
them today? 


FOLLANSBEE STEEL CORPORATION 


Follansbee, West Virginia 
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“WAR 


Here’s the 


of the NEW NARROW 


LOOK in WARM 
AIR HEATING 


The Exclusive Tuck-Aire 
Single-Point Suspension 
Fleating Heat Exchanger 
Fixed firmly at only 
one point to the heat- 
ing element front, 
the Tuck-Aire heat 
exchanger assures: 
uiet Operation 
nger Furnace Life 
And... 
Unique contour desi 
combined with the 
tented “Fuel Miser” 
secondary heat ex- 
changer) produces 
ew Economy of 
Operation! 


ART” 
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Germicidal efficiency is permanent. 
Dry filtering media consists of syn- 
thetic fibers bonded together into a 
maze. Treated cellulose acetate ma- 
terial is odorless, white, non-splinter- 
ing and non-irritating. Three hundred 
different models and sizes have been 
produced for furnaces and air condi- 
tioners. 


Weathervane Cupola 


“Sun-Bow” aluminum cupola with 
precut parts to fit any roof slope; 
and rooster, horse, sailboat or anchor 


weathervanes—Garland Mjg. Co., 
Dept. AA, 10533 Gratiot Ave., De- 
troit 13. Designed to permit free air 
flow, unit is 31 in. high, 24 in. 
square. Knocked down unit is com- 
plete with molding parts and screws 
for assembly and installation. All 
finishes are baked enamel. Dome is 
copper colored; body is white. 


as box and pan brake by arranging 
box fingers in proper combinations; 
bar folder or standard folding brake 
with all box fingers in position; radi- 
us former by moving finger mount 
bar up to 1 in. back from center 
line; and open-end former by install- 
ing accessory in place in box fingers 

O’Neil-Irwin Mfg. Co., Dept. AA, 
501 Eighth Ave., Lake City, Minn. 
Undereut box fingers and 1 in. 
clearance through top opening enable 
forming of up to 16 ga mild sheet 
steel. Minimum bending angle in one 
operation is 135 deg. Bends can be 
made 14, in. apart. 


Diamond-Bit Drills 


“DyMoDriLL” heavy duty hand-held 
and mounted electric drills with vari- 
ety of sizes of hole and core drilling 
“DymoBit” diamond bits, designed 


for drilling in reinforced concrete, 


stone, masonry, glazed tile, terrazzo, 
ceramic and glass—Milwaukee Elec- 
tric Tool Corp., Dept. AA, 5352 W. 
State St., Milwaukee 8. “DymoRig” 
portable unit is also offered. Rig- 
mounted drills can be ixterchanged 
quickly. “Safe” and “danger” grad- 
uated ammeter protects against over- 
load and indicates proper drilling 
speed and pressure. Constant water 


flow flushes cuttings and holds down 


* temperatures. Rigs can be mounted 
‘ on floor or wall. Bit sleeves are double 
Write today for full information plated and smoothly finished. 


specifications. 


-tuck-aire 


FURNACE COMPANY 
2045 Evans Avenue ® Sen Francisco, Calif. 


Duct Strap Hanger 


CORRUGATED DUCT strap hanger de- 
signed for increased rigidity—Maur- 
lee Co., Inc., Dept. AA, South Ever- 
green Ave., Woodbury Heights, N. J. 


Finger Brake 





“D1-Acro” box finger brake with 24 


in. forming width designed to serve 
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COLT S.R. Series Ventilator 
(natural gravity 
—for any type roof) 


more 
and more 


Nationally —_— 
names —— 


a of 
a" 


ae 


a 


Bank ae 12 Colt * ‘SRC /3080” Ventilators installed for Minneapolis-Honeywell' 
Regulator Co., Appliance Controls Division, Gardena, California: , 


Accessory Product Company Empire Steel Buildings Co., Engineers and Builders, Los Angeles.| 


American Licorice Co. 

Cannon Electric Co. 

Continental Airlines, Inc. 

Desert Ceramics Corporation 
Fairchild Semi-Conductor Corp. 
Glenn of California 

Golden Citrus Juices, Incorporated 
Harvey Aluminum 

Kaiser Aluminum and Chemical Corp. 
Lebanite Products Company 

L, A, Stamp & Stationery Co. 
Millrich Engineering Corporation 
New England Lead Burning Corp. 
North American Aviation, Inc. 
Pacific Steel Casting Co. 

Pioneer Diecasters, Inc. 

Pioneer Electronics Corporation 
Precision Grinding Co 

Rohr Aircraft 

Union Hardware and Metal Company 
Zandt Carpet Co. 


Manufacturers across the nation are discovering the 
advantages of moving air and exhausting excess heat 
from their plants the economical and efficient COLT 
way. The revolutionary new COLT SR Series of 
natural draft ventilators produces maximum positive 
extraction of excess heat and stale air. This new 
extra high performance ventilator was developed 
by COLT to meet the problem of extremes in climate. 
COLT will save you real money. Send coupon 
today for complete detailed information. 


WIDE RANGE OF VENTILATORS TO 


AMERICAN ARTISAN, 


@ PROVED! 45,000 installations throughout the world. 
Improved employee comfort and morale in 
plants means increased production. 


© LOWER! COLT’S low profile in keeping with 
modern architectural standards, blends with the 
attractive silhouette of newer industrial buildings. 


© LIGHTER! All aluminum construction. 
Can be installed in any type of factory roof 
without additional bracing. 


COLT 


VENTILATION OF AMERICA, INC. 
4652 Hollywood Blvd. e Los Angeles 27, California 
NOrmandy 2-118] 


Southern California ee 
Reliable Steel Supply C 
740 East 111th Place 
Les Angeles 59, Calif. 
Plymouth 6-8111 


Jury 1959 


SUIT EVERY NEED—IN STOCK NOW 


AG SEND COUPON TODAY FOR FREE LITERATURE Ga 
Please send, without obligation, items checked: 
0 New, revised TECHNICAL MANUAL 
describing the Colt System. 
O “Some Aspects of Fire Prevention in 
Industrial Buildings”, by M. J. Reaney. 
NAME 


A.A. 





COMPANY 





ADDRESS 





CITY 





ZONE ——— STATE 
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equipment developments installation in confined crawl spaces and top service 
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access to burner. Unit has insulated jacket, the com- 
pany reports. 

Unit adjusts to any spacing between joists and any 

size joists, the company reports. 

Air Flow Balancer 


“Jet Room BALANCER” device to increase air flow in 
Oil-Fired Floor Furnace ducts to hard-to-heat rooms—Viking Air Products 
Mopev C85-FB redesigned oil-fired floor furnace rated Div., National-U. S. Radiator Corp., Dept. AA, 5601 
at 85,000 Btu output—General Automatic Products Walworth Ave., Cleveland 2, O. Unit has two-speed 


blower to speed up only a portion of the air in the 


duct, to increase flow to remote rooms, provide heat 
for infrequently-used areas, provide extra cooling de- 
livery through heating ducts, etc. Flexible ducts are 
cut into duct run on each side of the unit and secured 
with adaptors. Blower pulls air through unit from up- 
stream side, discharges it at greater velocity down- 
stream. No rebalancing of system is necessary, accord- 
Corp., Dept. AA, 2300 Sinclair Lane, Baltimore 13, 
Md. Overall depth from top of floor to bottom of unit adaptors fit all round or rectangular ducts from 4 in. 
is 30 in.; depth below joist is 1614 in. Design permits to8 X 8 in. 


ing to the manufacturer. Unit is attached to joists; 


Cincinnati Elbows 
really get around 


IM 5 
nae To “cut corners” on tricky installations, specify 
rR. Cincinnati Elbows, for quick, trouble-free connec- 
tions. Shaped and tapered on fully automatic 
machinery, Cincinnati Elbows fit together per- 
fectly, even on complicated jobs. Once in- 
stalled, they look better and last longer, for 
they’re hot-dipped after formation to give you 
a smooth, rust-resistant finish. So, next time 
specify Cincinnati Elbows. There’s a wide 
choice of sizes, angles and gauges in copper, 
aluminum, stainless or galvanized steel. For posi- 

tive uniformity ask for Cincinnati Elbows. 


-r 


. yynnett 


) 
) 





\ 
CINCINNATI ELBOW CoO. 


4730 Madison Road « Cincinnati 27, Ohio 
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Stitching cuts 
duct insulation costs 80% 


On-the-job photos show how Bostitch stitcher cuts time, improves results 


1. Men cut glass fiber insulation to size. Two-man crew handles 


2. Bostitch S25C Stitcher fastens insulation to sheets of duct 
insulating job with ease. 


metal. Stitches of #18-290 wire with %” crown are driven 
through tinsmith’s roofing buttons, insulation, and metal of 
26, 24, 22 or 20 gauge. 25” stitcher throat takes sheets up 
to 4 feet wide. Four stitches are driven to every square foot. 


Cementing, riveting, bolting, spot welding, 
clips — which do you use? Let us show you 
how Bostitch metal stitching may cut your fas- 
tening costs from 50% to 90%. A Bostitch 
Economy Man — one of 350 working out of 
123 U. S. and Canadian cities — will show you 
how to save time and money on your fasten- 
ing jobs. He’s listed under “Bostitch” in your 
telephone directory. Or, you can send in 


3. Finished ducts with stitched insulation yield cost saving of the coupon below. 
80% compared to ducts with cemented insulation. And there 
is the extra safeguard of positively secure fastening. Unlike 
cement, metal stitches are as durable as the materials fastened. 
Age, temperature changes, climate and chemical action do 


not affect the holding power of Bostitch stitches. 


Bostitch, 947 Briggs Drive, East Greenwich, Rhode Island 


Please have an Economy Man call on me. 
Please send me information on fastening sheet metal. 


Fasten it better and faster with 


jabba 


We presently use (please check) 
| Riveting [_] Spot Welding [_] Crimping [_] Cementing 


a 


Company 
Address 


-------------------4 
ee ee 
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Power Squaring Shear 


“Pexto” MopeL 10-U-10 power squaring shear in 10 
ft size, designed to shear any sheet metal from lightest 
gages through 10 ga sheet steel—Peck, Stow & Wilcox 


Co., Dept. AA, Centre St., Southington, Conn. Massive 
standard castings are said to minimize vibration. Unit 
is designed for continuous production at full rated 
capacity. 


Gas Conversion Burner 


“Twin-Aire” series 450-P power gas conversion 
burners for conversions involving revertible flues and 
high-resistance combustion chambers—Roberts-Gordon 
Appliance Corp., Dept. AA, 44 Central Ave., Buffalo 
6, N. Y. Line is available in capacities up to 325,000 


Btuh input. Half of combustion air is supplied by 
drawn steel venturi mixer powered by pressure of fuel; 
secondary air is separately supplied to combustion 
chamber by small centrifugal blower. System permits 
operation during power failure. Cast flame spreader is 
stainless steel; burner has single round mounting 
flange; burner housing is attractively styled. Unit 
burns natural, mixed, manufactured or LP gases. 


Electronic Air Filter 


Mopet LCT plate type electronic air cleaner designed 
for horizontal or vertical air flow—Trion, Fnc., Dept. 
AA, 1000 Island Ave., McKees Rocks, Pa. Installed in 
return air duct ahead of furnace or air conditioner, 
unit is patterned after types used in atomic submarines 
and requires no water or drain connections. Cell can 





ONE doesn’t fit ALL needs? 


Get cunn Filters 


ENGINEERED TO FIT THE 
JOB — RIGHT EVERY TIME 


No filter does all jobs, meets every need. That's why 
Airsan Filters are engineered to the job to offer 
more effective dust collection. Airsan's expanded 
metal face plate acts as a lint arrestor to provide 
easier cleaning and servicing. It distributes air easily 
over the entire filter area. Provides high filtering 
efficiency and dust holding capacity with less re- 
sistance. Features include all galvanized construc- 


tion and welded lock corners. 


Write for data. 
Send for Free Bulletins 


AIR FILTERS 
(Low Velocity) ‘ 
Viscous type, perma- 
nent and cleanable 
designed for indus- 
trial, commercial and 
domestic use. Avail- 
able in 1” and 2” 

thickness. 


VIRO-CRIMP 
(High Velocity) 
Has a specially de- 
signed high velocity 
Viro-Crimp filter core. 
Hemmed edges pro- 
vide a safety feature. 
Operates efficiently at 
300 to 500 fpm. Avail- 
able in 2” and 4” 

thickness. 


GREASE FILTERS 


Permanent, cleanable 
type Airsan Grease 

















Filters made especially 





for range canopies, 
galleys, kitchens. 
Available in 2” thick- 


4554-A. West Woolworth Ave. 
Milwaukee, Wis. 


Canadian Representative 
DOUGLAS ENGINEERING CO., LTD., TORONTO 
A Few Distributorships Available. Write for Details! 
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Pbumphrey ...a famous name 


in GAS HEATING...is now a member of 
the family of products made 
by ARKLA ...a famous name 
in GAS Air Conditioning. 


The HUMPHREY line...a national leader in 
quality gas appliances for many years, 
will be continued by ARKLA. 


ARKLA will retain the high standards of design 
and performance maintained by HUMPHREY. 
We also recognize and accept the responsibility 
for continued research and development in 


the field of GAS burning appliances. 


ARKLA intends to maintain an efficient and 
friendly dealer-manufacturer relationship. 
In certain areas dealerships are still 


available and we invite inquiries. 


The HUMPHREY Division products include: 


¢« Multi-Directional Unit Heaters 
¢ Blower-type Unit Heaters 
* Radiantfire Circulators 
Duct Furnaces 
Forced Air Furnaces 
Recessed Wall Heaters 


Humphrey Division ¢ Arkla Air Conditioning Corporation 


Shannon Building ¢ 812 Main Street ¢ Little Rock, Arkansas 
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CONNOR KEEPS 
YOU UNDER YOUR 
COST CEILING 


... for quality overhead with 
no costly overhead... install 


KNO-DRAFT RESIDENTIAL AIR DIFFUSERS 


LABOR-COST CONSCIOUS CONTRACTORS turn 
to Connor these days... for the substantial savings 
made possible by the quick, effortless installation of 
Kno-draft Residential Air Diffusers 

Kno-draft units smoothly slip into the uncrimped 
duct ... mounting holes are marked and drilled...a 
few simple turns of the screwdriver, and the job’s 
done! No time wasted with pre-assembly or separate 
installation of the diffuser’s elements ...no separate 
mounting ring or plaster ring required. 

And in quality homes, such as the one shown 
here, the smart, simple styling of Connor diffusers 
blends perfectly with any well-appointed room. 

From Connor. . . superior performance, smart 
styling, and matchless easy, low cost installation—a 
proven combination no contractor can afford not 
to use! Write for complete Kno-draft Diffuser data. 


Kno-Draft Residential 
Ceiling Air Diffusers. 
Pre-engineered for 

both heating and cooling 


a 


COMNR .. for Conclant Comfort Conititiane 


ee 
= Ino-draft- 





DANBURY. CONNECTICUT residential air diffusers 


equipment developments 
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be removed and washed in water. Said to have efficien- 
cy rating of 90 percent, unit is designed to remove dirt, 
dust, pollen, germs and other airborne contaminants. 


Gas-Fired Unit Heaters 


Types FD ano DW gas-fired unit heaters with slow 
speed centrifugal blowers for schools, libraries, 


churches, offices, etc., in 8 models with output ratings 


from 40,000 to 200,000 Btuh—Westinghouse Sturte- 
vant Div., Dept. T-209-AA, 209 Readville St., Hyde 
Park, Boston 36. Type FD free delivery units with ad- 
justable louvers are designed for effective air distribu- 
tion in proximity of the unit. Type DW units are for 


distribution to remote areas through ductwork. 


Two-Zone Plenum Section 


“ZONE-PAK” TWO-ZONE factory-assembled plenum sec- 
tion for warm air heating and cooling systems—Ry- 
niker Steel Products, Co., Dept. AA, Northern Pacific 


Industrial Site, Billings, Mont. Self-contained unit has 
damper actuator which operates twin pairs of dampers 

one pair for each zone. All linkage assemblies are 
heavy duty and dampers ride in bushings. Height per- 
mits duct or trunk takeoffs in any direction, the com- 
pany states, 


Riveting Gun 


“TEXAN” PORTABLE riveting gun which operates off 


plant air or from portab!e compressor in the field 
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Meet Bernie Pickett... 


Armstrong’s oil burner specialist 


Bernie Pickett can take any 
Armstrong oil burner and make it 
purr like a kitten. Bernie has been 
with Armstrong for nineteen years 

..eleven as Group Leader on 
Armstrong’s oil burner assembly 
line. It’s not only his job to oversee 
the entire assembly operation, but 
also to make certain that every 
burner which rolls off the assembly 
line is mechanically perfect. 


In the years Bernie has been with 
Armstrong he has learned to know 
these burners like the back of his 


WHEN YOU INSTALL ARMSTRONG, YOU 
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hand. He knows the function of 
Armstrong’s exclusive TURBO- 
REGULATOR, that ingenious de- 
vice which controls and turbulates 
combustion air for perfect oil-air 
mixture. Bernie knows the impor- 
tance of the Ceramishield Nose 
Piece which keeps the nozzle at 
least fifty degrees cooler than most 
burners, reducing the chance of a 
carboned nozzle. 


Bernie Pickett has enthusiasm, 
knowledge and skill . . . but then so 
have the hundreds of other Arm- 


strong technicians, engineers and 
craftsmen. Together they enable 
Armstrong to guarantee dealers 
across the country the very finest 
— yet the most competitive — 
heating and air conditioning equip- 
ment made. 


ARMSTRONG 


FURNACE COMPANY 


COLUMBUS 


on of National Union Electric Corporation 


INSTALL QUALITY 


119 
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Pop Rivet Div., United Shoe Machinery Corp., Dept. 
4A, West Medway, Mass. Unit, said to retain peak 
efficiency with air hose 60 to 70 ft long, is suitable for 
use on roofing and curtain wall panels as well as duct- 
work, etc. Air pressure of 60 to 90 psi operates unit. 
Stroke is 5g in.; pulling force is almost 1000 lb. Gun 
pulls most sizes of “Pop” rivets including closed-end 
type. 


Roof Mounted Air Conditioners 


LINE OF PACKAGED roof-mounted air conditioning and 
warm air heating units for small and large single 
story stores, etc.—Ventil-Aire Corp., Dept. AA, 1815 
Decatur St., midges wood 27, N. Y. Air conditioners are 


in 5, 714, 10 and 15 ton sizes; furnaces are gas- or oil- 
fired. Slow speed centrifugal fan serves air cooled con- 
denser. Individual thermostats on units permit selec- 


tive control of temperatures in any section without af- 
fecting other areas. 


Oil-Fired Furnace 


Mopet OHF 200 series highboy oil-fired furnaces 
rated at 200,000, 225,000 and 250,000 Btu at bonnet 


Kalamazoo Furnace & Appliance Mfg. Co., Dept. 
14, 100 Rochester Ave., Kalamazoo, Mich. Designed 
for small industrial plants, commercial establishments, 
institutions and large houses, units have cold air inlets 
indicated on each side. 





SAMPLE FROM PLENUM 


Profite Big! | witn Palm Beach | nace 


THE ANSWER TO FORCED AIR HEATING PROBLEMS 


* See 

Gibipped wih Palm Beach, gives 
perfect heating with 100% 
_ continuously modulated droft 
free warm air circulation. 
Engage high speed air condi- 


tioning lock for summer g 
No belts or pulleys to ¢ 


1000 cairaled 


@ NON ELECTRICAL 
SILENT 
OUED FOR LIFE 
PRECISION BUILT 
RUGGED DURABILITY 
GIVES MAXIMUM COMFORT 
SAVES FUEL 
FARURE PROOF 
@ PRICED FOR EVERYONE 
5 YEAR WARRANTY 


veaer pect $3250 


---Simply remove present motor pully and replace with 
the PALM BEACH COMFORT CONTROL thermostatically 


PAT. NO. 2,838,243 


actuated variable drive unit. 
THE “a Puln Banch COMFORT CONTROL SYSTEM ..sa0 ay over 


NATIONAL MODULATION CO., 2730 N. HIGHWAY 61, ST. PAUL 9, MINN. 2290 DEALERS THROUGHOUT 


THE U.S. and CANADA 
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Start 
RIGHT 


_at the TOP 





| 
| 
| 
| 
| 
| 


B DURA-VENT.. 


The Engineered 
GAS VENT 


SYSTEM 


The Most Complete Line 
3” thru 20” —All UL listed 


Dura-Vent Tops are engineered for maximum 
efficiency, smart appearance, and ease of instal- 
lation. They are scientifically designed to help 
— rather than hinder — draft action. Couplings 
are precision tooled for safe, sure, double-locked 
installations. Dura-Vent tops them all in 
appearance, too — complements even the most 
expensive homes. 


Two, big, modern plants and eight, com- 
pletely stocked warehousing points assure you 
of prompt, reliable service to any area. Dura- 
Vent pipe and fittings are available in all sizes 
— designed and engineered for any architectural 
specification. Listed by Underwriters Labora- 
tories. 


Write, wire or phone us today for catalog 
including detailed specifications and prices, 





DURA-VENT 


CORPORATION 











Affiliate of Peerless Manufacturing Div. of Dover Corporation 
Factory & Western Sales Office, 2525 El Camino Real, Redwood City, Calif. | 


Should Have Checked 
Power Flame rirst! 
They build THE right burner 
for most applications 





Yes, when you have a burner application, consult the 
POWER FLAME Catalogue FIRST. You'll discover 
a complete range of POWER FLAME models and 
sizes in atmospheric burners, power burners and com- 
bination burners. This flexibility fits your requirements 
to a T and saves countless hours of catalogue searching. 


Every POWER FLAME burner has been 


“torture 


tested” for maximum efficiency and dependability. You 
profit from low-cost installation and maintenance, too! 


Power Flame «Sens 


A model to fit every residential, commercial and indus- 
trial application. Completely factory wired and assem- 
bled, with modern controls and safeguards. 


FG Series —cun type gas burners in 
series to deliver 85,000 to 4,000,000 BTU. 
Adaptable to all types of heating plants; 
ideal for homes, schools, 
churches and commercial 
DUidINgS ~.. + --- -- ee eee >) 


A. G.A. Listed 


BFG Series — Spread type gas burn- 
ers; models from 450,000 to 20,000,000 
BTU. Ideal for heating, power or proc- 
essing. For all commercial 

and industrial needs. 


a |S 


Listed by 
Underwriters’ 
Laboratories, Inc. 


Write today for complete literature, information, 
and specifications on POWER-FLAME gas burn- 
ers. Also get all the facts about THORO-MIX gas 
burners, and COMBI-MATIC dual fuel burners. 


Power Flame 


1203 MAIN ST. 


Factory & National Sales Office, 1400 W. Ormsby Ave., Lovisville |, Kentucky | Di vi SI on , In Cc. |. RANOVIEW, MO. 
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Floor-Mounted Air Conditioner 


“Roomette” | HP summer air conditioning unit 
which is installed over opening in floor in structures 
with open crawl spaces or ventilated areas below 
floors—Carrier Corp., Dept. AA, Carrier Pkwy, Syra- 


hf) 


cuse 1, N. Y. Thermostatically controlled unit is rated 
at 9700 Btu cooling capacity. Unit also doubles as end 
table or night stand. Mar- and burn-resistant finish is 


sand beige and brown. 


Duplex Lock Rolling Machine 


DUPLEX LOCK ROLLING machine which rolls shapes or 
locks in both sides of material up to 18 ga, 10 to 30 
in. wide—Lockformer Co., Dept. HA-8-AA, 4615 W. 
Roosevelt Rd., Chicago 50, Ill. Inboard sides can be 


set up to run auxiliary parts. Unit consists of twin 
7-station, 18 ga lock former machines; one unit is sta- 
tionary and the other is movable to accommodate any 
specific sheet width between 10 and 30 in. Forming 
speeds up to 100 fpm are available. Unit has heavy 
duty race type bearings and centrally-located lubrica- 
tion points for both forming machines. Roller shaft 
inboard diameters are 1 in.; auxiliary shafts are 7 
in. dia. Vertical center distances between roller dies 
are 214 in.; horizontal center distances are 41% in., 
the manufacturer reports. 


THERE ARE Hidden VALUES IN 


—_ 
ft GA 


Elbows are 


hot dipped galvanized 
after forming 


he... Leaks are “sealed-out"’ 
- «+++ The hot galvanized 
coating means Longer- 


LVAN 
ELBOWS 





lasting service! 


GALVAN 


MANUFACTURING COMPANY 


* ELBOWS and SHOES 
* TITE-TOP FUNNELS 
* RAIN WATER CUT-OFFS 


NEW ALBANY °* INDIANA 
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Conversion Oil Burner Standard 


STANDARD B-59 presents requirements for the installa- 
tion of pressure atomizing distillate burners in existing 
warm air furnaces. The manual is divided into five sec- 
tions covering: 1) Inspection of heating system to 
determine if its condition is such that it can render 
satisfactory service if converted to oil; 2) Inspection 
of furnace; 3) Selection of equipment, including noz- 
zles, fuel pumps, oil lines, oil filters, and combustion 
chambers; 4) Installation requirements, including 
ventilation, chimneys, flue pipes, draft and draft regu- 
lators, electrical wiring, fuel oil, tanks, fuel oil filters, 
controls, combustion chamber installation and burner 
installation; and 5) Pre-startup inspection, startup 
and performance. Copies are priced at $1—Oil-Heat 
Institute of America, Inc., Dept. AA, 500 Fifth Ave., 
New York 36. 


Summer Air Conditioning Systems 


THREE FOLDERS on residential and commercial air 
conditioning equipment are designed to help dealer- 
contractors in making their sales presentations to 
prospective buyers. Two publications cover residential 
air conditioning equipment, including capillary tube 
and thermal expansion remote systems, and a six page 
folder describes the benefits of both types of systems 
for commercial installations. Consumer advantages of 
summer air conditioning are detailed in both residen- 
tial folders. Economies of multiple installations in 
stores, offices and other commercial establishments are 
cited in the commercial air conditioning folder 

Stewart-Warner Corp., Heating and Air Conditioning 


Div., Dept. AA, Lebanon, Ind. 


Sheet Metal Working Techniques 


“SHeet Meta SuHop Practice” (second edition), by 
Leroy F. Bruce, is designed for use by beginners as 
well as experienced sheet metal workers. The book is 
divided into 15 chapters: Sheet Metal Working Tools 
and Machinery; Sheet Metal Materials and Supplies; 
Using Patterns and Cutting Metal; Punching, Drilling 
and Riveting; Folding Edges; Forming, Crimping, 
Beading and Grooving; Notching, Clipping and Wir- 
ing; Soldering; Turning, Burring and Raising; Basic 
Principles of Pattern Development; Parallel Line De- 
velopment; Radial Line Development; Triangulation; 
Short Method of Pattern Development; and Welding. 
Each operation is illustrated with drawings and photo- 
graphs to aid the reader in understanding techniques 
and practices described. 

At the beginning of each chapter there are general 
questions and a brief introduction. General review 


questions are given at the end of each chapter. These 
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THERM-O-DISC 
THERMOSTATS 











TYPE AL furnace limit control 
Adjustable and non- 
adjustable. Bimetal sensing 
element is maintained in a 
completely exposed position 
in the air stream for fast 
temperature response, 
‘Temperature calibration and 
differential can be preset to 
your specifications up to 
300° F. Standard factory 
differential is 25° F. Can be 
supplied with a closer or 
wider differential on request. 
Adjustable feature at no 
extra cost. Standard range of 
adjustment is 90° F. 

40° F. range also available. 
Furnished with either 3-inch 
(AL-3) or 7-inch (AL-7) 
probe. 


for furnace fan and limit control applications 








for 
additional 
information 
... write 


THERM-O-DISC, INCORPORATED 








| TYPE AF furnace fan control 


Available with either a 
3-inch (AF-3) or 7-inch 
(AF-7) probe which 
maintains the bimetal 
sensing element in a 
completely exposed position 
in the air stream. This rapid 
response ition of the 
sensing element, combined 
with a snap-acting switch 
mechanism, provides fast and 
efficient furnace fan control. 
Adjustable with a range of 
90° F. Maximum temperature 
300° F. Factory differential 
is 25° F. Can be supplied 
with a closer or wider 
differential on request, 


We 


mansfield, ohio 
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features serve as both study guides and self-check aids 
to help the student gage his progress. 

The author, now teaching sheet metal work at Jeffer- 
son High School, Rochester, N. Y., was formerly an in- 
structor in sheet metal, air conditioning and welding 
at the Vocational School of Rochester, N. Y. The book 
contains 265 pages, is priced at $4.60—American 
Technical Society, Dept. AA, 848 E. 58th St., Chicago 
37. 


Heating and Cooling Controls 


HEATING CONTROLS CATALOG (bulletin 1508AF) lists 
several new controls including new line voltage ther- 
mostats for heating and cooling and a new line voltage 
stack switch. New gas controls include a combination 
diaphragm gas valve, automatic pilot and regulator 
Penn Controls, Inc., Dept. AA, Goshen, Ind. 


Fractional Hp Motors 


CaTaLocG describes and illustrates fractional hp electric 
motors, blowers and special products. Shaded pole, 
permanent split capacitor, and d-c motors are illus- 
trated. Dimension diagrams and performance tables 
are included—Redmond Co., Inc., Subsidiary of Con- 
trols Co. of America, Dept. AA, Owosso, Mich. 


Air-Hydraulic Press 


CaTaLoG 1012-1 gives specifications for “Unipunch” 
10 ton air-hydraulic press. Press is equipped with tool- 
ing for punchirg holes in angles, channels, extrusions 
and sheets, also features a built-in scale to insure ac- 
curate location of holes and notches. In addition to 
punching round and shaped holes and notching cor- 
ners and edges, press can be used for punching ex- 
truded and countersunk holes, small louvers and 
lanced holes, the company states—Punch Products 
Corp., Dept. AA, 3800 Highland Ave., Niagara Falls, 
ue 


Packaged Cooling Towers 


Series CF HORIZONTAL induced draft steel cooling 
towers are described and illustrated in Bulletin 53- 
902. Features include stainless steel fan, safety fan 
dyive and self-cleaning basin. Line drawings show 
dimensions, tables give capacities and engineering 
data—J. F. Pritchard & Co. of California, Dept. AA, 
1625 Roanoke Parkway, Kansas City 12, Mo. 


Vibration Frequency Measure 


BuLLetin KI14A describes reed vibrometer used to 
track down sources of vibration and noise, measure 
machine speed and expedite machinery troubleshoot- 
ing. The instrument’s action is based upon the tuned- 





THERE’S A LITTLE GIANT PUMP FOR MOST LIQUID HANDLING JOBS ! 


CONDENSATE UNITS 


Cat. Nos. 2-C, 
~= 3-€20, 3-C25, 
4-C-28 


Small and compact, 

a Little Giant con- 

densate unit is the 

“ most economical on 

the market. Superior design and quality 

make it the most preferred by air conditioning 
manufacturers and distributors. Solve your conden- 
sate problems immediately and efficiently with a 
Little Giant condensate unit, Also available in 
shallow pan model for ceiling mounted units. 


Little Giant Pump Com- 
pany builds pumps for a 
variety of uses. Write 
for your catalog today 


rn 


THE DOUBLE-SEAL 
PUMP 


Cat. No. 2-14ND 


Specifically designed 

for the beverage dis- 

pensing industry, the new 

Little Giant double seal pump offers 

many features. Oil cannot get into beverages be- 
cause of specific design. Beverage cannot enter 
pump to cause damage. Hermetically sealed in 

oil, double seal pump never needs lubrication. 
Available for either 110 V, 60 cycle or 220 V, single 
phase current. 


New Home of Little Giant Pump Co. — Triple Production Capacity to Meet Increasing Demand 








Little Giant 

PUMP * * CO. 
P.O. Box 7025 

Oklahoma City, Okla. 
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reed principle, where a reed, free at one end, will vi- 


brate at a single fundamental frequency, depending 


upon its length. The vibrometer weighs one pound, has | 


a frequency range of 120-15,000 cycles per minute 
The Korfund Co., Inc., Dept. AA, 48-01A 32nd PL., 
Long Island City 1, N.Y. 


Gas Valves 


FOLDER Lists TYPES of “Silent Knight” gas valves 


available and describes their applications. Specifica- 
tions, electrical ratings and sizes are included. Ask for 
form R-1635—White-Rodgers Co., Dept. AA, 1209 
Cass Ave., St. Louis 6. 


Oil-Fired Furnaces 


CATALOG INSERT covers three new sizes of factory as- 
sembled and wired “Luxaire” oil-fired winter air con- 
ditioning units, available in capacities of 84,000, 95,- 
000 and 112,000 Btuh at the bonnet. All three sizes 
are available either with the burner and controls ex- 
posed, or with a built-in vestibule with a hinged door 
that conceals the burner and controls—The C. A. Olsen 
Mfg. Co., Dept. AA, Filbert St., Elyria, O. 


Blowers 


Two technical data sheets describe materials and fin- 
ishes, list dimensions and give pressure, speed, power 
and current curves for “Radiax” blowers. Bulletin 
RX1 covers fan unit sizes up to maximum outside di- 
mension of 17 in.; bulletin RX2 includes two unit sizes 
with maximum dimensions of ‘20 and 24 in.—Air Im- 
peller Div., The Torrington Mfg. Co., Dept. AA, Tor- 


rington, Conn. 


Coal Stokers 


‘CaTALOG lists 19 stokers with capacities ranging from 
15 to 630 lb per hr. Three anthracite models feature 
automatic ash removal and fuel bin-to-furnace feeding. 
Specifications and roughing-in dimensions are in- 
cluded—Worley Equipment, Inc., Dept. AA, 2301 N. 
Knox Ave., Chicago. 


Aluminum Foil Insulation 


How ALUMINUM FOIL helps lower home heating and 
cooling costs is explained in form 20-11206. The bro- 
chure points out that aluminum-clad insulation not 
only retards heat flow (in winter, to the cooler outside 
surfaces and in summer to the cooler interior sur- 
faces), but also controls condensation. Illustrations 
also show aluminum foil used as chimney, corner and 
window flashing material—Aluminum Co. of America, 
Dept. AA, 782 Alcoa Bldg., Pittsburgh 19. 
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Set the 
temperature 
you want in 


every ROOM... 


Zone-A-Trol Now lets you Sell 
and Install “What Every One Wants 
Most In a Heating System” ... One 
that provides MAXIMUM Heating 
COMFORT with MINIMUM Fuel 
cost. 

With COMFORT CONTROL by Zone- 
A-Trol, Living Rooms, Bedrooms, 
Kitchens, and Bathrooms, may each 
be provided with their own thermo- 
statically controlled heating system, 
and the temperature in each room 
may be maintained, raised or low- 
ered to suit each occupan's require- 
ments for comfort at any hour of 
the day or night. 

A thermostat in each room or zone, 
operates a corresponding Zone-A- 
Trol “Air Flo’ Damper installed in 
the heat supply duct, and automatic- 
ally controls the flow of heat to 
each room. By the damper action 
allowing the heat to flow only 
where it's needed ... when it's 
needed Zone-A-Trol saves on 
fuel . . . eliminates the problems of 
rooms that are hard to heat, or over 
heat, ... and Insures Complete 
Comfort in Every Room. 

Effecting fuel savings that average 
20 to 40 per cent, Zone-A-Trol quick- 
ly pays for itself, and guarantees a 
“Lifetime of Comfortable Living with 
Lower Fuel Cost.” 


COMFORT 
CONTROL » 




















costs but 
$27 25 


(cost of Zone-A-Trol 
with thermostat) 








ZONE-A-)S RO’ 
AIR -Ffo DAMPER 
automatically 

controls the flow of 
heat to each ROOM... 


Zone-A-Trol “Air Flo” Dampers are 
low voltage operated motorized 
dampers that may be installed in 
any shape or size of air ducts to 
automatically contro! the flow of 
heat to each room or zone. 

Each damper is individually con- 
trolled by a corresponding three wire 
thermostat located in its correspond- 
ing zone. 

Operating on low voltage, no 8X 
cable is required. Dampers are wired 
in series and connected to the fur- 
nace controls to supply heat when- 
ever one or more thermostats call 
for heat. 


SEND TODAY FOR COMPLETE INFORMATION 


eam 3 2 





ECONO PRODUCTS COMPANY, Division of Viking Instruments 
c ; 


East Hadd 


125 





ee 








eee 


cut production costs 


on this kind of work 





eal 


\ Hick 





DAMPER BLADE 


GRAVEL 
sToP 
OG GUTTER 


DUCT SECTION 


STANDING SEAM 

















CHICAGO PRESS BRAKES 


with the plus features 
for 
SHEET-METAL WORK 


Models A, B, C, L 
30, 36, 50 and 60 Ton Capacities 


Models 131 and 265 
11 and 25 Ton Capacities 


Complete literature, or recommendation on any job upon request 


Distributors in all principal cities anes 


Press Brakes + Straight-Side-Type Presses + Press Brake Dies 
Hand and Power Bending Brakes + Special Metal-Forming Machines 


MANUFACTURING CO. 





7404 South Loomis Boulevard, Chicago 36, Illinois | 
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Gas-Fired Makeup Air Units 


GAS-FIRED INTAKE UNITS for supplying tempered make- 
up air to replace air removed by industrial exhaust 
systems are described in bulletin A-115. Units are 
available in three basic sizes—2, 4 and 6 million Btuh, 
with air volumes of 25, 50 and 75 thousand cfm. They 
can be mounted on the roof or in a wall opening and 
used with or without duct systems for air distribution, 
the company states—Hartzell Propeller Fan Co., Div. 
Castle Hills Corp., Dept. AA, 1025 Roosevelt Ave., 
Piqua, O. 


Aluminum Curtain Wall Panels 


Brocuure illustrates and describes “Alply” aluminum 
sheathed curtain wall panels with rigid plastic core. If 
desired, one of the aluminum facing sheets may be 
eliminated and other materials, such as plywood, plas- 
terwood, plasterboard, gypsum board or hardboard, 
bonded in its place. A section on technical data de- 
scribes the panel’s thermal, acoustical, corrosion re- 
sistance and strength characteristics. Finishes avail- 
able are illustrated in color—Aluminum Co. of Ameri- 


ca, Dept. AA, 779 Alcoa Bldg., Pittsburgh 19. 


Heating, Air Conditioning Units 


LITERATURE covers heating, summer air conditioning 
and year round equipment for residential and com- 
mercial applications. Specifications are given for fur- 
naces designed for later addition of cooling plenum 
and evaporator coils, furnaces with add-on cooling 
units for summer-winter central air conditioning, 
through-the-wall room air conditioners, evaporator add- 
on units and condensing units—The Mathes Co., Div. 
of Glen Alden Corp., Dept. AA, 1501 E. Broadway 
Ave., Fort Worth, Texas. 


Spot and Projection Welders 


AIR OPERATED, press type spot and projection welders 
are described in bulletin 318-1 (eight pages). Ma- 
chine data is tabulated to indicate KVA range, throat 
depths, and welding capacities. Two pages describe 
and illustrate the three phase principle of operation— 
Sciaky Bros., Inc., Dept. L-25-AA, 4915 W. 67th St., 
Chicago. 


Air Conditioning Replacement Motors 


LITERATURE describes and illustrates Type “CY” split 
capacitor air conditioning replacement motors. In- 
cluded are a dimensional diagram and chart of stand- 
ard ratings—The Allman Co., Inc., Dept. AA, Free 
Press Bldg., Detroit 26, Mich. 
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“AIR-EASE" FURNACES near end of production line. 
These units are BTS 125 models 


> First oF THE FURNACES in the Johnson Furnace 


Co.’s new “Air-Ease” line recently came off the pro- 
duction line. The Johnson firm, a recently organized 
company, has offices and plant at 2129 W. 117th St.. 
Cleveland. 


>» FF. J. Kreissx was recently elected president of the 


Detroit Controls Div. of American-Standard. Other 
new officers of the division are J. S. Amneus, director 
of research and advanced development; J. M. Devine, 
general manager of Norwood Controls, Commercial; 
J. R. Warnock. general manager of marketing; FE. R. 
Stevens, controller; F. G. Coggin, vice president; 
Richard L. Campbell, director of engineering, Nicholas 
Santiwan, manager, industrial relations; and George 


F. Butterfield, general manager of manufacturing. 


“Se 
STAINLESS STEEL SCULPTURE, "The Flight of 
Progress," dominates reception room at Detroit 
office of the Stainless and Strip Div., Jones & 
Laughlin Steel Corp. Three interlocking tri- 


angular sections of the sculpture touch only at 
the base 


> THE STAINLEss AND Srrip Div.. Jones & Laughlin 
Steel Corp., uses its general offices in Detroit as a 
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JACK HAMMER FAILS TO 
FLAKE INLAND TI-CO" 


Crumbling concrete is easy with this powerful paving breaker. 
It hits with crunching impact at the rate of 1,200 blows per 
minute with 75,000 ft. Ibs. of developed energy. Yet, while 
thousands of repeated blows actually hammered this TI-CO 
galvanized sheet into the ground at the point of contact, there 
wasn't a trace of flaking of the zinc coating! 

TI-CO won't flake or peel on the job, either. It's soft enough to 
take the most complicated forming, and when you hammer it 
flat it doesn't spring back—it stays flat! 

TI-CO sheets take Pittsburgh lock-seaming or any other tough 
fabricating process without your worrying about make-overs. 
You get a good-looking, long-lasting installation ... every time! 
Ask your Steel Service Center for the TI-CO Brand... the galvanized 
sheet that’s tailor-made for sheet metal work. 





INLAND STEEL COMPANY 


30 West Monroe Street Chicago 3, Illinois 





LARGE OR SMALL 


JO-BLAST 
POWER GAS BURNERS 


SAVE MONEY 


THE 
ECONOMITE 
FOR RESIDENTIAL 
INSTALLATIONS 
Capacities from 
75,000 to 700,000 
BTU/hr. input. 





THE 
STANDARD 
Lo-BLAST 


Capacities from 100,000 
to 20,000,000 BTU/hr. 


THE 
DUAL FUEL 
Lo-BLAST 


The finest gas burner... 
finest oil burner now com- 
bined in one great unit. 

Capacities from 600,000 to 
2,500,000 BTU/hr. input. 


AVERAGE 10% LESS IN OPERATING COST 


Lo-BLAST Power Gas Burners save money because 
they eliminate the fuel waste caused by uncontrolled draft. 

When a power type burner shuts off, there is no rush of 
draft air to carry heat up the chimney, a condition which 
would cause a serious fuel waste. The Lo-BLAST Burner 
does not depend upon natural draft, but upon air sup- 
plied by a small quset blower. It provides combustion air 
only when the burner is on! When the burner shuts off, the 
flow of air shuts off. The heating plant thus retains much 
of its heat between operations. 

That's why Lo-BLAST Burners cost substantially less to 
operate. 


SEND TODAY FOR COMPLETE INFORMATION 


MID-CONTINENT 


\) O om 4 Fae -2 2) DL OL Ou hom OOF 
1960 N. Clybourn Ave., Chicago 14, Il 
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showcase for demonstrating how stainless steel may be 
used in structural applications. Handrails on the stair- 
way leading to executive offices, fabricated of Type 
430 stainless steel, serve a decorative as well as func- 
tional purpose. The entrance framing is also of stain- 
less steel, as are interior lighting fixtures and the let- 
ters identifying the building on the exterior front wall. 


T. I. BYRD (right), president, Lau Blower Co., pre- 
sents 15 year service pin to James B. Wallace. Watch- 
ing are Charles C. Miley (left) and William J. 
Lohrey, both 20-year men 


> James B. Wattace, Dearborn, Mich., recently re- 
ceived a service pin to mark his 15th year with the 
Lau Blower Co. Mr. Wallace is a sales representative 
in the firm’s blower division. 


> Orriciats of Mueller Climatrol Div. of Worthing- 
ton Corp. recently met with Milwaukee heating and 
air conditioning dealer-contractors to discuss the 
formation of an “authorized heating-cooling dealer- 
contractor organization.” The dealer-contractors were 
asked to sign an agreement to maintain installation 
standards designed to provide top heating and air con- 
ditioning value to Milwaukee area consumers. Mem- 
bers of the group will be identified by window in- 
signia and identification cards. 


> Josern T. Ryerson & Son, Inc. is building a new 
general office building in Chicago. Located adjacent 
to the company’s plant at 16th and Rockwell Sts., the 
new building will be 210 210 ft. will be two stories 
high. Designed to reflect the character and nature of 
the firm’s business, the structure will be banded with 
18 in. wide channel steel at the first and second floor 
and roof levels. Spandrel panels will be of opaque 
vitreous coated tempered glass, with mullions of stain- 


less steel. Completion is scheduled for late in 1960. 


AMERICAN ARTISAN, JuLY 1959 





INSULATION 
INSTALLED 


MIRACLE 
SURFACE 
ANCHORS 


No faster, surer, safer way to 
install insulation on the interior 
and exterior of meta! ducts. 


— aay nae moe for Use Pronged Anchors for 
batts. bonding block insulation 

= aa Peon -¥ ducts. such as cellular glass 
ceilings. Lock washer Pronged Anchors are set 
holds insulation firmly in between rows of blocks and 
ie mm prongs are bent over 


FREE 
Send today for Mira Data Sheet 
#2, 4 page two color brochure 
which completely describes this 
application. 
MIRACLE SURFACE ANCHORS 
are manufactured by 
DEVICES - Division of 
so] MIRACLE ADHESIVES 
CORP. 


250 Pettit Avenue 
Bellmore, Long Island, New York 
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JUST AMAZING! Pas 
THE TIME AND COST SAVINGS 
ACHIEVED WITH 
MIRACLE SURFACE ANCHORS 
AND MIRACLE ADHESIVES 








a 
Quick reaft. .. rue wort’s sarest 
POWER DRAFT UNIT FOR INDUSTRIAL, RESIDENTIAL 
AND INSTITUTIONAL EXHAUSTING 





U.S.A. Patent Nos. 
2,722,372 and 2,855,874. 
Other Patents Pending. 
*Covered by exclusive foreign patents 








Increases heating and 
combustion efficiency! 








Provides air power for 
bulk materials handling! 








Exhausts corrosive gases 
and abrasives! 








Quickdraft provides industry, commerce, institu- 
tions and homebuilders power draft engineered for 
economical and efficient combustion regardless of 
building or atmospheric conditions. Models suitable 
for every heating or incinerator application . . 
eliminate pulsating or chattering, puffing, smoking 
and sooting. Reduce building costs, no tall, unsightly 
stacks required. Quickdraft also provides industry 
with ¥% inch to 60 inches W.G. static pressure for 
exhausting corrosive gases, abrasives and paint 
spray. Heavy-duty, high-pressure models, 6 inches 
to 30 inches diameter, are available for moving 
bulk materials or anything that can be moved by 
air. Because there are no motors, fans or bearings 
in exhaust line, only Quickdraft avoids costly clog- 
ging, corrosion of moving parts or fan failure. 


IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units are 
available in standard acid resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P.V.C.) and with plastic and 
Fiberglas coatings. 


FANS OR BEARINGS IN EXHAUST LINE 


Send for QUICKDRAFT ENGINEERING 
DATA on your application . . . now. 


Quickdraft 


CORPORATION 


P.O. Box 87—D Canton 1, Ohio 








CHAMPION 


has already fabricated 
your next job! 


Decide right now to save time on your next job 
with Champion fittings. The Champion line is com- 
plete. Each fitting is formed on precision equip- 
ment to guarantee good looks and good fit. Com- 
plete cartoning protects it right to your job, and 
makes Champion fittings easy to handle, store and 
identify. 


582—Top Take-Off 


585—Universal 
Adjustable Take-Off 


610—-90° Angle 
Register Boot 


———, 
" 





Vertical Draft 
Diverter 


571—90° Angle 
Stack Boot 


Famous LAMNECK products are 
now part of the CHAMPION line. 


CHAMPION 


FURNACE PIPE COMPANY 
120 Morton St. Peoria, Ill. Phone 6-4639 


| 

| | 

i | 
561—Stack Head 


717—Basement 
Diffuser Box 
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Pee y 
WILLIAM F. STEINER, sales manager, the Payne Co., 
addresses Los Angeles dealer-contractors attending 


the first of a series of sales meetings held throughout 
the country 





> THE SALES AND ENGINEERING STAFF of the Payne 
Co. recently completed a 7000 mile sales tour during 
the course of which they delivered their message to ap- 
proximately 3500 dealer-contractors and distributor 
personne!. The five-man team, in a series of 90 minute 
“Red Carpet” sessions, discussed the company’s sales 
policy, described its advertising and promotion plans, 
and introduced new models of residential and com- 


mercial air conditioning equipment. 


>» Duro-Dyne Corp. is now packaging duct screws 
1000 to a pack in a re-usable plastic container. Ac- 
cording to the company, this method of packaging 
saves users up to 15 percent over conventional gross 
packages. 


> A Network of telephone answering services has 
been organized that will offer service on a nation-wide 
basis covering the United States, Canada and Mexico. 
There are 193 local telephone answering exchanges in 
principal cities that have been franchised to offer the 
nationwide service to firms operating on a national 
and a regional basis. It is expected that before the end 
of 1959, more than 500 communities will be served 
by this arrangement. 


>» THE BOARD OF DIRECTORS of Crane Co., has elected 
Thomas Evans chairman and chief executive officer. 
L. H. T. Clegg, for many years president of the com- 
pany’s Canadian subsidiary, has been named acting 
president of the parent company, filling the vacancy 
created by the resignation of Neele E. Stearns. 


>» THe Unirary Equipment Div. of Carrier Corp. 
introduced its enlarged line of heat pumps to distrib- 
utors attending a recent series of sales meetings. Ac- 
cording to Robert Allen, commercial sales manager, 
the company can now “take on any heat pump job, 
from 1 to 100 tons.” 


AMERICAN ARTISAN, JuLY 1959 





web ee. WELTY -WAY ta 


| 
Continuous Type ‘‘K”’ | 
Gutter Machine 

I 


Now .. . to make your service more complete, Welty- 
Way has developed a continuous Type "K" gutter | 
machine. It's another Welty-Way first and will enable | 
aii | poe to make type fo ar any length, quickly int 
aluminum, copper, galvanized or stainless steel . . . 
Capacities: 24 ga., 26 ga., 28 ga., 29 ga. wr naaear 
and 30 ga galvanized iron, aluminum, copper ‘ it's simple to operate, may be mounted on a '/2 ton! 
sseidiaen thea pickup truck or a two-wheel trailer. This machine will be an | 
Maximum Speed: 25 feet to 35 feet per min. . asset Ag your shop . . . eliminates trips back . . . keeps your | 
@ Height: in. Drive: 34 hp single phase, men hangi +t i iti 
© Height: 14 in. Drive: 34 bp single, phase | ging gutters instead of waiting. 
625 Is. @ Length: 8 ft., including feed : Check the specifications and then write us. 
| 
‘ 


ee WELTY-WAY 


(Collar Attaching Machine — attaches collars to boots & fittings 


A time and money saving machine to help you reduce working time considerably. In 
only one hour one man operating the WELTY-WAY Collar Attaching Machine will 
| attach from 200 to 300 collars without preforming to boots and fittings of various forms 
| ranging from 4" to 8". No preliminary crimping or beading is required and it takes 
| approximately 10 minutes to change dies from one size collar to another. 
This machine expands boot or fitting, grooves both collar and boot or fitting, and 


attaches collar to boot all in one operation. Production output on collar attachment is 
increased 300-400 per cent. 


WELTY-WAY 


Products, inc. 


714 FIRST AVE., N.W. CEDAR RAPIDS, IOWA 
Manufacturers of WELTY-WAY Collar Attaching and Gutter Machines 


! 
| 
| 
I 
1 
1 
1 
1 
1 
{ 
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PAT 
PENDING 


: Perforated Metal Grilles 


| BE ON _|f and Decorative Sheets 
| HAR 


m4 INN Tp) | for ventilation, concealment and acoustical purposes 


NEN —_ V/ i 
Fas ras ras = oh ob 
NANA A KA K 
JINEZINE/ZTY -—— VT anav, Van, 
— iM MIM XX 
. ee NIZE) 
i 

when buying decisions KDC ote ok 
@ Plain Lattice Style L Style HK720 Style HK111 Style U 
are made ‘he 4 Perforated metal grilles can be ordered from the wide selection of pat- 


e terns available at H&K. Grilles are made to your exact specifications, in 
> the kind and thickness of metal, size, shape, finish and margins. 


























sources of supply 
investigated 


Two-Tenths Square Lincane Style A-1 9/32” x 1-27/32” Siot 


. Decorative perforated metal sheets (in lighter gauge steel) are carried : 
START YOUR PLANNING NOW | @ in stock for prompt shipment from H&K warehouses. For illustrations of e 
FOR ADEQUATE SPACE IN |  $ patterns and ordering information, send for H&K Stock List Brochure. 
* 


e SEND FOR H&K GENERAL CATALOG for information about | A%v* 


AMERICAN ARTISAN’S © H&K perforated metals including louvers (fixed and lip slot). shown in 


reduced size 


oni « e 
BG JANUARY 1960 :.**. fia arrington & [ing.... 
DIRECTORY and SHOW NUMBER PERFORATING CO., INC. 


Chicago Office and Warehouse New York Office and Warehouse 
5649 Fillmore St., Chicago 44, Ill. 114 Liberty St., Dept. AA, New York 6 
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wholesaler doings... 





>» AN ANNUAL EVENT that serves dealer-contractors 
in a dual capacity is the Home Show sponsored by the 
Robertson Heating Supply Co., Alliance, O. The two 
day event helps dealer-contractors to meet key people 
employed by manufacturers of products they are in- 


DEALER-CONTRACTORS ATTENDING Fourth Annual 
Robertson Home Show had the opportunity to obtain 
information on new product developments, equipment ap- 
plication, sales and service policies from manufacturers’ 
key management personnel 


terested in selling (first day) and provides a place for 
them to invite “hard-to-convince” prospects to see an 
array of equipment that points the way to more mod- 
ernization sales (second day). 


=, 


The 1959 Home Show had nationally known prod- 
ucts on display in 26 booths. Many of the displays had 
been originally used at the National Home Builders 
Show. Because of the size of the show, it was held in 
the State Armory in Alliance. John Robertson, pres- 
ident of the wholesale firm sponsoring the event, in- 
vited all dealers served by the company’s main plant 
and six branches located in other Ohio cities. Dealer- 
contractors came as far as 140 miles to take advantage 
of the opportunity to see equipment displayed and to 
talk with manufacturers. One group (23) hired a bus 
and made a holiday out of the event. All together 208 
dealer-contractors attended. Dealer-contractors’ wives 
and employees accounted for another 157. 

Dealer-contractors from Alliance and nearby com- 
munities invited the public on the second day, and 
980 accepted the invitations. The home show was open 
from 2:00 to 9:00 p.m. on the first day and from 3:00 
to 9:00 p.m. on the second day. Coffee, soft drinks and 
doughnuts were furnished free throughout the show. 
Entertainment was provided every two hours by a 
magician. 

Local newspaper coverage provided additional sales 
promotional value to the event. 


> Cumate Distriputinc Co., Van Nuys, Calif., has 
been appointed a distributor of “Romlair” turbo ven- 
tilators by Romla Co., Inc., Los Angeles. Reggie Hes- 


ling is president of Climate Distributing Co. 


Heating? Cooling? 
Air Conditioning? Process? 


Here’s How to 
Get the RIGHT Answer to your 
HEAT-EXCHANGE PROBLEMS 


The right ratio of surfaces—the right materials —the right velocities 


—the right proportion between coil area and depth . 


. . there are 


dozens of factors that affect the efficiency, maintenance and service 
life of heat-exchange coils. 

For best performance in your own application, the practical 
approach is to take full advantage of the unequalled engineering, 
research and design skill—the unequalled manufacturing and testing 
facilities — which Aerofin offers you. 

To get the right answer — ask the Aerofin man. 


AERO FIN CorPoRATION 


101 Greenway Ave., Syracuse 3, N. Y. 


Aerofin is sold only by manufacturers of nationally advertised fan system apparatus. List on request. 
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FOR 2uatéty INSTALLATIONS BEVERLY SHEARS SAVE 
sf 3 — TIME - LABOR: MATERIAL 


Make any cut— 

curved, straight or ir- 

regular, faster, easier 

and better with less 

material waste on a 

Beverly Throatless 

Shear. You can turn - B-3 with 
ve Ball Bearing 

work to any position , ete Bown 

and make a clean cut . 

as you go. Handles 

heavy gauges with 

ease — lighter metals 

without distortion. 4 

models—capacities 18 

gauge to 3%," mild. 





The New Boston INSIDE SLOTTER 


8” Reach—16 ga. capacity 
Makes inside slotting cut- 
ting faster, easier, cleaner 
Punch and die arrange- 
ment of 5 blades assures 
accuracy. clean cutting 
action. Cuts 242” x 'g” or 
215” x _\4s” slot at one 
stroke. Throat design per- 
mits paveiing, wars at ony 
ge ¥ ‘ ie. point in stroke for specia 
. Clearview | inside cuts. Note sample 

NOZZLE EXTRACTOR ll TANK GAUGE Apthor» NOZZLE KIT cuts at left 
- : See your Beverly Dealer or 
write for illustrated catalog. 


BOSTON MACHINE WoRKS COMPANY every SHEAR MFG. CO. 
Oil Heating Supplies Division, Manufacturers, Lynn, Mass. | 3020 W. 111TH STREET * CHICAGO 43, ILLINOIS 

















SHEET METAL BENDING aa 


Bends Sheet Metal ALL THE WAY OVER 
AGAINST ITSELF Without Re-positioning 
the Workpiece 


meee) | Forms Boxes with in- 
‘ ‘ re : ward or outward turned 
OFFERS YOU  Wapeex om 


TYPICAL 


LOW Mass-Production COST | BENDS 


MONCRIEF Fittings are precision built by 


| Smith’s Sheet Metal Bending Brak 
{ skilled workmen equipped with automatic machines a rusgediy built production tool, cap. 
able of making almost d d 
‘that accurately cut and form each Fitting, at low oF ag Fug R 
* : ° i lia When required, hold-down mandrel segments 
mass production cost. These savings are passed on may be removed to permit bending box sections, 


. . . . | etc. Bends made on a Smith's Brake are always 
to you, ina quality product of standardized dimen- straight because bending force is applied up 


: . ‘ ‘ . through the edge of the mandrel blade—not 
sions, uniform in design and construction. against its side. Thin section of mandrel segments 


. | permits getting into corners, slots, or crevices too 
Why not take advantage of these savings by tight for any other equipment. 


i Mad 3 Models: C. f 
jordering MONCRIEF Pipe and Fittings TODAY? and bending widths up to 48" oan 208 





Write for descriptive catalog and complete 
information, 


Send for FREE Catalog. 


MOWCRIET FURNACE COMPANY R. E. SMITH MANUFACTURING CO. 


676 Hemphill Ave., N. W., ATLANTA 1, GA. eee SASEVM STREET 
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wholesaler doings 
(Continued) 





ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 
If you don’t have catalog K, send for it NOW 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 














AVIATION EQUIPMENT is mounted upon a turntable so that 
DOUBLE-CUT dealer-contractors can view the product from all 
SNIPS (pat. pend.) 


sides. Small items are displayed on side panels 
Needed ...and welcomed for accurate dou- 


ble-cutting of sheet metal pipe. No scratch | . . & . y “ "Se fol c=. 
Gubab cumiat tale or dtbnamens... ee > AsHBuRN Supply Co., Culver City, Calif., dis 


er blade ground to point (see below). Hot tributor, recently purchased four Volkswagen display 
Socung tage ee ee eee units for use by its salesmen in demonstrating heating 
and air conditioning equipment to their customers. 
Each of the four units carries a different display, and 
the units are rotated among the company’s six outside 
salesmen. Displays are changed frequently so that 
dealer-contractors see different equipment every time 
the salesman calls. Don Starr, Ashburn’s sales man- 











FOR 
FLUX 
SOLDERING 
NEEDS... 


Paste, Liquid, Salts, etc. 








Free Samples 


L. B. ALLEN CO., 


9302 Berenice, Schiller Park, Illinois 
Metropolitan Chicago Area 


wunenaiil on! = ae Better Job 
At a Lower Cost 











PERFORATED METALS Now, it actually costs you less to get a better 


for all industrial uses engineered E-Z-ON damper regulator. 
ARCHITECTURAL GRILLES Here's Proof: © Lower Price...Means Lower Cost to You 


, . inf ‘ ® Double Prongs Mean Double-Grip ...No chance of swiveling 
Illustrated Catalogs give complete information © Washer is Permanently Attached ...No loose washer to drop 
, 1 or fall in pipe © Modern “Swept” Wing Nut is Eye-appealing 
Diamond Manufacturing Co. ...- Adds new beauty fo installations © Balanced Construction... 
“26 eae, . Prevents possible binding of damper in duct. 
Sales Agents in all principal cities 
Consult your Classified Telephone Directory 
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ONE TON | 
OF COOLING 


‘99% 


(suggested list, installed) 





| 

A proper attic ventilator can provide the equivalent of 1 ton of | 
cooling by removing heat before it gets into the living area. A | 
ton of cooling that air-conditioning equipment will not have to | 
supply . . 
Here’s proof: 


On a sunny 95° day, attic temperatures run 150° or more. 
A proper ventilator can reduce this temperature to approxi- 
mately 100°. Co-efficient of heat gain at an insulated ceiling 
is .12 BTU per sq. ft., per hr., per degree temperature differ- 
ence. Assuming a house of 2000 sq. ft.: 12 (BTU) x 
2000 (sq. ft.) x 50 (deg. temp. diff.) = 12,000 BTU . . . this 
is equivalent to 1 ton of cooling — 1 ton not required or 
a saving of about 25% on air-conditioning costs. 


Cost-saving cooling is easiest to sell. Write for Bulletin 99 and | 


discount schedule. 


TRIANGLE ENGINEERING COMPANY 


1309 Ashland * Houston 8, Texas 








MAKESSURE YOU HAVE A 


e721 BANNER YEAR 


IN VOLUME AND PROFITS 


SELL AND INSTALL THE UNSURPASSED 
OG-56 OIL-TO-GAS CONVERSION UNIT 


by BANNER BURNER 


@ Flawless Design and Construction. 
@ No-Burn-Out, One-Piece Cast Iron Venturi and Flame Spreader. 


@ Fast, Easy Installation... Fits through Four-Inch Oil Burner 
Sleeve. 


@ M. H. Controls, Available in Powerpile or 24-Volt System. 
@ 60,000 to 150,000 BTU Input. 


Write for complete details 
BANNER BURNER CO. 


27 EAST INDIANOLA AVENUE YOUNGSTOWN 7 OHI 
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. . . u 
. a saving on operating costs averaging $7.00 a month. 


Foundry and Machine 


‘MAKE A SLOW JOB 


FAST so EASY! 


ES With a Ruoff Notcher 

you can notch flat or curved 
sheet metal at speeds up to 
18 feet per minute. Auto- 
matic feed and depth of 


notch are adjustable. 


Ten times as fast as hand 
cutting! Time for measuring 
and layout eliminated! 


Notches up to 21 gauge 
sheet with “4 hp — 110 
volt motor, up to 16 gauge 
with larger motor. 


Ruoff Notchers are sup- 
plied complete with floor 
stand. Just plug it in and 
you are ready to go. Im- 
mediate delivery. 


STANDARD 
SPECIALS 











Write to Ruoff & 
Sons, Inc., Bellmawr 
4, N.J., for complete 
specifications. In Can- 
ada: Brown Boggs 


Co., Ltd., 
Ontario. 


Hamilton 
NOTCHER 
curs 
PRODUCTION 
costs 


Distributors: Franchise avail-| (**"27»»« 
able in some areas. 


WRITE TODAY 








...@ mew concept in 
Condensate Pumping 





Aira Condi TICNING 


Fa epee 


Crecn—— 


HONJET 


LOW IN COST 
NON ELECTRICAL 
NO MAINTENANCE 
SELF CLEANING... 








eliminate use of electric 
condensate pumps. 


WITH THE ALL NEW CONDENSATE SIPHON JET 

Can be used on any air conditioning system which is water 
cooled. 

Has a suction up to 30” and a head up to 30 feet, at two 
gallons of condensate per minute. 

For long runs of gravity condensate water lines, it would be 
much less expensive to use a condensate siphon jet because it 
eliminates the use of material and labor for a separate con- 
densate return line. 

Write today for literature! 


CONDENSATE SIPHON JET CORPORATION 


57 LAWTON STREET ° NEW ROCHELLE, N. Y. 








135 





wholesaler doings 


(Continued ) 





ager, reports that the program is proving very success- 
ful, that a number of orders have been received for 
items which are often overlooked. 


> McCartny & Co., Inc., 4003 W. Capital Dr., 
Milwaukee, will distribute Chrysler Airtemp packaged 
residential and commercial air conditioning and heat- 
ing equipment in southern Wisconsin. David M. Mc- 
Carthy is president of the company serving 22 retail 
outlets in the area. 


>» THe Max-Arnoxp Co. recently celebrated the com- 
pletion of its new office and warehouse building at 
2201 W. Glenwood Ave., Philadelphia, with an open 
house attended by some 600 area architects, engineers, 
heating dealer-contractors and wholesalers. The new 
building, a one-story structure, contains 13,000 sq ft 
of warehouse and office space—more than double the 
amount provided by the firm’s previous facilities. Ful- 
ly stocked, the new warehouse can accommodate up to 
1,000,000 varying 
weights and sizes ranging from 1, in. to 6 in. tubing, 
according to Arnold Weinstein, president and general 
manager of the 


pounds of finished copper in 


firm. 











J 


CLIP 
PUNCH > 


For fastening slips 
or seams on ducts. 
Will push a “half 
moon’ thu 3 
thicknesses of 18- 


SWIVEL HEAD SQUEEZER TONGS 
For closing Government box lock connection on 
duct work and all standing seams. Swivel head 
makes tongs usable on ali four sides, in 
either vertical or horizontal position 


for a complete 
line of HANDY 
TOOLS AND 
oo 


ga. steel. No ham- 
mering or flatten- 
ing out to fasten 
slip to the duct. 


CLEAT DRIVE NOTCHER > 
Handles up to 3” wide, 22 ga 
or lighter. Hand or foot opera- 
tion. Mounts on bench, or on 
job with clamps, or bolts and 
screws. 


REINER & CAMPBELL CO., INC. 


QUICK SET 
DIVIDERS > 


fe 
Fastest, most accurate on 
the market. Two sizes for 
circles up to 36” and 48” 
Removable steel points, or 
pencil. No center punch 


P.O. Gon 5035 
Newark 5, N.J. 














FLOOR FURNACE 
with a FILTER 


MANUFACTURERS OF 


ONLY G/A HAS THESE ADVANTAGES 


below joist 


FURNACE PIPE — * 
AND FITTINGS, Bie pinta oneg gs , 
Prefabricated Ducts, — arate 


also conductor pipe, eaves 
trough, drip edge, rake strip, etc. 


C-85-FB 
OIL-FIRED 


| 85,000 Btu 
| Output 


EASY ACCESS... 
for filter removal or furnace service 
from top. 

@ PRE-ASSEMBLED & WIRED 


GENERAL AUTOMATIC PRODUCTS 
CORPORATION 


2300 Sinclair Lane 
Baltimore 13, Md. 
EAstern 7-7703 


THOR METAL PRODUCTS CO., 


Box 218 €astwood Station 


INC. 
N. Y. 


Eto — 
Waertnit ss 

NEW! 

EXTRUDED ALUMINUM 

SHUTTERS 

Shutters of modern design which 

vf AN game Fg 

ae My ,-4y ho tes 


frames. 
Write for 1 ificatt 


- ad 


=e 


Get the complete st 


Syracuse, ory 
| pear WRITE OR WIRE NOW: 








STAINLESS-STEEL 
ROOF DRAINAGE. 





LINE 
EAVE TROUGH HALF ROUND 
STYLE “K” GUTTER 
CONDUCTOR PIPE 
ALL FITTINGS AND ACCESSORIES. 
SOLD THRU LEADING JOBBERS EVERYWHERE 


BERGER BROS. CO. 


Arch Street Philadelphia 6, Pa. 


FULL 











4 ee ELGO SHUTTER & MANUFACTURING COMPANY 


229-237 
2736 W. Warren Detroit 8, Michigan 
CATALOG 
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GOOD JOBS NEED GOOD TOOLS 


For Longer-Lasting, Cooler-Handling use the 
“FITRITE’’ SPECIAL ALUMINUM MOP HANDLE. 














Light weight, unbreakable, economical. Will not burn. It's job- 
tested, engineer approved, and offers many exclusive features 
that make it the most popular Roofers’ Mop Handle made. 
Offered in 6', 7', and 8' lengths. 


A MECHANIC’S THIRD HAND 
“FITRITE”’ A necessary tool 


. for every sheet 

3-WAY ost for on = the - job 

a bending, forming, 

CLAMP ae 4 poem 4 corelght- 
4 ening. 





Throat 354" deep 


Jaws 3'/2" x %" Price $3.55 


““FITRITE’’ SAFETY HOISTING HOOK 


The Sliding Sleeve © i rif 
—~—) aces A new hoisting 
mae hook for 

safely hoisting 
buckets and 
other materials. 





is gravity operated 
and drops into posi- 
tion automatically 
keeping any item 
safely locked in 
while hoisting. 


N 


For |" rope or cable. J Price $2.50 


To protect the trade, please use your printed stationery 


—— PYNunvhale aces — 

















Sell QUALITY... 
Sell WORLEY STOKERS... 


There’s a Worley Stoker For Every Heating Need! 
© @ PERFORMANCE GUARANTEED « ¢ 


NEW 
CATALOG 


FAIRBANKS-MORSE STOKER 
REPLACEMENT PARTS 
Exclusive Manufacturers and Sole Source 


Pioneers in Automatic Coal Heating Equipment Since 1932 


WORLEY EQUIPMENT, INC. 2301 N. KNOX AVE. 


CHICAGO 39, ILL. 








SSCHHHHHHSSSOSEOOSEOSOEES 
FOR 


INFORMATION 
MAIL THIS 
COUPON ADDRESS 
TODAY aay 


NAME—Please Print 








A LITTLE PUNCH 
witH BIG IDEAS 


WHITNEY-JENSEN 


HAND METAL 
PUNCH 
(BENCH OR FLOOR MODEL) 


BUILT LIKE A 
PUNCH PRESS 


Capacity, Mild Steel 
2” thru 14 ga. 
WY" thru He’ 


WILL TAKE MANY OF 
OUR SPECIAL PUNCH 
AND DIE SETS 


Write for Literature 

















702 Forbes St., Rockford, Ill. Since 1910 
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xhilo flo 160° 
AUTOMATIC HUMIDIFIER 


No Float 


Dealers 
for all these reasons: 


@ Large, Clog-Free Orifice Replaces Trouble- 
some Needle and Float Valves 


@ No Moving Parts to Wear or Need Adjustment 
© 50% Greater Humidifying Capacity 


@ Fast Installation in Every Type Furnace and 


Bonnet. And no Call Backs—Enjoy Your 
Profits 


MIRACLE FIBERGLASS 
EVAPORATOR PLATES 


* Pick-Up More Water * Evaporate 
More Water « More Porous for Longer 
Life * Built-in Sacrificial Anode 
Protects Pan * Rustproof 

Drain Clips Prevent Drip 


enbreakable 
feather-lite 


MORE and BIGGER PROFITS 
with the Autoflo “‘150”’ Automatic Humidifier 
Write for Complete Information Today 
AUTO-FLO CORPORATION 
12065 Dixie Street, Detroit 39, Michigan 


Please send me full information on: 
(0 Auto-Flo Fuel Oil Filter [1] Auto-Flo Automatic Humidifier 








merchandising ideas 





> American-STaNpaRD Air Conditioning Div. has 
prepared a direct mail program designed to develop 
leads for central residential air conditioning sales. Un- 
der the program, mailings are sent out 10 days apart. 
Each mailing piece is imprinted with the dealer-con- 
tractor’s name and contains a business reply card 
which is also imprinted with his name and address. 
The dealer-contractor has three choices of how his 
mailings will be processed. Under the first plan, he 
indicates by area where his best air conditioning pros- 
pects live. A list of homeowners by name and address 
will be compiled, his mailing imprinted, addressed, 
and mailed for him. Under the second plan, he submits 
his own prospect list and the mailings are imprinted, 
addressed and mailed to the list he furnishes. Under 
the third plan, the mailing pieces are imprinted and 
supplied to the dealer-contractor so that he may make 
his own mailings. 


> THe O-Hear INstirute has prepared a number 
of consumer promotional brochures which may be 
ordered in quantities of 250 or more and may be ob- 
tained with or without the dealer-contractor’s imprint. 
Designed for use as envelope stuffers or as giveaways 
at home shows and other public gatherings, the circu- 
lars are printed in color, may be used singly or in 
series. They are titled: “Some Easy Ways to Cut 
Heating Costs,” “Modern Oil Heat Thinks Ahead,” 
“Keep Healthy with Oil Heat,” and “Rest Easy To- 


nieht and Every Night.” 


> “ANIMATED SALES CLINCHER,” prepared for Gen- 
eral Electric Co.’s heating and air conditioning dealer- 
contractors, is based on the theme “You are already 
paying for air conditioning why not enjoy it?” 
From this introduction, the prospect is taken through 
the company’s sales story to the survey-estimate form 
and the order. Included with the presentation are: a 
booklet which explains, step-by-step, how to use the 
sales clincher; a supply of heat load estimate forms; 
acetate folders for photos of local air conditioning in- 
stallations; a sample of a new consumer direct mail 
campaign; and a copy of “G-E Gives You the Facts,” 


1 central air conditioning selection chart. 


r “Ciip-ON SiGN Kit” enables dealer-contractors to 
make illuminated signs in various colors. Signs are 
made by inserting letters in plastic frames which are 
clipped onto fluorescent tubes. For color, the kit pro- 
vides filters of different colors which can be inserted 
in the frames behind the letters. The kit includes 40 
frames, 45 red, yellow and blue filters and 110 letters, 
numerals and symbols. It my be purchased from 
Stuart Heller Co., Island Rd. and Laycock St.. Phila- 
de!phia. 
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appointments... 





> J. J. McManown as Dayton district manager, pack- 
aged air conditioning and heating equipment, for 
Airtemp Div., Chrysler Corp. He formerly held a simi- 
lar position at the Philadelphia office, where he will 
be succeeded by L. W. Meclnteer. William H. Leedy 
has been named district manager for room air condi- 
tioners in the Detroit district. 


>» R. J. Herrine as a sales representative in the Chi- 
cago area for York-Shipley, Inc., handling the sale 
of Jackson & Church commercial and industrial warm 
air furnaces. He was formerly with the Heil-Quaker 
Corp. Friemel-Love Co., St. Louis, will handle the sale 
of Jackson & Church furnaces in eastern Missouri and 
southern Illinois. 


> AssociaTeD THERMA: Propucts, INc., New York 
City, as sales representative in the greater New York 
City area for American Air Filter Co., Inc. Associated 
Thermal Products will handle all of American Air 
Filter’s air filter products (except intake air filters for 
engines and compressors) as well as Herman Nelson 
heating and ventilating products and Kennard air 


conditioning and air handling units. 


> Louis R. Farper as marketing manager of Temco, 
Inc. Mr. Farber joined the firm in January of this year 
as advertising and sales promotion manager, and will 


continue in that capacity. 


> KennetH Mirov as assistant manager of The 
Trane Co.’s sales office in San Francisco. Mr. Mirov 
joined the firm as a sales engineer in 1947. David L. 
Canfield has been appointed a sales engineer for the 
Detroit office. 


(Obituaries 


John Cromtvell Lincoln 


Joun CROMWELL LINCOLN, founder of the Lincoln 
Electric Co., died May 25 in Scottsdale, Arizona at 
the age of 92. Mr. Lincoln was issued more than 50 
patents for electrical devices, among them the variable 
speed motor. He was a pioneer in the development of 
ductile welds. An ardent champion of the single tax, he 
ran for vice president of the United States on the 
Commonwealth Land Party ticket in 1924. 


Alton Frank Dauts 


ALTON FRANK (CHARLIE) Davis, vice president and 
secretary for Lincoln Electric Co., died May 25, 1959 
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Fuel Oil Filter 


POSITIVE 
PROTECTION 


e All Wool Felt Cartridge with Stag- 
gered Fin Design provides maximum 
filtering surface. Traps moisture and 
impurities of microscopic size. 

e One-Piece Bowl Construction elimi- 
nates connection leaks at bottom 

e Hexagon Extensions for fast, easy 
installation at tank or burner 

e Standard and King Sizes 
to handle every size 


oil heating 
svelte FOR THE JOB, 


BEST FOR YOU 


Super Design plus Competitive Price 
add up to Bigger Profits for You! Mail 
coupon below for the complete story. 


AUTO-FLO CORPORATION 
12085 Dixie Street, Detroit 39, Michigan 


Please send me full information on: 
[] Auto-Flo Fuel Oil Filter [[] Auto-Flo Automatic Humidifier 





Address - 
City 














The Newest Concept in 
DAMPER HARDWARE 


ELGEN’S BAILL-O-MATIC 


PAT. PENDING 
For the Manufacture of 


Multi-Blade Dampers 





SEND 50¢ FOR SAMPLE 


For the first time...absolutely self-aligning 
(and non-binding) Damper Hardware! 
Streamlined Heavy-gauge tubular design with 
solid brass ball-jointed rod holder is held 
in predetermined position by powerful lifetime 
stainless steel spring. Exclusive positioning 
marks by Elgen offer fast, easy installation. 


For Positive 
Locking Action on 


Opposed Blade Dampers 


@ No Auxiliary Stands 
Or Bridges Required 


». 


. 


a 
NS 
Bk: 
SEND 90¢ FOR SAMPLE eis 
t 


A revolutionary development in Damper 
Hardware! New “Microset Plate” and 
companion bracket added to BALL-O-MATIC 
ends over-riding and fluttering... 
eliminates all other stops! 


ELGEN MANUFACTURING CORP. 
32-49 Gale Ave., Long Island City 1, N.Y. 


SILENT DUCT «© VANE RUNNERS « LOUVER RUNNERS ¢ FABRIDUCT 
DAMPER HAROWARE ¢ INSULATION ADHESIVE ¢ DUCT TAPE 





(Pbituaries 


after several months of failing 
health. He was 69. Mr. Davis had 
worked for Lincoln Electric Co. 
since 1914. He established the 
most extensive welding library in 
the world at Ohio State in 1942. 
He also started the A. F. Davis 
Welding Awards with the Amer- 
ican Welding Society in 1945. He 
is survived by his wife, the for- 
mer Carrie E. Spring of Alliance, 
and a daughter, Mrs. Shattuck 


Hartwell, and two grandchildren. 


Robert Byron 


Rosert Byron, general president. 
Sheet Metal Workers International 
Association, died May 30, 1959 
after a long illness that confined 
him to bed for several weeks be- 
fore his death. He was 79. Mr. 
Byron was active in labor organ- 
ization during the early days of 
the International Association and 
rose to its presidency by outstand- 
ing evidence of his service to its 
members. 


Ivan C. Sutherland 


Ivan C. SUTHERLAND, executive 
secretary, Oil-Heat Institute of 
New England, died on Sunday, 
May 24, 1959. Mr. Sutherland 
succeeded Fred Beckwith as exec- 
utive secretary of the New Eng- 
land organization last year. Be 
fore that he had served as educa- 
tional director, and was well 
known in the industry for his 
work in setting up and operating 
a traveling oil heat school. He had 
been in the oil heating field for 
more than 30 years. 


Joseph A. Ruetty 


Josepa A. Ruettry, Michigan rep- 
resentative for Premier Furnace 
Co., died May 15, 1959, after a 
week-long illness. Mr. Ruetty cov- 
ered the Michigan territory for 
Premier for 23 years. 
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Servicemen. 





ANSWER AMERICA 
ANSWERS YOUR TELEPHONE 
24 HOURS EVERY DAY 


Let Us Answer Your Emergency Calls . . . Dispatch and Route Your 


Offices everywhere, Answer America's efficient secre- 
taries will promptly call your servicemen. This net- 
work of telephone answering exchanges covering most 
cities in United States, Canada and Mexico, will in- 
crease your business and offer more efficient service 
to your customers. For complete information, write 


Information. 


Answer America or look for Answer America in the 
white section of your telephone directory, or call 


ANSWER AMERICA, INC. 
55 East Washington St., Chicago, 2, Ill., RAndolph 6-2339 











- « + find what you need quickly 
and economically through 


CLASSIFIED 
ADVERTISING 


$2.00 for each insertion. Cash must accompany order 


Rates for classified advertisirg are 12 cents for each word including heading 
and address. One inch $6.00. Count nine words for keyed address. Minimum 


Closing date 20th 


of month preceding issue 





A SITUATIONS OPEN 








OPPORTUNITY OF A LIFETIME 
FOR A SUCCESSFUL SALESMAN 


If you are at present a successful salesman or 

sales management executive but must look else 
where for Promotion and higher income, we have 
an unusual opportunity for the right man between 
the ages of 30 and 45, to build a future with 
this long established, progressive triple A, national 
organization. We will provide intensive training to 


the extent necessary. Liberal draw against com 


missions. Give details of your experience to Mr 


Walter H. Wuerdeman of The Williamson Com 


pany 3500 Madison Road, Cincinnat », Ohio 





i FOR SALE 








A SITUATION WANTED — 








FABRICATING EQUIPMENT 
Libert 4 1260 Hi-Speed Shear 
Libert # 1036 Hi-Speed Shear 
Marshalitown # 10M Rotary Shear 
Stamco 8’ x %” 0.D. Gap Shear 
Verson 45 ton 5’ Press Brake 
Lockformers—# 18 and # 20 
Chicago # 812 Hand Brake 
Chicago # 69 Power Box & Pan Brake, 10’x10 Ga 


Quickwork 2” Cap. x 48” Throat Power Rotary 
Shear 


Cleveland Single End Struct. Punch }§” thru %” 
x36” Throat 


Wysong 48”x5” Power Rolls 
Minster # 4 OBI Presses (2) 
Niagara, 3 2A, OBI Presses 

Peer # 103-24 Spot Welder & Timer 
Niagara # 202P Power Beader 


Chicago # 202 Power Leaf Brake 10’x14 Ga 


The S. J. Johnson Co., 1421 E. Eight Mile Road 
Ferndale 20, Michigan 











WANTED — Shop Foreman general sheet metal 

shop. Must be experienced in layout, supervision of 
industrial duct work, architectural sheet metal and 
Stainless steel fabrication Remarkable opportunity 
for right man. Community of approximately 100,000 
nm midwest. Address Key 1035, American Artisan 
No. Michigan Ave., Chicago 2, II! 


I 


6 


LINES WANTED 





Industrial and construction lines wanted if you will 

manufacture under our private brand name. We sell 
to all types of industry, air conditioning, heating elec- 
trical, and construction trades throughout United States 
Large volume guaranteed. Address Key 1157, Ameri 


can 
Artisan, 6 N. Michigan Ave., Chicago 2, III 





SITUATION WANTED—Sheet metal supt. 25 years ex- 

perience, 8 years supt. Drafting, design, layout, pat 
tern maker, all phases sheet metal work. Complete 
resume on request. Address Key 1155, American Arti- 
san, 6 N. Michigan Ave., Chicago 2, Ill 











FOR SALE — 36” Sheet Metal Brake, $37. 36” Pan 
Brake, $60. 5 ft. Floor Brake, $80. 36” Folder 
$30. 24” Bench Shear, $42. 8 page folder free 
Vyke Manufacturing Co., E4158 Jason Street, Denver 
11, Colorado 
INGELS ELBOW MACHINE, Thompson riveter, Maple- 
wood gang punch. These machines only 2 years old, 
V2 price, must be sold as unit. Address Key 1156, 
American Artisan, 6 N. Michigan Ave., Chicago 2, Ili 








Buy AND HOLD 
U.S. SAVINGS BONDS 
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17 AGENTS WANTED 


PLUMBING & HEATING SALESMEN—Sideline sales- 

men now calling on Gas Utilities, Jobbers, Sprinkler 
Manufacturers, Contractors, Industrials, etc. to sell the 
famous Sauereisen Pipe Joint Compound No. 52. Re 
peats. Commission. Reply in full, Sauereisen Cements 
Company, Pittsburgh 15, Pa. 








MANUFACTURER’s REPRESENTATIVE—Wanted to sel! 

gun-type oil floor furnaces. Excellent specialty item 
—requires little time—just normal coverage. Used in 
all parts of United States. Address Mr. C. A. Fecher, 
General Automatic Products Corporation, 2300 Sinclair 
Lane, Baltimore 13, Md. 





| 
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You'll get it quicker if your 
postal zone number is on the 
order blanks, return envelopes, 
letterheads. 

The Post Office has divided 
106 cities into postal delivery 
zones to speed mail delivery. 
Be sure to include zone num- 
ber when writing to these 
cities; be sure to include your 
zone number in your return 
address—after the city, before 
the state. 
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Build a 2-mile duct 


».in one day! 


g 


% 


= 
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C0828 8021S at 


LO fer minute! 


Save hours of time... 
do every job right 


Say goodbye to the only tedious, costly, time- 
consuming job of fabricating duct work... 
closing the seams,by using the MILWAUKEE 
“Pittsburgh-Lock” Hammer. With this power- 
ful, smooth running tool, duct work seams 
are closed at the rate of 20 feet per minute, 
or faster. Perfect working balance. Handles 
30 to 22 gauge sheet metal... straight 
runs, inside or outside radii. Saves half the 
man hours formerly required and does 
better, neater work ...in the shop or 
on the job! 

Ask your MILWAUKEE Distributor to 
arrange a demonstration, or write... 


Milwaukee Electric Tool Corp. 


5352 West State Street * Milwaukee, Wis. 


Look 
under 
“Tools- 
Electric" 
~~ 


Find Us Fast 
in The 


Yellow Pages 


A8-9495 


INDEX TO ADVERTISERS 


A 


Aerofin Corp 132 
Air Control Products Inc 
Inside Front Cover 
Air Filter Corp. 116 
Allen Co., Inc, L. B 
American Metal Products Co., Inc 
Answer America, Inc 
Arkia Air Conditioning Corp 
Armco Steel Corp. 
Armstrong Furnace Co 
Auto Flo Corp 
Automatic Humidifier Co 


Banner Burner Co 
Barber-Colman Co 

Berger Bros. Co 

Beverly Shear Mfg. Co 
Bostitch, Inc 

Boston Machine Works Co 


c 


Central-West Machinery Co 
Century Electric Co 
Champion Furnace Pipe Co 
Char-Gale Mfg. Co., Inc 
Cincinnati Elbow Co., The 
Ciarage Fan Co 

Cleveland Humidifier Co 
Colt Ventilation of America 
Condensate Siphon Jet Corp 
Connor Engineering Corp 
Crane Co 

Crescent Tool Co 


Diamond Manufacturing Company 

Dodge Corp Ww 

Dreis & Krump Mfg. Co 

Dura-Vent Corp., Affiliate of Peerless 
Mfg. Div. of Dover Corp 


Econo Products Co., Div 
Instruments 

Elgen Mfg. Corp 

Elgo Shutter & Mfg. Co 


of Viking 
12 


F 


Felter Co., John 
Follansbee Steel Corp 
Fraser-Johnston Co 
Freon’’ Products Div 


du Pont de 
Nemours & Co., Inc., E. | 


G 


Galvan Mfg. Co. 
General Automatic Products Corp 
General Electric Company 
General Filters, Inc 
Gerett Corp., M. A 
Grayson Controls Div 


Robertshaw 
Fulton Controls Co 38 


Hart & Cooley Mfg. Co 
144, Inside Back Cover 

Harrington & King Perforating Co 
The 131 
Henry Furnace Co., The 83 


Inland Steel Co 
Inijand Steel Products Co 
International Heater Co 


Jj 


Janitrol Heating & Air Conditioning 

Div. Surface Combustion Corp. 35, 36 
Johnson Furnace Co., The 12 
Johnson Ladder Shoe Co 143 
Jones & Laughlin Steel Corp., Stain- 

less & Strip div. 


Kilgore, Inc. 
Krueger Sentry Gauge Co 


Levow, David 

Lennox Industries, Inc. 
Lima Register Company . 
Little Giant Pump Co 
Lockformer Co., The 


Majestic Co., The 

Mastercraft Industries, Inc 
McQuay-Norris Mfg. Co. 

Meyer & Bro. Co., F. : 
Mid-Continent Metal Products Co. .. 
Miller & Doing ..... 13: 
Milwaukee Electric Tool Corp 
Minneapolis-Honeywell Regulator a 
Minnesota Mining & Mfg. Co 
Miracle Adhesives Corp 

Modern Lighters Inc 

Moncrief Furnace Co 

Morey, Dan 


National Modulation Co 
Niagara Machine & Tool Works 
Norman Products Company 


° 
Olsen Mfg. Co., C. A., The 
P 


Peck, Stow & Wilcox Co., The 
Penn Controls, Inc. ..... 
Perfection Industries, Div. of Hupp 


Corp 
Power Flame Div., Inc., Siemon Mfg 


Co 
Pyle-National Co 


Q 


Quickdraft Co 
Quiet Automatic Burner Corp 


Redmond Co., Inc 
Reiner & Campbe:! Co., Inc 
Ruoff & Sons, Inc 
Ryerson & Sons, Inc., Jos. T 


Skuttle Mfg. Co 

eS a 

Sonoco Products Co. 

Southern Screw Co 

Standard Stamping & Perforating Co 

Stewart-Warner Corp., U. S. Ma- 
chine Div. . 

Stoddard Industries, Inc 

Sundstrand Hydraulics Div 
strand Corp 

Surface Combustion Corp 


106 
of Sund- 
35, 36 


T 


Tecumseh Products Co 16, 17 
Thermac Company 13 
Therm-0-Disc, Inc 123 
Ther Metal Products Co., Inc 136 
Titus Mfg. Corp 29 
Triangle Engrg. Co., div. of Felter 
Co., John 
Tuck-Aire Furnace Co 112 


U 


United States Register Co 
U. S. Steel Corp. 


w 


Waterman-Waterbury Co., The 
Weirton Steel Co. . 
Welty-Way Products, Inc 131 
White-Rodgers Co. Outside Back Cover 
Whitney Metal Tool Co ; ; 7 
Williamson Co., The . 

Wiss & Sons Co., J. . 

Worley Equipment, Inc 


AMERICAN ARTISAN, JuLy 1959 








. +» Move your products in greater volume 


through consistent advertising in this 


Sewice Section... 


Rates for display space in the Service Section are $12.00 per inch 
per insertion. One-inch minimum space accepted. Closing date — 
twentieth of the month preceding issue. 





Ceutrab-West has it! 


PEXTO 
Power Shears 
Foot Shears 
Rotary Machines 
Slip Rolls 
Mechanics’ Tools 
WHITNEY 
Punches 
Foot & Power Presses 
LOCKFORMER 
Pittsburgh Machines 
Cleat Machines 
Band Saws 


CHICAGO 

Hand Brakes 

Press Brakes 
SMITH 

Cleat Benders 
PEER 

Spot Welders 
WILDER 

Slitters 
BLACK & DECKER 

Electric Tools 
WYSONG & MILES 
SAVAGE Power Square Shears 


MACHINES 
& TOOLS “sc ees 


COMPLETE LINE OF SHEET METAL & VENTILATING SUPPLIES 


CENTRAL-WEST MACHINERY CO. 


338 -S CHICAGO 12, ILL 
1-0900 


MONMOUTH 
HUMIDIFIERS 


Made in various 


ANY TYPE, ANY SIZE 


SHEET METAL 


FREE catalog! 


WESTERN AVE 


PHONE: HAymoarkect 


FLOAT VALVES for 


Evaporative Coolers, Poultry 
Troughs, etc 


Operates in 1” of water. 
DAN MOREY 


814 S. Rebertson 
los Angeles 35, Calif. 








Write for descriptive 

literature, prices anc 

disrnunts. Effective 

contro! of humidity is positively 

assured by installing Monmouth Humidifiers. Simple 

installation and greater customer satisfaction mean 
larger profits 

CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohie 





V AIR Loss 


AIR 
DISTRIBUTION 


IN 30 SECONDS 
with 
safe + fast - positive 
Kilgore 
SMOKE CANDLES 


SO SOFT RUBBER 
KNEE PROTECTORS 


EVERY ROOFER SHOUL> 
HAVE A PAIR. 


PRICE $2.50. 


wert } ORDER YOURS TODAY 


JOHNSON 
LADDER SHOE CO. 
EAU CLAIRE, WIS. 


Thanks for Your Help! 


MEDICAL 
RESEARCH 


MEDICAL 


TRAINING REHABILITATION 





Write Today For Catalog 


SISTER KENNY ‘ounoarion 





Kilgore, Inc., Westerville, Ohio 





CLEANING 


POWER 


take your 


5007 


ASuer 


in one hand 
hose and ail 


The Portable SOOTMASTER #521-8 weighing 
only 25 Ibs. is the vacuum which offers the max- 
imum filter area and largest soot chamber of any 


industrial cleaning unit of its size. 


MASTERCRAFT’S exclusive hose-holder bas- 
ket let’s you carry the entire cleaner including 
the hose from job to job with only one hand. 


Users do more work with less effort. 


M 


Inastercra 
INDUSTRIES inc 
WEST HAVERSTRAW NEW YORK 
triboted 


IMPERIAL REFRACTORIES AND EQUIPMENT LTD 


Ret es Bidg W 











National Headquarters Minneapolis 2, Minnesota 





JOBBER DISTRIBUTOR ENQUIRIES INVITED 
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8 METLVENT 


(ROUND TYPE) 


NOW AVAILABLE? 


a 


The entire line of H&C METLVENT of the round type is now 
available and your H&C Jobber has complete data. By all means 
consult him at once! You'll find that this is the finest, easiest 

to install double-wall, air-insulated vent pipe and fittings ever 
offered. It's built to the high standards of design and quality 
you would expect from H&C and perfectly safe, as attested 

by the fact that it is listed under the re-examination service of 
UNDERWRITERS LABORATORIES, INC. Moreover, you will 

also find that better service and big savings are available to you 
as a result of our large scale production and central location. 


See your H&C Jobber, now, for complete details. 


weirs 


Bd HART & COOLEY ow 
ANUFACTURING COMPANY 


500 EAST EIGHTH ST. ®© HOLLAND, MICHIGAN 
IN CANADA: HART AND COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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DIFFUSAIRES and 
—JY ADAPTER SQUARES 





AND HERE’S WHY: 


1. YOU DO NOT NEED A LARGER SIZE ‘“‘DIFFUSAIRE’’ THAN PIPE SIZE. 
Both the No. 15 and 16 DIFFUSAIRES deliver so much C. F. M. that 
you will seldom, if ever,need a larger diffuser than the pipe employed. 
You save the added cost of a larger diffuser and all the cost of 


transitional piping. 


NO ROUND TO SQUARE TRANSITIONS NEEDED. Both of these H&C 
DIFFUSAIRES, when used with our No. 18 ADAPTER SQUARES, harmonize 
beautifully with acoustical tile ceilings and no transitional piping 


is required. 


JUST ONE TYPE DIFFUSER —- ONE TYPE DAMPER TO STOCK. Less 


investment, less inventory, greater convenience. 


4. AN H&C DIFFUSAIRE plus AN H&C ADAPTER SQUARE ACTUALLY No. 12 DUAL CONTROL 


COSTS LESS THAN MOST CONVENTIONAL SQUARE TYPE DIFFUSERS. BUTTERFLY DAMPER 

permits absolutely accu- 
See these excellent items at your H&C Jobbers and learn how they will rate control of air vol- 
ume and diffusion over 
the entire face. Tamper- 
proof screw setting or 
chain and bell control. 


do a better job and at the same time effect important savings for you. 


No. 16 DIFFUSAIRE (step-down type) No. 16 DIFFUSAIRE in a No. 18 ADAPTER SQUARE 
No. 15 is similar excepting it has a flush face. 


HART & COOLEY sy oD 


MANUFACTURING companaet 


500 EAST EIGHTH ST. ®© HOLLAND, MICHIGAN 
IN CANADA: HART AND COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO \ 





AN EXTRA PROFIT OPPORTUNITY... 
White-Rodgers “Zone-Air"’ Control Package 
For Zoning Forced Air Systems...At Low Cost 


THERMOSTAT THERMOSTAT ( 


Lf / 
BY PASS Ph ill 
DUCT -BY PASS SUPPLY tt] 
DAMPER 


— 
} / 


y DAMPER | , 
= a. ae 
Vike: ZONE 4/7 | ( 
AI |/ 


Typical 4-zone forced air system 


ONE 3 


ae Oe 
LRETURN DUCT 


For Remodeling For New Homes 


Home owners are beginning to demand the HOW IT WORKS... an attractive thermostat in 
comfort of zoned heating. Here’s a new, each zone controls a silent motorized damper 
fast growing market that will make hand- stalled on the air supply tits particular zoe 
some profits for those alert dealers and opens the damper—closes it when the right tem- 
contractors who capitalize on the advantages perature is reached. Where required an “‘equal- 
of White-Rodgers ‘“‘Zone-Air” . . . which izer’’ by-pass damper is available to stabilize 
provides reliable, customer-satisfying zone air velocities. 

control at a price easy to sell. 


Zone-Air increases home comfort; raises 
system efficiency; boosts property value... 
yet lowers fuel bills; keeps zoning installa- 
tion costs down with simplified design and 
low-voltage wiring. 


Cash in on these extra profits . . . offer 
Zone-Air control on all the jobs you install. 


Write for Bulletin R-1637 giving 
complete information. 


WHITE-RODGERS 


ST. LOUIS 6, MISSOURI TORONTO 8B, CANADA 
1209 Cass Avenue 





611 Gerrard St. East 








